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State of the Pration’s Economy: 


/ Up 
Eecrriciry +- Output in week 
ended Nov. 15 amounted to 7,883,- 
878,000 kilowatt-hours, compared 


with 7,333,134 in like 1951 week. 
This was an increase of 7.5 percent. 

Bank CLEARINGS — Dun ¢& Brad- 
street reports total at $20,299,782,- 
000 in 25 leading cities in week 
ended Nov 19, an increase of 7.8 
percent above 1951. 

Reta. VatumMe— Was $118.7 bil- 
lion in firgt nine months of this 

year, 3 percent above like 1951 
period, according to Commerce De- 
partment. 

Business Loans — Those made by 
New York banks advanced $58,000,- 
000 during week ended Nov. 19, 
bringing total expansion since mid- 
year to $804 million. 

N. Y. Times InNpex — For week 
ended Nov. 15, business activity 
was recorded at 182.5, contrasted 
with 172.2 for week ended Nov. 


17, 1951. 
ot & 


Down 


Heavy Construction — Contract 
awards in week ended Nov. 17 
totaled $269,883,000, down 13 per- 
cent under that of average week 
to date this year. 

CarLoapiIncs—Totaled 828,723 in 
week ended Nov. 15. This was 
475 cars, or 0.1 percent fewer, 
than for preceding week. 

Commopity INpEXx—Daily indicator 
of wholesale commodity prices of 
the Bureau of Labor Statistics de- 
creased to 91.4 on Nov. 19 from 91.5 
on Nov. 18. Figure for Nov. 20, 1951, 
was 109.5. 

MACHIN New orders 
placed with tool builders in October 
fell to an index figure of 243.7 from 
302.4 the month earlier. This repre- 
sented the smallest volume of in- 
coming business that the industry 
has experienced since July, 1950, 
the month after the Korean War 
started. 

VEHICLE Propuction—In the holi- 
day week ended Nov. 29, there was 
a total of 104,232 cars and trucks 
produced in the U. S., versus 124,- 
362 in the preceding week, accord- 
ing to Automotive News. 

* * «# 


General 


Josps—Riding a boom in consumer 
goods production, nonfarm employ- 
ment in Mid-October stayed at a 
record 47,700,000, it is reported. This 
is 800,000 more workers than in 
October, 1951. 
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Finance Firms Tighten | 


Auto Credit as Stiffer 





- Competition Impends 


Abundant Car Supply, New Models Are Big Factors 
In Dealer Tendency Toward Easier Terms; 


Repossessions on 


ONCERN over the danger of 
easy credit on car purchases is 
widespread, a survey by AUTOMOTIVE 
News indicated last week. 
However, the survey indicated 
a general awareness of the prob- 
lem, and efforts to tighten up lest 
loose credit break the back of the 
market which appears likely to 
become more competitive in the 
future. 
But while caution is being exer- 
cised by many dealers, others point 
out that a certain amount of loose 


52 Production 
Tops 5 Million; 
104,232 in Week 





By Bernie Thomas 
Associate Editor 


AUTOMOTIVE plants in the U. S. 
+% managed to squeeze the five 
millionth vehicle of 1952 out of last 
week’s holiday-curtailed production 
effort. 

Most plants operated on Friday 
after Thanksgiving, and many of 
them even scheduled Saturday 
assembly. 

Built in U. S. plants last week, 
according to AUTOMOTIVE NEws esti- 
mates, were 80,779 cars and 23,453 
trucks, a total of 104,232 units. The 
previous week’s build of 124,362 
units was made up of 97,172 cars 
and 27,190 trucks. 

+ * + 
= slightly more than 5,000,000 
vehicles that have been built 
so far this year are comprised of 
3,917,077 cars and 1,091,142 trucks. 

At the same point in 1951 U. S. 
plants had built 5,045,755 cars and 
1,332,488 trucks for a total of 
6,378,248 vehicles. The gap be- 
tween this and last year’s pro- 
duction totals grew bigger last 
week as output dropped below 
1951 rates for the first time in 
over a month. 

U. S. plants wound up November 
this year having built 397,828 cars 
and 112,211 trucks for a total of 
510,039 units. Last November’s out- 
put totaled but 454,087 vehicles, in- 

(Continued on Page 46, Col. 1) 






Rise, Poll Shows 


credit is a natural phenomenon of 
present auto retail conditions. 
* 


+ * 
HERE there is an abundant 
supply of merchandise, it was 
argued by some dealers, credit 
tends to become easier. 

New-model cleanup is a factor in 
loose credit. One dealer asked: 

“If you had 50 new cars in 
stock and the new models were 
being introduced, what would you 
do?” 

Repossessions are on the rise and 
are almost certain to become a de- 
pressing factor on the market if, 
as has been widely predicted in 
auto circles, a wide-open fight for 
new-car sales develops next year. 

*# OK a 


| pd THE populous New York City 
area, finance men report repos- 
sessions running double those of 
last year, with a far higher out- 
standing debt. 

The survey indicated an effort 
to hold the time period on late 
models to 24 months, although 


some dealers were stretching 
this. 
On downpayments, the books 


show a third down, but finance 
men point out that the figure is 
closer to one-fourth down when 
overallowances are considered. 
* * « 

OME dealers pointed out that 

loose credit is more general in 
the used-car field, and expressed 
the fear that no holds will be 
barred there if competition gets 


too keen. 
(Continued on Page 45, Col. 3) 


Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


124,362 
111,776 


Last Prev. 1951 
Week Week Week 


For complete production totals 
by makes, see table, page 46. 








The 205-Horsepower Lincoln for '53— 

The new Lincoln models feature a 205-horsepower engine. Also available in the Cosmopolitan and Capri models will be power 
brakes, power steering and four-way front-seat adjustment, as optional equipment. Only slight appearance changes have been 
Made for 1953. Shown is the Capri model. (See story and photos on page 38.) 





GM Leadership Changes Hands Today— 


Harlow H. Curtice (right) today takes over as acting president of General Motors 
from C. E. Wilson (left), who is taking a two-month leave of absence before becoming 


secretary of defense in President-Elect Eisenhower's cabinet. 
tion by the Senate, GM directors are expected to elect Curtice president. 
been head of the world's largest corporation since 1941, 


After Wilson's confirma- 
Wilson has 
while Curtice was for 15 


years head of Buick and for the past four years has been executive vice-president 


of General Motors. (See story on page 8.) 








°53 Lincolns Hold Line... 





Hudson Prices New Jet 
In Big-Three Field 


By Bob Sheldon 
Staff Writer 
S ANNOUNCEMENT of 1953 
Lincoln prices reemphasized the 
industry’s determination to hold the 
line, Hudson last week squeezed 
into the low-price field with two 
new models—the Jet and Super Jet. 
First of Hudson’s “compact” 
new cars, which are scheduled 


Buyers Balking 
But Sales Rise 


In Some Areas 


By Sam Sampson 
Staff Writer 

HE late fall market for new 

cars remains active, with sales 
climbing slightly over recent levels 
in some areas. However, sales dif- 
ficulties are reported in other areas. 

It is felt by many dealers that 
the rising market is not easily 
won in any case, for a greater 
amount of sales effort is now re- 
quired to sell cars. Discounting 
and overallowances are common, 
and dealer advertising seems to 
be rising. 

A report from Cleveland quoted 
sales personnel there as saying: 

“This is a buyer’s market; the 
day is definitely over when all a 
dealer has to do is open the front 
door.” 





* * * 


EPORTS of October sales from 

Cleveland, Cincinnati, New Or- 
leans and New York indicate that 
sales are equal to October of last 
year in many cases. 

On the basis of 21 states re- 
porting so far, R. L. Polk and 
Co., Detroit auto statisticians, are 
predicting sales of 391,370 cars in 
October. This would be 72,500 
cars better than last month, and 
more than 18,000 cars over Octo- 
ber last year. 

However, there are areas where 
sales are not advancing. 
* ~ a 
EW-CAR sales in Hartford, 
Conn., are continuing to decline, 
dealers report. In addition, used- 
car lots are full, and dealers are 
worried about the condition with 
more, ’53 models to be introduced 
soon. 

Many dealers there are point- 
ing advertisements to the pre-war 
car owner, and auto advertising 
lineage in the area is rising. 
Most of the ads offer clean late- 

(Continued on Page 48, Col. 1) 


to be announced after the first 
of the year, will be four-door 
sedans. According to A. E. Barit, 
president, the Jet sedan _ will 
carry a factory-list price tag of 
$1,685 and the Super Jet, $1,775. 
These prices do not include Fed- 
eral excise tax or any other 
charges. 

Thus, pricewise, the six-passenger, 
six-cylinder Jets compare most 
closely with Plymouth in the low- 
cost class. Plymouth’s 1953 four- 
door sedans retail at the factory 
for $1,685 and $1,772. 

* + + 


OR further comparison, 1952 

Studebaker Champions list at 
$1,616.87, $1,704.66 and $1,783.15; 
1952 Ford sixes at $1,541.97 and $1,- 
627.69, and 1952 Chevrolets at $1,- 
530.43 and $1,615.21. 

Currently, Hudson’s own lowest- 
price four-door sedan—the Pace- 
maker six—has a factory list price 
of $2,106.11. 

Meanwhile, Benson Ford, gen- 
eral manager of Lincoln-Mercury, 
announced that factory list prices 
on all 1953 Lincolns, except the 
Capri four-door sedan, would re- 
main the same as those for 1952. 


The Capri sedan will be increased 
$93, from $3,360 at the factory to 
(Continued on Page 44, Col. 3) 


Top Cars 


New-car registrations for nine 
months, plus 21 states for Oc- 
tober: 

1952 Pos. 
1—633,222 
2—523,333 
3—334,697 
4— 235,861 
5—200,558 
6—191,562 
7—164,897 
8—134,110 
9—120,722 

10—109,551 

11— 89,634 

12— 69,796 

13— 69,047 

14— 63,621 

15— 53,018 

16— 31,227 

17— 31,147 

18— 24,017 

19— 21,677 

20— 4,044 

21— 

22— 

23— 


1951 Pos. 
879,400— 1 
707,319— 2 
460,969— 3 
321,530— 4 
275,390— 5 
244,901— 6 
224,811— 7 
189,867— 8 
166,684— 9 
110,325—11 
125,388—10 

90,296—12 
77,554—14 
80,687—13 
54,182—15 
43,731—16 
21,551—18 
43,499—17 
Lincoln 20,864—19 
Austin 2,688—21 
Brit. Ford 2,680—22 
Crosley 4,512—20 
Allstate 


Total All Makes 
3,128,814 4,161,623 
For further details see page 

42, today’s issue. 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Dodge 
Olds. 
Mercury 
Stude. 
Nash 
Chrysler 
DeSoto 
Cadillac 
Hudson 
Packard 
Kaiser 
Willys 
Henry J 





YBLIC LIBRAK, | 

















2 





AUTOMOTIVE NEWS, DECEMBER 1, 1952 


As Million UAW Members Take Pay Cut .. . 


CIO Leader Fight Threatens Rift 


By Ed Howard 
Staff Writer 

rere opening of the CIO’s 
14th, and perhaps bitterest, con- 
vention today (Dec. 1) in Atlantic 
City coincided with the start of a 
one-cent hourly pay cut for a mil- 
lion UAW-CIO members. But the 
wage cut is not expected to have 
any immediate effect on auto prices. 
A 45-year-old redhead, Walter 
Reuther, was standing front-and- 

center in both pictures. 

At press time Wednesday, the 
UAW president was still locked in 
a tight struggle with CIO Executive 
Vice-President Allan S. Haywood 
for the CIO presidency, left vacant 
Nov. 9 by the death of Philip Mur- 
ray. 

Some labor circles gave Reuther 
a good chance to come out on top. 
But no matter who was elected, the 
threat of a CIO rift was still 
strong, with the AFL a possible 


ner. 
gai 2 * 


_— reigned in the AFL, by 
contrast. There, Secretary- 


Treasurer George Meany was 


named acting president, filling the |- 


hole left by William Green’s death 
Nov. 21, just 12 days after Murray. 
Meany’s election to a full term at 
the national convention next Sep- 
tember was expected. He will be 
the organization’s third president, 
following Samuel Gompers and 
Green. 

It was a drop in the Bureau of 
Labor Statistics consumer price 
index which led to the automo- 
tive industry wage cut. 

Announcement of the cost-of-liv- 
ing decline, revelation of the wage 
cut by affected firms, and Reu- 





New Tax System 
Is Proposed for 
Interstate Vehicles 


WASHINGTON. — A_ highway 
mileage used-tax law on heavier in- 
terstate motor vehicles, in lieu of 
reciprocity, has been proposed by 
the Council of State Governments. 

Under the measure, states would 
cooperate with one another in es- 
tablishing a “nondiscriminatory sys- 
tem of taxing interstate commer- 
cial vehicles.” The law would be 
designed to avoid duplicate taxa- 
tion, it was said. 

Vehicles subject to the tax would 
be those having an unladen weight 
of 7,000 pounds or more, a de- 
clared gross weight of 18,000 
pounds or more, or a rated capacity 
in excess of 1% tons, depending on 
the basis in use in the state of 
adoption, the council said. 


The tax rate would be calculated 
to produce substantially the same 
burden per mile on operations with- 
in each state as would have result- 
ed had the entire mileage been over 
its highways. Thus, the rate would 
be different in each state. 


Vehicles would be registered in 
only one of the participating states 
and upon payment of $10 would 
receive distinctive license plates in- 
dicating interstate operation, under 
the council’s plan. A report of mile- 
age traveled within the state would 
be made monthly and would be 
accompanied by tax payments to 
the respective states computed at 
rates per mile established for the 
specific vehicles. 


Insurance Hike 
Hinted in Canada 


LONDON, Ont.—Canadian insur- 
ance companies lost about $6,300,000 
on automobile insurance last year— 
the most accident-ridden year in 
Canada’s history, according to W 
C. Butler, president of the All Can- 
ada Insurance Federation. 

“This sad record will be the basis 
on which new insurance rates will 
be decided,” he added. 





Early to Press 
Because of Thanksgiving, this 
issue of Automotive News went 
te press Wednesday (Nov. 26), 
one day earlier than usual. 
eee heneerneneteneeieameaneeeenn 


ther’s reaction came almost simul- 
taneously. 
* * * 

‘Ee THE slightly lower figure in 

the consumer price index rep- 
resented a definite trend toward 
lower prices,” the labor leader said, 
“the UAW-CIO would welcome it. 
However, it appears that the price 
level for this quarter was influ- 
enced by seasonal reductions in the 
prices of fresh fruits and vegeta- 
bles. It is significant,” he _ said, 
“that the prices of these products 
have now turned up from the sea- 
sonal lows.” 


The slight wage cut still leaves 
UAW members with a 25-cent 
hourly cushion over pre-Korean 
wage levels. 


Other labor developments last 
week included a National Labor 
Relations Board ruling that em- 
ployers did not have to bargain 
with employes while the latter were 
engaging in a slowdown. The prac- 
tice, NLRB said, was “unprotected 
by the (Taft-Hartley) act.” 


* * * 
‘MMHE vice of the slowdown,” said 
the board, “derives in part 


from the attempted dictation by 
employes, through this conduct, of 
their own terms of employment. 

“They are accepting compensa- 
tion from their employer without 
giving him a regular return of 
work done,” NLRB said. 

The ruling involved a case in 
which employes of Phelps Dodge 
Copper Products Corp., Elizabeth, 
N. J., engaged in a slowdown in 
June, 1950. The company refused 
to bargain with the union until the 
slowdown was halted. 

* * . 
MBANWHILS, shortages of auto 
mechanics continued to plague 
several sections, including Detroit; 
Chicago; Madison, Wis.; San Fran- 
cisco; Sacramento, Calif.; Santa 
Barbara, Calif.; Duluth; Reading, 
Pa.; Allentown, Pa.; Vancouver, 

Wash., and St. Paul. 

NLRB certified the UAW-CIO 
as bargaining agent for workers 
at the Chrysler Detroit Tank 
plant. 

The automotive union won a bar- 
gaining election, 1,459 to 1,104, from 
the AFL International Assn. of 
Machinists. 

The UAW also was victorious— 
131 to 122—in an election for em- 


Head Dealer Groups 





ployes of Randall Co., Wilmington, 
O. It lost, however, to the Farm 
Equipment-United Electrical Work- 
ers, 656 to 520, at the Canton works 
of International Harvester Co., 
Chicago. Thirty-two voted for nei- 
ther. 

Elections were ordered for shop 
employes of Pompeo Motors, Inc., 


Quincy, Mass.; Harold Parker, 
Inc., Braintree, Mass., and Car- 
rington Chevrolet Co., Montrose, 


Colo. Mechanics, bodymen, greas- 
ers and helpers were included in 
the potential bargaining units of all 
three firms. The Oil Workers Un- 
ion was the petitioner in the first 
two cases, with IAM bidding for 
power in the third. 
+ * * 
LECTIONS were also ordered 
for time clerks of Bendix West- 
inghouse Automotive Airbrake Co., 
Elyria, O., and methods engineers 
of Le Roi Co., Allis, Wis. The UAW 
was the petitioner in both cases. 
General Motors’ personnel direc- 
tor, George Jacoby, has been ap- 
(Continued on Page 43, Col. 3) 





—Detroit Free Press photo. 


Industry Honors Veteran Auto Editor— 


Marking the 50th anniversary of David J. Wilkie with the Associated Press, all car 
makers last week joined in establishing a journalism scholarship award in his name 


at Wayne University, Detroit. The veteran 


AP auto editor (left) received the citation 


from W. Sprague Holden (right), head of Wayne's journalism department. More than 
350 top auto leaders and newsmen attended the golden anniversary dinner and heard 
talks by C. F. Kettering, General Motors research consultant, and Frank J. Starzel, 
general manager of the press service. Wilkie, who has written about the auto indus- 
try almost from its inception, was also presented with a sizable purse of Government 


bonds. 





Tire Deal Traced at duPont Trial 


HICAGO.—A 1931 contract under 
which General Motors agreed to 
buy half of its tire requirements 
from U. S. Rubber was negotiated 
at the suggestion of Charles E. Wil- 
son, a GM attorney declared last 
week at the duPont antitrust trial. 
Attorney F. E. Hurd made the 
statement in rebuttal to Govern- 
ment charges that duPont inter- 
ests, with holdings in both GM 
and U. S. Rubber, had swung 
business to the rubber company 
in restraint of trade. 
Wilson, who has been named to 
serve as secretary of defense in the 
Cabinet of President-Elect Eisen- 


what they described as a strange|are 117 duPont family members, 


angle in the proceedings—the non- 
participation of Justice Department 
“brass” from Washington. 

Conduct of the Government’s 
case has been left in the hands 
of three lawyers attached to the 
department’s midwest division. 
This has led to speculation that 
the Government now considers 
the case “too hot to handle” and 
regrets having started it three 
years ago. 

Pierre S. duPont, 82, and his 
brother, Irenee, 75, patriarchs of the 
duPont family, sat in on the early 
sessions of the trial as defense at- 


hower, is president of GM. He was|torneys unfolded the lengthy his- 


a GM vice-president when the 1931 
tire purchase was arranged. 

The trial was recessed Wednes- 
day (Nov. 26) until early January 
because of the illness of Willis L. 
Hotchkiss, chief Government attor- 
ney in the case. 

od * 7 
ITH the “trial of the century” 
in its second week, observers 
were beginning to wonder about 





New Leaders of Tennessee Dealers— 


Officers elected at the annual convention of the Tennessee Automotive Assn. in 
Nashville meet with John M. Walker, Covington, retiring president. From left are 
Walker; James A. Clark, Kingsport, new president; W. A. Brown, Alamo, secretary- 
treasurer, and Van A. Payne, Springfield, first vice-president. 





New Slate Takes Office in Oklahoma— 


Fred Boston (second from left), retiring president of the Oklahoma Automobile 


Dealers Assn., congratulates his successor, Cal Newport, following the group's recent 
convention. Other new officers are (from left) Buster Doyle, first vice-president; Jerry 


Cravens, secretary-treasurer, and Roy Tant, secretary-manager, who succeeds Fred 


Albert, resigned. 








tory of duPont participation in GM. 


x * * 


Amana monopoly and con- 
spiracy charges against the 
family as absurd, defense counsel 
contended that, decades ago, du- 
Pont interests acquired GM stock 
first as an investment and later as 
a means of saving the corporation 
from financial disaster. 

In telling of Wilson’s role in 
the General Motors-U. S. Rubber 
tire contract, Hurd said that in 
1930 GM was considering wheth- 
er to follow the example of Ford 
and go into the manufacture of 
tires. 

Wilson, Hurd said, investigated 
and came to the conclusion that 
Kelly-Springfield Tire Co. and U. 
S. Rubber were the only rubber 
concerns which were suitable for 
purchase by GM. But he advised, 
instead, that GM buy raw materials 
and have some company make tires 
for it on a contractural basis, Hurd 
said. 

This plan, according to Hurd, was 
rejected by Goodyear. Firestone had 
Ford business. Goodrich turned in 
a bid that was too high, and so 
GM’s contract went to U. S. Rubber, 
according to Hurd. 

7 * * 

ARGETS of the Government’s 

civil suit include E. I. duPont 
de Nemours & Co., General Motors, 
U. S. Rubber and three duPont 
holding companies, Christiana Se- 
curities Co., Delaware Realty & 
Investment Corp. and Wilmington 
Trust Co. Also named as defendants 





Henry J’s Texas Sales 


Creep Up on Allstate 


HOUSTON. — Allstate autos, 
marketed by Sears, Roebuck & 
Co., maintained their sales lead 
over Henry Js in three leading 
Texas markets during October, 
but the margin was narrower 
than in the preceding month. 

In October, Sears outlets in 
Dallas, Houston and San An- 
tonio sold 34 Allstates, compared 
with 31 Henry Js sold by dealers 
in the same cities. The Septem- 
ber margin was 57 to 25. 

Two-month totals show: Dal- 
las, 27 Allstates, 30 Henry Js; 
Houston, 33 Allstates, 11 Henry 
Js; San Antonio, 27 Allstates, 15 
Henry Js. 





including children. 

According to Government at- 
torneys, the duPont company 
owns 23 percent of GM stock— 
or more than $1 billion worth— 
and members of the family hold 
18 percent of U. S. Rubber. 

These interests, the Government 
contends, are sufficient in each in- 
stance to give control over the 
companies to the duPonts. The suit 
seeks to force dissolution of the 
stock holdings. 


In their opening arguments, 
Government attorneys attacked al- 
leged duPont control of a $5 billion 
industrial empire as “arrogant and 
ruthless, but subtle and persuasive.” 
They attempted to show conspiracy 
and monopoly on the part of du- 
Pont through establishment of pro- 

(Continued on Page 47, Col. 1) 


Christmas Bonus 
Restrictions Eased 


By Wage Board 


CHICAGO.—Christmas bonus re- 
strictions have been relaxed by the 
Wage Stabilization Board, the Chi- 
cago Automobile Trade Assn. is in- 
forming its members. 

General Wage Regulation 14 has 
been amended so that employers, 
without approval of the Wage 
Stabilization Board, may pay em- 
ployes a Christmas or year-end 
bonus in cash or in kind not ex- 
ceeding $40 in value. If a larger 
bonus was paid in the preceding 
bonus year, it may continue to be 
paid subject to the provisions of 
the regulation. 

Similar bonuses are authorized 
for employes on salary. General 
Salary Order 15, issued Oct. 30, 
states that an employer may dis- 
tribute, at Christmas or the year- 
end, to any of his employes sub- 
ject to the jurisdiction of the Sal- 
ary Stabilization Board an amount, 
either in cash or in kind, not ex- 
ceeding $40, even though no similar 
distribution was made in any previ- 
ous year. Such a distribution shal! 
not be considered salary or bonus 
for the purpose of any salary stab- 
ilization regulation. 

The salary board stated that the 
amendment refers to the payment 
of bonuses not directly related to 
profits paid by companies which 
had a practice of paying such 
bonuses in 1950. 


Here’s How 53s 
Hit U.C. Auctions 


DETROIT.—New Chrysler Corp 
cars are beginning to show up at 
this year’s used-car auctions. 

Auction reports appearing in this 
issue of Automotive News list two 
1953 Dodge Diplomats, both with 
Gyro-Torque, at $2,675 and $2,725 
Another report lists a 1953 Chrysle : 
Windsor sedan, equipped wit: 
Fluid-Torque, at $3,100. 
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1)° YOU suffer from independent 
garage competition? Does a tire 
chain cut into your service and 
accessory volume? Do filling sta- 
tions take away minor repair and 
lubrication business? 

Unless you are unusual, of course, 
you suffer from this competition. 
We, as a trade, nourished it and 
contributed to its growth. We were 
so new-car sales-minded that we 
neglected the service business. As 
a result, too much of it now goes 
to our competition. Every survey 
made in this trade confirms that 
fact. The loss of the business in the 
early years was not important. Now 
it’s different, because 58 million 
owners spend more money keeping 
their vehicles running than they do 
in buying new ones. 

Since those early years dealers 
have equipped and staffed them- 
selves to handle the maintenance 
needs of owners. During the war 
when new cars were not avail- 
able, most dealers supported them- 
selves entirely on service income. 
Now, all dealers are attempting 
to pay a greater percentage of 
their overhead from the service 
department operations. Total ab- 
sorption of the overhead from 
the earnings of the service de- 
partment means _ survival for 
many dealers in the coming com- 
petitive market. This objective is 
not merely to place dealers in a 
position to allow more for used 
cars, but to assure an operating 
profit under all conditions. 

More service business can be re- 
gained by automobile dealers, if 
they go after it. The automobile 
dealer deserves it. He sold the car 
originally. He is acquainted with 
the owner. He has the buildings, 
the equipment, the manpower and 
the inventory of parts to do a 
better job than can competition. He 
is interested in the line reputation 
of the car he sells. In fact, he and 
the owner are the only individuals 
in the community interested in 
keeping maintenance cost down. 

* s = 
Failure to Promote 


Ganvice volume is something for 
which one has to fight con- 
stantly. A dealer must not only 
have the ability to please customers 
but must constantly try to convince 
more and more customers as to 
why they should patronize him. 
Many dealers do no service pro- 
motion whatsoever. Some just do 
not want the work. Some are not 
adequately prepared to handle it. 
Others who seek the work do no 
promotion, depending upon satisfied 
customers to spread the good word. 

Failure to promote the service 
department can never pay, simply 
because satisfied owners take good 
Service for granted and a few cus- 
tomers who may be dissatisfied will 
do more talking than hundreds of 
contented ones. Anyway, a dealer 
can hardly depend upon satisfied 
customers to carry the “Message to 
Garcia.” They die off and move 
away. So, to grow, some kind of 
stimulant must be found to attract 
More customers. 

Sending out postcards, folders 
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or letters offering service specials 
is not altogether the answer. 
Such offers bring response from 
bargain hunters who go else- 
where when someone quotes a 
lower price. Offering specials can 
never be permanently successful. 
Such offers go out to all owners. 
Some owners have just had the 
job done elsewhere. Some owners 
have new cars and don’t require 
it. So the effort is largely lost. 
But of even greater concern is 
the fact that some oil or tire 
chain may offer the same special 
on the same day that the dealer 
offers it at a lower price. Such a 
situation, of course, is damaging. 
There are many dealers, both in 
multiple dealership towns and in 
smaller towns who have success- 
fully solved the problem of gaining 
more service customers through the 
medium of letters that are designed 
not to offer a particular special to- 
day, but to tell the dealer story and 
building background whereby the 
dealer becomes in the mind of the 
prospect a preferred source of sup- 
ply. Someone has said that “what 
people understand, they are for, but 
what they don’t understand, they 
are against.” It is the automobile 
dealers, who tell the story of their 
institutions, that have the best 
chance to survive and prosper 


under any market condition. 
~ * . 


Some Examples 


O YOU will know what is meant 
by a dealer telling his story to 
his public, I am presenting here- 
with two letters soliciting service 
from owners as an example of 
what one dealer has done in this 
regard with positive results. If you 
like the ideas in them, you are per- 
fectly welcome to use them. - 
Letter Soliciting Service from 
Owners of Car You Sell: 

Dear Sir: 

Have you ever given any 
thought as to why an automobile 
dealer is different from any other 
business establishment? Maybe 
you never have thought about the 
fact that there is a difference. 

All of the money represented 
by the buildings, equipment, 
stocks of parts and materials, 
accessories, and skilled, experi- 
enced mechanical men is invested 
for the primary purpose of pro- 
viding (Name of Car) owners in 
this community with the kind of 
service that (Name of Car) cars 
should have. 

More than any other single fac- 
tor, the goodwill of (Name of 
Car) owners hereabout is neces- 
sary to our success in business. 

That is why we have especially 
prepared the establishment to 
render low’ cost, responsible, 
prompt, satisfactory service to 
owners. We want them to enjoy 
their cars, to tell their friends 
about (Name of Car) perform- 
ance, 

No other motor car dealer or 
serviceman here cares more 
about (Name of Car) owners 
than we do. What we want is 
what you want—good depend- 
able, completely satisfactory mo- 
toring at the very minimum of 
cost. 

Why not use these ample serv- 
ice facilities here provided for 
your especial benefit? Drive in 
anytime. This is your car’s home. 

Sincerely yours, 
CAR DEALER & COMPANY 
a x +r 
Letter to Service Prospects: 
Dear Sir: 

Why not select motor car serv- 
ice with the same care you used 
in the selection of the car you 
drive? The kind of service your 
car gets has much to do with the 
pleasure and benefit you get from 
your car. 

We have invested a large sum 
or money in buildings, equipment, 
machines, tools, materials and 
parts for the sole purpose of 
keeping automobiles operating 
safely and economically. 

We provide responsible, skilled 
labor—mechanical men who have 

(See MUNN, Page 48, Col. 1) 
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Shirtsleeve Public Relations by Dealers 





EPRESENTATIVES of all new-car dealerships in Bellflower, 


Calif., rolled up their 


sleeves to make o success of their part in the recent nationwide dealer campaign 


to transport voters to the polls. 


In the photo at right is Howard Arthur, association president, 


who served as 


dispatcher. He was spelled by Leeland Johnson and Bill Peairs. 


The dealers used offices of the Chamber of Commerce as headquarters. 


In the 


photo above are dealer representatives waiting assignments, They are Bob Jones, of 
H. O. Melone (Pontiac); Kenney Dunks, John Stokes Oldsmobile; Gene Majors, Nance 
Chevrolet; Bud Brown, Peairs Brothers Buick, and Gene Spier, Hensley-Johnson Ford. 
Representatives also were sent by Mickey Finn Hudson; Lou Harrison Mercury; 
Harris, Evans & Irvin DeSoto; Bellflower Nash, and Johnson & Son Studebaker. 
The association also enlisted college girls to serve as baby-sitters while parents voted. 
The Bellflower Herald-American paid tribute to the dealers for their public service. 


Oklahoma Dealers Reaffirm 
Stand on Controls, Taxes 


OKLAHOMA CITY.— Oklahoma 
dealers, meeting here last week in 
the Skirvin Hotel, fired a unani- 
mous volley at continued price 
controls. 

They followed the lead of Charles 
J. Farrington, assistant to the presi- 
dent of NADA, who talked “from 
the hip” in reiterating the NADA 
stand against reimposition of Regu- 
lation W and any extension of OPS. 

Cal Newport (Chevrolet), Homi- 
ny, Okla., was elected president 
of the Oklahoma Automobile 
Dealers Assn., with S. J. Doyle 

(Ford) of Wewoka picked for the 
new post of first vice-president. 
The association retained Jerry 
Cravens as_ secretary-treasurer, 
and welcomed Roy Tant as its 
new secretary-manager, replacing 
Fred Albert. 

The association’s five zone presi- 
dents for the coming year will be 
Chick Norton (Buick), Tulsa, north- 
east; Jack Clark (Nash), Okla- 


Auto Show’s Name 
Grows with Fame 


In Capital Area 


WASHINGTON. — Stepping for- 
ward with the population growth 
and spread of the Washington met- 
ropolitan area, members of the 
Washington Automotive Trade 
Assn. henceforth will call their an- 
nual motor-car exhibition “The 
Annual Auto Show of the National 
Capital Area.” 

Heretofore, it had been known as 
the annual auto show of Washing- 
ton, D. C., but today with 71 of its 
car-dealer members located in the 
District of Columbia, 38 in nearby 
Virginia, and a like number in ada- 
joining Maryland, it seemed to the 
WATA to be more fitting to adopt 
the new designation. 

The 24th annual auto show here 
is scheduled to be staged in the 
National Guard Armory Feb. 21- 
March 1. Mike Murphy, son of 
WATA Managing Director Dick 
Murphy, again will be manager. 


Ky. Dealers Set 


Convention Site 


LOUISVILLE. — The Kentucky 
Automobile Dealers Assn. will hold 
its 1953 convention Sept. 20-22 at 
the Phoenix Hotel, Lexington. 

It had been planned to hold the 
convention at the Campbell House, 
but the latter could not furnish 
meeting room facilities, whereas 
the Phoenix guaranteed reservation 
of 125 rooms or more, plus meet- 
ing and other facilities. 


homa City, central; Orville Spann 
(Dodge), Ada, southeast; Frank 
Kitchens (Buick), Lawton, south- 
west, and Joe Edwards (Chevrolet), 
Alva, northwest. 

Farrington, outlining the current 
national program, said: 

“We are all stressing the good- 
roads program, for both highway 
building and parking. Our talk is 
pitched entirely on the activities of 
— for the dealers of the coun- 
ry. 

“We are opposed to any effort 
to reimpose Regulation W. We 
are also opposed to any extension 
of the Office of Price Stabiliza- 
tion. 

“We are doing everything we can 
to build dealer interest in all 
NADA programs, including the 
highway activities program. 

“We are very much opposed to 
the present high rate of excise 
taxes on autos,” Farrington said, 
“and we are going to seek some 
adjustment from Congress on that 
score in the next session.” 

Dealer Mead Norton, 
about “Our Business,” said: 

“For our association to grow 
and succeed—as well as its mem- 
bers—every program will have to 
be planned on this basis: ‘Will 
it serve the interest of the busi- 
ness better?’ 

“I refer particularly to the drive 
to expand highways and parking 
areas, and for a strong program 
of public safety,” Norton said. 

“We dealers are the only asso- 
ciation that can speak collectively 
and authoritatively to our lawmak- 
ers regarding the unequal burden 
of taxes being placed on buyers and 
users of essential motor vehicles.” 
In revising and updating its by- 
laws, the association made it clear 
that no elective officer may succeed 
himself. 


talking 





HOWARD ARTHUR 
Dealer is dispatcher ... 


Dealers Alerted 
On Title Snag 


In Tennessee 


WASHINGTON.—Dealers taking 
in a Tennessee-licensed auto should 
make sure the owner has a title, 
or they may have to wait a long 
time before they can dispose of the 
car, advises the Washington Auto- 
motive Trade Assn. 


Noting that Tennessee’s title law 
has been in effect just a little over 
a year, the Washington association 
said in a bulletin: 


“At present, the title department 
in Tennessee is swamped with ap- 
plications and is months behind in 
issuing titles. The only proof of 
ownership many Tennessee motor- 
ists have is the duplicate copy of 
their applications for titles.” 


Texas Assn. Chooses 
McDonald as Director 

WICHITA FALLS, Tex.—O. Mc- 
Donald, local Lincoln - Mercury 
dealer, has been elected by the di- 
rectors of the Texas Automotive 
Dealers Assn. to fill a two-year 
unexpired term on the board. 

The vacancy was created when 
Floyd L. Randel, former director, 
was named second vice-president of 
the association. 


On the House .. . 


In Harlow Curtice, General Motors will have a president with inti- 
mate dealer knowledge (gained from 15 years as head of Buick). As 
a result, he’s very merchandising-minded and a very likeable guy 

. Ike seems to be “GM” minded. In addition to 


cabinet, 





Wemhoff q 
tion... 


Noted this display ad in Washington Post this week: 


Director. 


appointing GM’s C. E. Wilson, Art Summerfield (GM 
dealer) and Oregon Gov. McKay (GM dealer) to his 
the President-Elect has chosen G. M. 
(George M.) Humphrey as secretary of the treasury 
. . . Canadian dealer federation directors, meeting 
in Detroit last week, told me that they expect tough 
selling next year; hope they can get further easing 
of still-heavy taxes on motor vehicles... 
Incidentally, they tell me that Frank Phillips, 
Ford dealer in Salem, 
manager for Gov. 
Scholk and Royal McCarthy have been named 
directors of Northern California dealer associa- 


Ore., has been campaign 
McKay (Chevrolet) . .. Bob 


“Executive 


One of nation’s largest trade associations, headquarters 


Washington, is seeking full time services of executive with outstand- 


ing ability and accomplishments. . 


. with strong, tactful personality 


. Will pay salary to attract highest calibre man, with minimum 


of $25,000 per year .. 





.” Wonder who it can be? 


—Pete Wemuorr, Editor, 
Automotive News 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
the dealers on every used vehicle accepted in partial payment for a new 
car or truck. § 3. Every dollar ef gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 

4. The elimination of government and bureaucratic controls over this 
industry. § 5. A return to the precepts of independence and the rewards ef 
applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 





NEWS 





Riasuhwns Chasm Wisely 
On Auto Men 


gtd auto industry men believe that President-Elect 
Eisenhower displayed gratifying acumen in the selec- 
tion of C. E. Wilson as secretary of defense, Dealer Douglas 
McKay as secretary of the interior and Dealer Arthur E. | 
Summerfield as postmaster general. 

All three men have remarkable records in business. 
Summerfield and McKay have made outstanding contribu- 
tions to our country in political life as well. McKay’s 
record as governor of Oregon and Summerfield’s work 
as chairman of the Republi- 
ean National Committee 
should be an inspiration to 
all dealers. Summerfield is a 
Chevrolet dealer in Flint and 
McKay a Chevrolet-Cadillac 
dealer in Salem, Ore. 

Wilson, who has been more 
in the automotive spotlight as 
president of General Motors, is 
known most widely as the able 





C, E. Wilson 
administrator of one of the world’s most efficient enterprises. 
To many he exemplifies big business. 

Yet he has maintained the common touch, a sense of 
humor and an insight into individual human motives pos- 
sessed by few. 


Wilson has frequently emphasized that it is worth while 


Gov. McKay 


to take a little extra time and effort to get 
along with people. 

Such understanding led to the auto indus- | 
try’s escalator plan which recognized the| 
striving of individuals not only to keep up 
with the cost of ‘living but to improve them- 
selves. Wilson looks beneath labels—even 
“union” labels—to the individuals underneath. 

“Machines and money alone won’t do our | 

- job,” Wilson has said. 
A. E, Summerfield As secretary of defense, Wilson is taking | 
on one of the greatest management challenges in history. | 
Defense has become nearly a $50,000,000,000-a-year enter- 
prise. It needs a man like Wilson. 














Forum 


Epitor’s Note: Following are 
excerpts from a speech by J. 
Saxton Lloyd, president of 
NADA, delivered before the 
annual dinner of the Automo- 
bile Old Timers in New York: 





Yessie, | BELIEVE 
You CAN LOOK,WITH HOPE, / 
FOR ENOUGH STEEL TO Coy 

} BUILD 1,150,000 CARS, 
AT LEAST, IN THE 
FARST QUARTER 1953S 


ee 


STEEL 


HAVE observed that we have 

expended, or are in the pro- 
cess of expending, 86 billion 
dollars on 
armaments... 
on devices for 
the destruction 
of people who 
might have 
the temerity to 
attack us... 

I hope you 
won't think 
me unpatriotic 
when I say 
that I question 
sometimes who 
won the last two wars. I am a 
little bit confused, because I find 
that some allies we had then 
are our enemies now! I find that 
some enemies we had then are 
now allies—these facts disturb 
me, 

I am wondering, therefore, 
if we shouldn’t sort of tithe 
this deal. I am not a deeply 
religious person, but I do have 
great faith. I wonder if we 
took 10 percent of that 386 
billion dollars . .. just that 
much —8 billion, 6 hundred 
million of it...and spent that 
sum in the field we know best 
—in the area we understand 
most—if we spent this much 
on projects of persuasion, if 
we recognized fully that this 
contest today is between the 
great Christian principles of 
individual honor and dignity— 
and divinity too, if you please 
—as opposed to the godless 
lies of Communism—that 
actually we are dealing with 
a philosophical problem; that 


J. Saxton Lloyd 
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KID, | THINK YOUVE GOT 
A BAD CASE OF GLASS 
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HM-M-M-M~— 
ON OUR CAR 
THE TWELVE 


SOME OUTFIT ESTIMATES THAT (FALL ~. “ 
THE AUTOMOTIVE VEHICLES IN THE U.S. 
WERE ON ALL PAVED ROADS AT ONCE 





we are actually engaged in a 
mortal battle for the minds of 
men, 

I'm wondering if we should 
not try to cultivate the minds 
of men all over the world in an 
effort to have them understand 
the great freedoms we have en- 
joyed since we became a nation. 
I would hate to think that 
American business, which has 
developed the science of selling 
to its highest degree, couldn’t 
sell in the great market places 
of the world a philosophy as 
wonderful as the one we in this 
nation have and enjoy. 

* * * 


I WOULD certainly like to see 
it tried, because it never has 
been. I read only today that 
Henry Ford, who is the national 
chairman for the Crusade For 
Freedom this year, is urging the 
public to contribute four million 
dollars for the efforts of that 
organization this year. 


Why, my friends, that 
amount is a postage stamp! 
That isn’t the way to go about 
this job. That isn’t the way 
America does things. We do 
them big or we don’t do them 
at all... 


I, therefore, say that the great 
techniques of persuasion which 
we have developed in this land 
can be transposed into the great 
weapon of today. I believe that 
we have a great product to sell. 


‘Favors Price 






During ‘Crisis’ 

I note in your issue of Nov. 10 a 
headline, “Suspend Price Curbs, 
NADA Tells OPS (They Serve No 
Useful Purpose)”. 


It is further stated “Under nor- 
mal conditions, direct price controls 
have no place in the American way 
me. .s 


There is no doubt that this latter 
statement is true. The significant 
point in the statement is the use of 
the term “normal conditions.” Are 
we to be led to believe that the 
state of partial war our nation is in 
is a “normal condition”? 


Are car dealers unaware that all- 
out war, though not probable, is 
definitely possible at any moment? 
Even a sharpening of the world 
crisis could lead to a rising car 
market. 

My few years experience in the 
retail car business has taught me 
that a stable market is the best in 
which to operate. Wide fluctuations 
in market values are bad for busi- 
ness. Retention of OPS until the 
world crisis recedes would insure 





10 Years Ago... 


The Big Story 


President Roosevelt orders nationwide gasoline rationing to begin 
Dec. 1, leaving no avenue for congressional action . . . He tells Rubber 
Czar Jeffers and OPA Chief Henderson: “We must keep every pound 
of rubber we can on our wheels to maintain our wartime transporta- 
tion system” ... Auto dealers receive a two-month extension, to Dec. 
31, to complete required maintenance on new cars held in storage 
. . . December new-car ration drops to 28,900 new units, compared 
with 35,000 quota set for November .. . Critical need for planes and 
ships plus the auto industry’s production efficiency, may cause tem- 
porary shutdowns of plants turning out ordnance and quartermaster 
equipment ... War Production Board, Army and Navy set to divert 
production to plane and ship contracts. 


—From the files of Automotive News. 





Curbs... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


a partial safeguard to the best in- 
terests of all legitimate retail op- 
erators. 


During the past year, OPS has 
helped hold the car market in line. 
Very clean ’41, 46 and ’47 cars are 
bumping against the ceilings right 
now. Several times this year new 
Chevrolets have crowded the ceil- 
ing at auction wholesale prices. 
New Cadillacs are rumored to have 
brought full ceiling on a wholesale 
basis. 


Without ceilings, these leaders in 
the market could have dragged the 
whole price structure to a higher 
level—and who is of the opinion 
that the present price levels of 
used cars are not plenty high for 
the purse of the average buyer?— 
Irving C. Monpore, Mondore Auto 
Sales, Cortland, N. Y. 


= + > 


Austin, Too 


We were interested to note on 
page 68 of Automotive News, Nov. 
3, that Rootes Motors, Inc., is mar- 
keting cars through travel agents. 

We, too, would like to advise you 
that this is a form of business also 
carried out by the Austin Motor 
Company, Ltd. (England).—c. R. 
MELTON, general manager, the Aus- 
tin Motor Co., Ltd. (England). 


* * * 


Sports-Car Show 


I have been watching your Com- 
ing Events calendar for informa- 
tion about the 1953 foreign car show 
in New York City. 

Can you advise the dates for this 
show ?—C. D. Murray, Murray Mo- 
tor Co. (DeSoto-Plymouth), Colby, 
Kans. 

Eprror’s Note: Our Nov. 3 issu, 
page 45, carried a story on tle 
forthcoming New York Sport:- 
Car Show, to be held April 4-2 
at Grand Central Palace, N. Y. 
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Austin A-40 Sports Convertible. A 4-seater sports car. Light, 
fast, beautifully sprung. Aluminum custom body. 


= * 3 sa 


“America’s most popular foreign car 
gets a terrific reception out here!” 









$2295* 


Austin A-40 Somerset Convertible. Can be driven with top 
open, closed, or in smart coupé-de-ville style. 


$1945* 





Austin A-125 Sheerline. World famous for its brilliant 
engineering and superlative luxury. 
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$5685* 


model is the ideal car for most families. 


—says Austin dealer C. J. HOUSE, 
Berkeley, California 


‘‘The new Austin line is second to none! My sales figures prove that American 
buyers have been waiting for a car just like the 5-passenger Austin Somerset 
DeLuxe Sedan. It delivers up to 35 miles on a gallon, cuts operating costs as much 
as 50, and sells for only $1795 including extras!” 


ODAY America’s enthusiasm for 

foreign cars is bringing Austin 
dealers the most profitable business in 
their history. 


Consider the exceptional opportuni- 
ties an Austin dealership offers: A com- 
plete line of models with a wide range of 
prices. A liberal profit on every deal. A 
resale market that is always active. And 
many other advantages. 


Sales-leader of the line is the sturdy, 
family-priced Austin Somerset 4-door 
sedan. Its retail price of $1795 includes 
5250 worth of such extras as heater, de- 
‘rosters, turn signals, patented interior 

ick, foam-rubber seats, and real leather 
upholstery. Its companion car, the new 
\ustin Somerset Convertible, is one of 
the lowest-priced convertibles sold today. 


/'.O.B. nearest coastal port of entry 


Who Stands Behind You? 


Austin is the largest single automobile 
manufacturer in England. Today there 
are more Austins on the road in North 
America than all other foreign cars com- 
bined. Incidentally, an Austin dealer- 
ship can provide you with excellent in- 
surance against supply interruptions in 
domestic lines. 


Brief Engineering Details 


The A-40 Somerset has a 4-cylinder, 
valve-in-head engine with 42 brake horse- 
power. Cruising speed: 65 m.p.h. Maxi- 
mum speed: In excess of 70 m.p.h. Syn- 
chromesh transmission has four forward 
speeds with steering column gearshift. 
Equipped with AC mechanical fuel 
pump, AC oil bath air cleaner, Borg and 
Beck clutch and 12-volt electrical system. 


What About Customer Service? 


There is no service problem with Aus- 
tins. Complete parts stocks are always 
available. And there are more than 1,000 
Austin dealers in North America. Me- 
chanics agree that the Austin engine is 
brilliantly engineered. It is extremely 
trouble-free and easy to service. 


Active Resale Market 


Austin owners are a satisfied and loyal 
group. They continue to buy new Austins 
vear after year. And demand for the used 
Austins they trade in is far greater than 
the supply. 


Overseas Delivery Plan 
for Travelers 


Here’s an extra selling advantage for 
Austin dealers. If you have a prospect 


Austin A-40 Countryman. A roomy station wagon. $1895* 
Panels, pick-ups and other light trucks are also available. 


Austin A-40 Somerset Sedan. This popular 5-passenger 
$1795* 





* 





planning to go abroad, he can order his 
car from you for delivery in England. 
Then on his return trip, we ship his 
Austin home from London without 
charge. It’s an all-inclusive service at 
the regular U. S. retail price. Other over- 
seas plans cover delivery in Paris, Rome 
or Diisseldorf. 


Are Dealer Franchises Available? 


Yes. Austin has a number of profitable 
dealer franchises still available. If you 
would like to sell America’s most popu- 
lar foreign car, wire or write for further 
information. 


Address: 


AUSTIN MOTOR CO., LTD. 


Austin House 
27-29 W. 57th Street 
New York, N. Y. 
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Decontrol Action Seen 
Imminent on Steel 


ASHINGTON. — Hope for early 

removal of controls on steel 
usage mounted here last week, as 
the Defense Production Admini- 
stration granted the auto industry 
enough stainless and alloy steel to 
support production of 1,150,000 cars 
and 300,000 trucks in the first 
quarter. 

DPA withheld, temporarily at 
least, approval of larger quanti- 
ties of carbon steel. 

However, officials at the National 
Production Authority’s Motor Ve- 


Rollins to Conduct 
Car-Lease Clinic 


At Ohio Parley 


COLUMBUS, O.—“Car Leasing— 
Good or Bad” is the topic of a dis- 
cussion added to the program of 
the convention of the Ohio Automo- 
bile Dealers Assn. in Cleveland 
Dec. 10. 

John W. Rollins, Rehoboth (Del.) 
dealer, will lead the clinic. 

Another discussion on the topic, 
“The Ohio Turnpike—Does It Af- 
fect You?” will be under the chair- 
manship of Ralph A. Winter, mem- 
ber of the Public Utilities Commis- 
sion of Ohio and author of the Ohio 
Turnpike Act. 


hicles division said prospects are 
very good for the ultimate allot- 
ment of enough materials of all 
kinds to build 1,250,000 cars in the 
first quarter, possibly more. 
* 7 + 

No people indicated that second- 
+‘ quarter output should be al- 
lowed at the rate of 6,000,000 cars 
annually. They said it was likely 
makers might build more than 1,- 
250,000 cars in the first quarter. 

Henry Fowler, defense production 
chief, is scheduled to get together 
with defense planners and military 
officials today (Dec. 1) to consider 
decontrol action. Such a meeting 
was scheduled last week, but post- 
poned. 

No immediate action is antici- 
pated, but some observers think 
important developments may 
come within the next few weeks. 
It is expected materials other 
than steel might be involved in 
any easing of restrictions. 

It is considered that initial de- 
control action will first involve 
“open-ending” of the Controlled 
Materials Plan, possibly starting 
next Apr. 1. 

By “open-ending,” priorities 
would be established for defense 
production needs, while producers 
of civilian goods would scramble 
for any materials left over in a 
free market. 











K-F’s Dragon ‘Hardtop’ Unwrapped at Showrooms— 


With an advertised delivered price of $3,923.91, Kaiser-Frazer's new “hardtop"’ mod- 
el, the Dragon, was unwrapped at dealership showrooms last week. The price covers 
about $1,200 in accessories which will be standard equipment on the Dragon. Includ- 
ed are Hydra-Matic, tinted glass in all windows, radio with rear speaker, white side 
wall tires, windshield washer and fresh-air heater. A padded sport topping of em- 
bossed vinyl emphasizes the rakish lines of the customized sedan. The hood orna- 
ment, medallion and other body trim are gold-plated. The Dragon will be turned out 


in limited quantities, the company said. 


©— - 





Personalized Interior— 


Available in four colors to harmonize 
with body finish, the interior of Kaiser's 
Dragon “hardtop" is tailored in a combi- 
nation of bambu vinyl and a new “‘la- 
guna" fabric. Floor covering is of Cal- 
point, a latex-base shag carpeting. Glove 
compartment has gold-plated inscription 
of owner's name. 


s 
Truck Tax Edict 
a 7 = e 
Due in Virginia 
RICHMOND, Va.—Cases sched- 
uled to be heard by the Virginia 
Supreme Court during its new term 
include a suit by railroads to abol- 
ish the State’s reciprocity policy on | 
motor carrier gross receipts. 
The railroads and Railway Ex- | 
press Agency., Inc., of Virginia, | 
seek a writ compelling the State | 
to collect taxes from all motor car- | 
riers that use Virginia highways. | 
Intervenors in the case include 
the Virginia Highway Users Assn., 
and the North Carolina Motor Car- 
riers Assn. 


Examiner Quashes 
FTC Complaint 
Against 3 Firms 


WASHINGTON. A Federal 
Trade Commission complaint charg- 
ing unlawful interlocking director- 
ships against Allis-Chalmers, Chain 
Belt and Bucyrus-Erie companies, 
of Milwaukee, and their common 
director, Edmund Fitzgerald, was 
dismissed in an initial decision by 
FTC Hearing Examiner Frank 
Hier, the commission announced 
here last week. 

The complaint alleged that the 
three companies compete in the 
sale of various types of machinery 
and therefore were violating the 
Clayton Act. The act makes it un- 
lawful for the same person to hold 
at the same time directorship in 
two or more corporations that are 
competitors if they are engaged in 
interstate commerce and if any one 
of them has capital, surplus and 
undivided profits of more than $1 
million. 

According to the hearing exam- 
iner, it was established that Fitz- 
gerald, president of the Northwest- 


ern Mutual Life Insurance Co., had | 


little or no knowledge of the busi- 
ness prior to becoming a director 
in the three companies. 

It was further ruled that the 


| companies were not in competition 


with one another and that Fitz- 
gerald had no pre-complaint knowl- 


edge of any objection by the com- | 


mission to his triple officership. 
Fitzgerald resigned after the 
complaint was lodged and said he 
had no intention of resuming his 
directorship in any of the com- 
panies, the FTC examiner noted. 
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Keller Cited as ‘Industrialist of Year'— 


K. T. Keller (right), chairman of the board of Chrysler Corp., accepts the “Industrial 
Leader of the Year" statuette from Louis B. Mayer, motion picture executive, at the 
convention of the industrial section of National Assn. of Real Estate Boards in Miami 
Beach, Fla. From left are Mayer; Thomas McCaffrey jr., Pittsburgh, president of the 


industrial realtors, and Keller. 


Chrysler Dealer Council 
Opens Session Today 


DETROIT. — Members of the 
Chrysler dealer council will assem- 
ble here today (Dec. 1) for a semi- 
annual meeting. Joseph A. O’Mal- 
ley, general sales manager of the 
Chrysler division, said that a three- 
day program had been arranged to 
discuss subjects of mutual interest 
to dealers and the company. 


The council comprises 33 mem- 
bers, one from each of the 28 sales 
regions, and five members-at-large 
appointed by Chrysler. 

Members of the council were 
chosen by a mail vote of the en- 
tire dealer body. This mail vote 
picked members from each dis- 
trict. The regional councils then 
met and selected their officers, 
with the regional chairman auto- 
matically becoming a member of 
the national body. 


Business of the national council’s 
sessions largely is handled through 
reports of its executive committee 
and subcommittee, with a full dis- 


Chamber to Weigh 
Government Role 


In Transportation 


WASHINGTON. — Five major 
transportation issues are slated for 
discussion Dec, 12 during a session 
of the U. S. Chamber of Commerce 
transportation and communication 
committee in Minneapolis. 

The committee will meet after a 
two-day Minneapolis regional trans- 
portation conference, Dec. 10-11. 

Topping the committee agenda 
will be: User charges for public 
transportation facilities; repeal of 
the long and short haul clause; 
tying Federal gasoline taxes to Fed- 
eral aid to highways, and a law 
giving the Interstate Commerce 
Commission final power to permit 
dropping unprofitable carrier routes 
and to allow intrastate rates to 
take effect if state authorities fail 
to act within a “reasonable” time. 

Subcommittees will offer recom- 
mendations on toll roads, the proper 
role of Federal aid in highway 
financing, “monopolistic” and com- 
pulsory bargaining in the transport 
industry, ton-mile and Federal ex- 
cise taxes, and Federal transporta- 
tion expenditures. 


Copyright Suit 
Won by Carlife 


DETROIT. — George M. Taylor, 
originator of the Carlife Guaranty 
plan for new-car dealers, announced 
last week the outcome of an in- 
fringement suit against Manor Mo- 
tors, Montclair, N. J. 

According to Taylor, U.S. District 
Judge William F. Smith ordered 
Dominic Mancino, doing business 
as Manor Motors, to stop infring- 
ing on the copyright of the defend- 
ant, and to stop publishing, selling 
or otherwise disposing of copies of 
“Manor Motor Guaranty,” a book 
printed by the company. The New 
Jersey court also awarded cash 
damages to Carlife. 


cussion from the floor of all mat- 
ters presented. The executive per- 
sonnel of the Chrysler division will 
be on hand for these discussions. 


The following will attend the 
meeting: 

G. B. LaSuer, Birmingham, Ala.; 
George Vucanovich, Helena, Mont.; 
L. F. Harris, Worcester, Mass.; F. 
P. Poindexter, Winston-Salem, N. 
C.; Joseph Levy, Chicago; Harold 
R. Wood, Columbus, O.; Bailey 
Choate, Sweetwater, Tex.; R. R. 
Manners, Cheyenne, Wyo.; O. D. 
Wearley, Toledo; S. M. Beaudry, 
Tucson, Ariz.; F. W. Judd, Hous- 
ton; E. T. Brooks, Jacksonville, 
Fla.; W. E. Allen, Oklahoma City. 


B. E. Greene, Los Angeles; 
Sam Tennis, Helena, Ark.; Wil- 
liam G. Lavelle, Neenah, Wis.; 
C. L. Holt, Minneapolis; E. J. 
Craigo, Jackson, Miss.; Chas. J. 
Haynes, Bridgeport, Conn.; A. H. 
Jones, Hastings, Neb.; F. A. 
O'Neill, Kingston, Pa.; C. J. Shaf- 
fer, Butler, Pa.; S. S. Sayres, Seat- 
tle; L. M. Stewart, St. Louis. 

A. L. Duckett, Provo, Utah; E. A. 
Boyd, Sacramento, Calif.; George 
E. Smith sr., Batavia, N. Y.; C. G. 
McKimmie, Richmond, Va.; F. H. 
Schierbrock, Davenport, Ia.; H. B. 
Ransom, Fort Worth, Tex.; E. B. 
Baxter, Cedar Rapids, Ia.; R. S. 
McCune, National City, Calif., and 
E. S. Dowd, Cleveland. 


Court Dismisses 


Ward Charges 


DENVER.—Fred Ward, bankrupt 
Hudson distributor; his wife, Iva, 
and their friend, mortician Clarence 
R. Endsley, were freed of charges 
of committing fraud to delay cred- 
itors, at the request of District 
Attorney Bert M. Keating. 

Ward is now serving a sentence 
for fraud and confidence game. 

The dismissal closed the case on 
24 boxes of Ward household goods 
discovered in the Rogers mortuary, 
operated by Endsley, and in Ends- 
ley’s home. 

The discovery on Oct. 14, 1951, 
resulted in a criminal indictment a 
month later by a special grand 
jury which was investigating 
Ward’s business affairs. The jury 
accused the defendants of attempt- 
ing to hide the goods from Ward 
creditors. 

But Keating said that Ward’s 
attorney had told a representative 
of the Federal Bankruptcy Court 
about the household items before 
they were found by grand jury 
investigators. 


$1,500,000,000 


Firm Now Seventh 
Largest in Nation 


BOSTON.—Ford Motor Co. as- 
sets reached $1,584,172,000 on Dec. 
31, 1951, the firm reported last week 
in its annual report to the Massa- 
chusetts State tax commissioner. 


The total, $115 million greater 
than that for Dec. 31, 1950, 
ranked the company as the na- 
tion’s seventh largest, after 
Standard Oil of New Jersey, Gen- 
eral Motors, U. S. Steel, Standard 
Oil of Indiana, Socony-Vacuum 
and duPont. 

Figures presented in the firm’s 
annual balance sheet, however, give 
only a substantial clue to Ford’s 
financial position. Since it offers 
no stock for public sale, it is not 
required to reveal its profit and 
loss statement. 

A $254 million boost in valuation 
of real estate, machinery, equip- 
ment and furniture, plus inclusion 
of a $42,972,000 defense contract 
credit not listed in December, 1950, 
were responsible for the increase in 
total assets. The real estate and 
machinery item now totals $713 
million. 

Cash, receivables and securities 
dropped from $692 million to $534 
million. Inventories were down 
from $278 million to $264 million. 
Prepaid insurance, interest and 
taxes declined to $30 million, from 
$38 million on Dec. 31, 1950. 


Meanwhile, largest increase under 
the heading of liabilities, reserves 
and capital was shown by surplus, 
which jumped $100 million, from 
$623 million to $723 million. Current 
liabilities were up slightly from 
$275 million to $286 million, and 
reserves increased from $52 million 
to $57 million. 

Capital stock and capital ac- 
count in excess of par value stock 
both remained unchanged, at $17,- 
265,000 and $500 million, respective- 
ly. 


Guidebook Suit 
Far from Over, 
Lloyd Declares 


WASHINGTON.—The decision of 
the U. S. Court of Appeals for the 
District of Columbia circuit, revers- 
ing in part a prior decision of the 
district court in the complaint 
against the National Automobile 
Dealers Used-Car Guide Co. and 
the National Automobile Dealers 
Assn. by the publishers of “Blue 
Book,” is by no means a victory 
for “Blue Book,” NADA President 
J. Saxton Lloyd declared last week. 

Lloyd stated: “In its complaint 
‘Blue Book’ sought to recover ‘dam- 
ages’ for alleged antitrust viola- 
tions on three separate grounds. 
After hearing NADA objections, 
the district court dismissed the 
complaint. On two subsequent oc- 
casions, attorneys for ‘Blue Book’ 
attempted to correct the legal 
deficiencies in their complaint, but 
each time the court found that no 
cause of action had been estab- 
lished. 

“The latest decision has not 
changed our views,” Lloyd added. 
“that the court did not uphold the 
‘monopoly’ charges leveled at us, 
but merely says that the district 
court should have permitted the 
complainant to go to trial on the 
question of whether NADA and its 
members had agreed not to pur- 
chase ‘Blue Book.’ 

“We are confident that the com- 
plainant in this case has no facts 
upon which to base his charge that 
there is a ‘boycott’ of his publica- 
tion on the part of our association 
or its members.” 


Detroit Auction Report 


The customary report of the Detroit Aptco Auto Auction does not 
appear in this issue, due to an early press schedule for Automotive 


News last week. 


Because of Thanksgiving Day, Automotive News went to press on 
Wednesday, while the Aptco sale was still in progress. 

In the next issue, a report of the Nov. 26 sale will be published, as 
well as the results of the most recent sale. 
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This 84-page rotogravure sup- 
plement was distributed free with 
the Monday, October 13th issue 
of The Philadelphia Inquirer. 
ANOTHER EXAMPLE OF HOW THE PHILADELPHIA INQUIRER 
O CONSTRUCTIVELY SERVES THE WORLD’S 
GREATEST INDUSTRIAL AREA. This profusely illustrated 
and well-documented supplement tells for the first time in concise, 
readable form of the tremendous growth in Delaware Valley, U.S.A. For the 4,500,000 
people living here, it is a vivid and 
SINGLE COPIES ARE STILL AVAILABLE 
romantic story that not only points clearly to great Requests for this invaluable 
* ig source of information about this 
; ali wae rich, industrial area will be 
challenges and opportunities, but also scddaesiity idk Aillesx tie 
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Year of Total responsibilities this growth now presents. 


Che Philadelphia Mnguirer 


CONSTRUCTIVELY SERVING THE WORLD’S GREATEST INDUSTRIAL AREA 


Advertising Leadership 
in Philadelphia! 





Exclusive Advertising Representatives: ROBERT T. DEVLIN, JR., Empire State Bldg., N.Y.C., Longacre 5-5232; EDWARD J. LYNCH, 20 N. Wacker Drive, Chicago, Andover 3-6270; GEORGE S. DIX, Penobscot Bldg., Detroit, Woodward 5-7260, 


West Coast Representatives: FITZPATRICK & CHAMBERLIN, 155 Montgomery St., San Francisco, Garfield 1-7946 © 1127 Wilshire Boulevard, Los Angeles, Michigan 0259 












( NE of the auto industry’s most 

versatile executives became act- 
ing president of General Motors 
today (Dec. 1), and his selection 
early next year as successor to 
C. E. Wilson is considered virtually 
certain. 

Harlow H. Curtice, 59, an af- 
fable, energetic man with greying 
red hair, has an expert’s grasp of 
styling, engineering and produc- 


tion—and a natural flair for 
salesmanship. 
“Red,” as he is known to his 


family and friends, has risen to 
what probably is the world’s biggest 
industrial job by sticking to a for- 
mula of doing things the hard way. 
There have been no magic short- 
cuts in his career. 

* * + 


—— summed up his per- 
4 sonal philosophy a few years 
back while addressing a group of 
college graduates. 

“Do it the hard way,” he urged 
them. “Think ahead of your job. 
Then nothing in the world can 


‘Red’ Curtice Versatile 


New General Motors Head Has an Expert’s Grasp 
Of Styling, Production, Sales 
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keep the job from reaching out 
for you . 
that finally no one can cheat you 
but yourself.” 

Back in 1933, Buick, GM’s oldest 
car-producing division, was at the 
low ebb of its auto industry for- 
tunes. Curtice, then head of GM’s 
AC Spark Plug division, was picked 
to become Buick president and gen- 
eral manager. 

* *« * 

UICK’S 1933 production 

slumped to a low of 40,621 units. 
There was a tradition in the auto- 
mobile business that, when a popu- 
lar car started to fade in sales vol- 
ume, it was on the road to oblivion. 


. . Be bold, knowing | 


had | 





However, Curtice’s energy, quiet 
decisiveness and zeal are credited 
with rejuvenating Buick almost 
overnight. He breathed new life 
into Buick by injecting a “Spe- 
cial” series into the model lineup. 
He named W. F. Hufstader as 
his general sales manager. 

Buick sales began to rise and, 
by 1938, it was the auto industry’s 


~— 


Chevrolet Plan Committee Adjourns for 1952— 


The final 1952 meeting of the Chevrolet national dealer planning committee, which is part of a factory-dealer conference 
program that has been in operation for 16 years, was held recently in Detroit. Clockwise around the table are C. C. Peterson, 
Arlington, Wash.; Jack Lee, Forest, Miss.; L. E. Sahn, Seward, Neb.; C. A. Williams, Indianola, la.; W. H. Wagner, Yakima, 
Wash.; F. M. Bowman, Alice, Tex.; R. L. Jackson, Pueblo, Colo.; E. G. Usem, Austin, Minn.; E. H. Sale, Ashland, O.; C. J. Clark, 
Maplewood, N. J.; Ll. M. Browning jr., West Point, Va.; E. O. Anderson jr., Charlotte, N. C.; Harry Patten, Norwood, O.; C. E. 
O'Rourke, Wareham, Mass.; J. P. Dart, Greenville, Pa., and A. B. Woods jr., Russellville, Ala. 


fourth largest producer, outselling|the GM presidency from a book- 


all but the three lowest-priced 
makes. 

Curtice has spent his entire busi- 
ness life in the auto industry. He 


started the path which has led to 
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EASIER, quicker loading and unloading 
because low-bed frame on this new 
White 3000 is 12 inches lower than 
most trucks. Less reaching and stretch- 
ing... faster deliveries. 


WHITE 
ees ai, cme eh) 
FOR MORE PAYLOAD 


HERE’S what is zew in motor transport! Both outstanding 
developments of White Payload Engineering...for 


today’s operating conditions. 


The new White 3000 with low-bed frame for time 
and cost savings in city and suburban multiple-stop 
delivery service. 





keeper’s desk. 
+ * y* 
_ Aug. 15, 1893, near Eaton 
Rapids, Mich., he was the son 
of Marion Joel and Mary Ellen 


WHITE 3000 
WITH NEW LOW- 
BED FRAME FOR 
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HIGHWAY transport gets a real 
break with this new Steering 
Pusher axle that boosts payload, 


load tolerance and affords com- 


The new White Steering Pusher for extra earning 
power in highway transport. 


Two more evidences of White leadership... in action! 


Two more reasons to go White! 


THE WHITE MOTOR COMPANY « Cleveland 1, Ohio 


FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 


plete trailer interchangeability, 
outstanding roadability. 








Eckhart Curtice. From Eaton Rap- 
ids high school, Curtice went to 
Big Rapids, Mich., to study ac- 
counting and allied business sub- 
jects at Ferris Institute. 

A few months after graduation 
from Ferris, he joined AC Spark 
Plug as a bookkeeper. A year later, 
at the age of 21, he was named 
comptroller. 

Curtice served in the Army dur- 
ing World War I, returned to AC 
Spark Plug, and in 1923 was made 
assistant general manager, while 
still retaining his duties as comp- 
troller. 

Four years later Curtice was 
named vice-president and assistant 
general manager at AC Spark Plug, 
which called upon him to devote 
more time to manufacturing man- 
agement. In 1929, at the age of 35, 
he was named president of the 
company. 

+ * as 

yea his reign at AC, Curtice 

is credited with increasing the 
product range of that GM division, 
with the result that employment 
in its plants was greater during the 
depression than it had been previ- 
ously. 

After that, it was on to Buick. 
Under Curtice’s leadership, Buick 
averaged more than 8 percent of 
the industry’s car sales and pro- 
duction volume for the four years 
preceding U. S. entry into World 
War I. 


When the threat of war grew 
ominous, Curtice offered Buick’s 
facilities to William S. Knudsen, 
who had left his post as GM presi- 
dent to become director of Amer- 
ica’s defense program. 

Late in 1940 Knudsen picked 
Buick to produce Pratt & Whitney 
aircraft engines. Curtice took per- 
sonal charge of Buick’s war pro- 
duction team. 

7 * * 


ACTOMOEILE production meth- 
ods were adapted to the air- 
craft engine job. A new plant had 
to be constructed, but in January, 
1942, the first engine was delivered 
and accepted by the Government, 
months ahead of schedule. 

During the war, Buick delivered 
to the Army 74,797 engines, enough 
for 18,699 four-motored Liberator 
bombers. 

Buick also carried out 30 other 
war jobs. 

When peace returned in 1945, 
Curtice launched the task of re- 
building and modernizing Buick’s 
facilities to enable it to produce 
more than 500,000 cars a year. In 
1950, Buick built 552,827 cars. 


- SEPTEMBER, 1948, Buick pro- 
duced its 5,000,000th car, and 
more than 2,250,000 of these had 
been produced under Curtice’s ad- 
ministration which began in Octo- 
ber, 1933. 

By 1948 the Buick line of cars 
was covering a broad price range, 
beginning at just above the low- 
priced field and extending to the 
high-priced field. 

In September, 1948, Curtice was 
named executive vice-president cf 
GM in charge of general staff ac- 
tivities, including distribution, sty!- 
ing, engineering, manufacturing, 
research, personnel, employe rela- 
tions, public relations, business re- 
search and GM’s Motors Holding 
division. 

—BernirE THOMAS 
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isn’t it with cars to sell at every 
price level — from the very lowest 
on up to the finest car America 


has yet produced ? 


isn’t it with cars to sell that combine 
leadership in styling with leadership 
in engineering — with cars whose 
very name means the best there is to a 


nation of motorists ? 


isn’t it with the industry’s most 


advantageous sales agreement? 


A limited number of Chrysler-Plymouth 

dealer sales agreements are presently available. 
For information, address Chrysler Sales Division, 
12200 E. Jefferson Ave., Detroit 31, Michigan. 
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HERE'S THE NEW 








OW PACKARD DEALERS begin to reap double- 

barreled profits—under a new dual franchise— 
as Packard breaks the news of its wo great lines for 
’53—seven magnificent Packards, America’s most 
advanced new cars— plus an entirely new line of five 
big-value Packard Clippers at medium-car cost. Here’s 
proof that great things are happening at Packard! 


NEW 1953 PACKARD — America’s 
New Choice In The Fine-Car Field! 





The Industry’s New Dual Franchise—I'wo 


@ With greater horsepower than ever before—and 
offering the amazing ease, convenience and safety of 
new Packard Power Steering . . . Packard Power 
Brakes, proved in a full year of actual use .. . and 
famous Ultramatic, the industry’s finest no-shift drive 
. .. these 12 advanced contour-styled beauties all but 
drive themselves! And backed by the greatest advertis- 





Now Look 1b FACKARD 














ing and merchandising campaigns in Packard history, 
the Packard and Packard Clipper lines will make 
every buyer of new upper-price and medium-price cars 
a potential Packard prospect. Packard dealers’ sales 
and profit opportunities will increase 60 per cent! 


@ Packard’s big new expansion program and greater 
market penetration open up more of these profitable 
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y= NEW 1953 PACKARD CLIPPER—Real Packard 
f= Quality And BIG-Car Value At Medium-Car Cost! 


dual franchises for new dealers. If you are interested 
in getting ahead with the company that’s going ahead 
full speed—write, wire or phone collect for complete 
information. Address: F. J. WALTERS, Vice-Pres. & 
Gen. Sales Mgr.. PACKARD MOTOR CAR COM- 
PANY, 1580 East Grand Boulevard, Detroit 32, 
Michigan. Telephone: Walnut 1-5600. 


)~ The Franchise With A Future! 
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will be composed of maintenance 
personnel and technical specialists. 

Moreover, managing a factory 
staff composed entirely of skilled, 
highly educated technicians—elec- 
tronic engineers, experienced tool 
designers and automation experts 

will present a somewhat differ- 
ent problem than today’s labor re- 
lations problem. 

* + > 


Maintenance Is Vital 


As DAVID A. WALLACE, presi- 
+4% dent of the Chrysler division, 
recently pointed out, the adminis- 
tration of large groups of skilled 
labor will involve all of the prob- 



















| FOB FACTORY 
Automation Demands 


New Type of Labor 


Epitor’s Note: This is the third and final article in a series on 
automation. 
T WAS stressed in an earlier article that automation is 
coming but that the so-called “pushbutton” factory is not 
just around the corner. The reasons why automation will not 
spread like wildfire (even though some of its successes have 



























= a been spectacular) becomes clear when some of the road ee 

. l and possibly more. 
Dealers See '53 Packard at Ff. Worth— blocks that lie ahead are ex-¢——_ While nubemation sedues peo 
Packard's plans for growth in 1953 and its new line of cars have been getting | qamined critically. one of the country’s scarcest com-| ductive labor, there is invariably 


an increase, although not a pro- 
portional increase, in nonproduc- 
tive labor. Standards of mainte- 
nance far above those required 
for individual machines have to 
be maintained. 


The reason is simple. Where 20 
machines, for example, are tied to- 
gether, the loss of only 5 percent of 
the productive time of each ma- 
chine could theoretically tie up 
production 100 percent of the time. 
While this is not likely to happen, 
the job of keeping a high-produc- 
tion machine producing the maxi- 
mum number of hours per day is 
undoubtedly the most serious prob- 
lem to be considered in any deci- 
sion to use a highly automated 
production setup. 

Up to the present time, practical 
tool designers and master mechan- 
ics who have contributed so much 
to the technical progress of the 
auto industry have come up mostly 
through the factory. Training 
courses in the important subject 
of production tooling are only be- 
ginning to be added to our college 
and university curricula. For a 
number of years, the auto indus- 
try and all the other mass-produc- 
tion industries are going to have to 
depend on their own training pro- 
grams to furnish necessary per- 
sonnel for their complex machines. 

7 a +. 


Tool Designer’s Dilemma 


—— of the basic problems 
of automation is the fact that 
the tool designer usually gets no 
opportunity to build a_ so-called 
pilot model. As Wallace points out, 
the tool designer is facing pretty 
much of a “one-shot” design job. 
He must meet the requirements of 
the job, no matter how severe they 
may be; he simply cannot afford to 
fail. 

The next few years are likely 
to see much more activity in the 
automobile industry centered 
around the design of parts for 
manufacturing in automatic ma- 
chines. 

Where full cooperation on parts 
design has been attained among 
tool engineers, production engi- 
neers and stylists before tooling is 
placed, very large production sav- 
ings have been made. 

The auto industry needs these 
savings now more than at any time 
in its history. This may be the 
most certain trend of the future 
that is visible today on the motor 
ear horizon. 





warm receptions in a series of dealer meetings throughout the country, the firm ° modities at the moment. 

reports. Dealers have enthusiastically received the news that Packard will again build Not the least serious ob- In a completely automatic fac- 
cars for the luxury car field and that the company plans to increase production during | Stacle is labor. Highly skilled help|tory, there will be no productive 
1953, it adds. Dealers at a Fort Worth (Tex.) meeting inspect the new line. is required—and this happens to be|labor. The entire working force 




























MIDLAND Air Hy-Power — the original 
air-over-hydraulic power brake system — 
and still the finest, simplest and most 
dependable. Brake pedal “feel” permits 
driver to apply lightning-fast, effective 
brake action. 

Available as original equipment or for 
replacement in fully engineered kits for 
practically every truck, bus or trailer. 

























Those who know 
Power Brakes 
Choose Midland 


















































MIDLAND Vacuum Hy-Power— con- 
verts ordinary hydraulic brakes into 
power brakes without an air compres- 
sor. Simple to install . . . compact... 
rugged construction . . . dependable. 
Complete package kits for any size 
truck from pick-ups to big 3-ton jobs. 
Now being installed at the rate of over 
one-quarter million units per year. 


THE MIDLAND STEEL PRODUCTS CO. 
Sapa Seoarnaaan #0 Seed bie tow York t ¥ 






For Engineers 
GM Advises Students 


In New Booklet 


DETROIT. — General Motors is 
attempting to reach the nation’s 
potential engineering skill at the 
career-selection stage in a new bro- 
chure directed to high school stu- 
dents. 

Called “Can I Be an Engineer?” 
the booklet delineates the fields of 
engineering, outlines the profes- 
sion’s opportunities, advises the 
reader on the aptitudes he might 
need, and tells him of subjects in 
his current curriculum that should 
not be neglected. 

Though 30,000 engineers are 
needed in the future, the booklet 
is careful to avoid sowing extrava- 
gant impressions. “Engineering 
training is not an automatic guar- 
antee that you will make a million 
dollars,” it says. 

; On the other hand, it mentions 

‘ en . ' that 40 percent of the top jobs in 

Deo | oe Wel eg : eae f - industry are now held by men with 
ae 2 t . engineering training. 

The booklet is available for dis- 
tribution from the General Motors 
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Another part of the country 
is heard from: 


... ‘The Underwood Sundstrand Accounting 
Machine and System is a ‘good deal’ in every 
way!’’ say the auto dealers of the Akron area. 


Thus they echo the sentiments of auto 
dealers all over the country who have 
adopted Underwood Sundstrand. 


Here are seven of the big reasons why 
dealers everywhere are so _ enthusiastic 
about the Underwood Sundstrand Account- 
ing Machine and System. 

1. BECAUSE . . . your daily control of 
every accounting operation is really 
simplified. 

2. BECAUSE... your savings will pay for 
the machine itself. 







Mercury 


B Wien Black, Ine.“ 
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M, OHIO 


PARKER CHEVROLET CO, 


CmEVROLET 261 South Ellsworth Ave. Phone 4684 


SALEM, OHIO 


STATEMENT 


"Buish Sales ? 
and Siwice” 

PHONE 4204 190. ie 

SALEM, OHIO 






STATEMENT 


ee HOSKINS, Inc. 
Sales and Service 
870 E. Market Street - - FR 











ALBERT CONN, INC. 
CHRYSLER * PLYMOUTH 


i 


1839 Front Street 


18 Ww. Mw, 


3. BECAUSE... you get completed FINAN- 
CIAL STATEMENTS the first of the 
month ...in Hours... not days. 


4. BECAUSE . . . you receive lowest oper- 
ating costs to better your competi- 
tive position. 

. BECAUSE . . 
is eliminated. 


6. BECAUSE . . . you need no specially 
trained personnel for these machines. 


. your work duplication 


or 


. BECAUSE . . . you can have ‘Day by 
Day’ Accounting Control. 


You owe it to yourself . . . to your busi- 
ness . . . to investigate the Underwood 
Sundstrand Accounting Machineand System. 


Send the coupon for the new illustrated 
folder... today. 











EWING CHEVROLET Co. 


ffs ZIMMERMAN AUTO SALES 2S eae 
ae - PHONE 3612 ; ” 

















ARKEY Gr, . 
crouse 213 W. Bowery Sr. . 
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FRED P. POTSCHNER Dis! 42185 


38 Years Y. 
401 N. Wooster Ave _ & Dealer 
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Photo by Charies Mayer Studios, Akron, Ohio 


AUTOMOBILE DEALERS IN THE AKRON AREA JOIN THE SWING 
TO UNDERWOOD SUNDSTRAND ACCOUNTING MACHINES! 


= 
Underwood Corporation veserwees 
Accounting Machines...Adding Machines... [3qemms) 
Typewriters ... Carbon Paper... Ribbons ° : : 


One Park Avenue, New York 16, N. Y. — 
Underwood Limited, Toronto 1, Canada the Origine! 


Tevch Methed 


Sales and Service Everywhere Keyboard 





Copyright—Underwood Corporation 


eA OR eng gen. ce a 


Underwood Corporation, One Pork Avenue, New York 16, N.Y. 


Send me your illustrated folder, Form S-1328, describing the Underwood 
Sundstrand Automobile Dealers Accounting Machine and System. 


Name and Title 
ee eeeseneenennneeenene~eeneens 


Name of Company 
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Sales Conditions in Various Areas... 
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Auto Market Reports 


Cleveland 
A noticeable post-election rise in 


the sale of almost all types of ve-| 


hicles was noted in the greater 
Cleveland area for the week ended 
Nov. 15. New-car trade resumed a 
five-week climb with a turnover of 
1,249, more than 200 above the pre- 
vious week. 

Thus far in the fourth quarter, 
according to the Federal Reserve 
Bank, sales have averaged a 12 
percent gain over last year’s trade 
in the comparable period. However, 


| date, 
|percent as against 
|months of 1951. 

Truck turnover for the week was 
106 new units, down as against the 
previous week, but used-truck sales 
were 142, or 19 over the previous 
week.— (Sanford Markey.) 

* * + 


Cincinnati 


The sale of 509 cars in Cincinnati 
for the week ended Nov. 8 was the 
highest since June, according to 
the Cincinnati branch of the Fed- 
eral Reserve Bank of Cleveland. 





the year-to-date total for new cars 
is 21 percent below last year. 

Used-car sales went up to 1,955, 
or 200 over the previous week, 
but the fourth-quarter turnover 
is mild when compared with last 
year. 

Used-car turnover for the current 
fourth quarter is 7 percent under a 
year ago; the same is true for new 
trucks. However, for the year to| 





New-truck and used-car sales 
dropped substantially from the pre- 
vious week while used-truck sales 
remained about the same. 

Total automotive unit sales for 
October were up 10 percent, com- 
pared with September, and the 
gain was almost entirely in new- 
car and truck sales. 


Instead of the usual autumn 


used-car sales are down 12;downturn, new-vehicle sales have 
the first 11) picked up, evidently making up for | 


the loss during the steel strike, the | 
bank reported.—(L. D. Bray.) 


* * * 


New Orleans 

New Orleans enjoyed its third-| 
best month of new-car sales thus} 
far this year when 1,295 titled cars 
were registered in October—1,226 
through authorized dealers and 69 
through unauthorized outlets. It 
was the best month since May, 
when 1,349 cars were registered. 

The October figure was 240 units 
above the corresponding month of 
last year and 174 ahead of Septem- 
ber. 

Car sales for the first 10 months 
of this year total 10,534, compared 
with 12,318 for the same period 
last year. 

Truck sales climbed to 272 


in 


PERFECTION 





the trucking ind 


established PERFECTION’S record of 
leadership in body and hoist design 
and earned for them world-wide trade 


acceptance. It is 
you can specify a 
Bodies and Hoists 


For interesting literature write today 


to Dept. A-122. 


The period between the small pay- 
load truck bodies and mechanical 
hoists produced by PERFECTION in 1918 
and their present-day high-speed, 
heavy-duty, large-capacity units has 
been one of tremendous progress in 


BODIES and HOISTS 


ustry. This period 


a record on which 
nd buy PERFECTION 
with confidence. 











The sporty Briggs and Stratton 


Flyer, a low-slung two-seater, 
was introduced in 1919. Advertise- 
ments claimed it would go 80 
miles on a gallon of gas. 


October, 95 more than in Septem- 
ber. 

New-car sales by individual 
makes through authorized deal- 
ers were: Chevrolet, 343; Ford, 
234; Plymouth, 121; Pontiac, 104; 
Buick, 71; Studebaker, 69; Olds- 
mobile, 46; Mercury, 46; Nash, 40; 






Photo shows a PERFECTION No. 354 Heavy-Duty Dump Body 


of 15-yd. capacity installed on a semi-trailer with a PERF- 
ECTION Iso-Draulic Roll-A-Lift. 
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Engineered, Manufactured, and Guaranteed by 


THE PERFECTION STEEL BODY COMPANY 













Galion, Ohio, U.S.A. 











Dodge, 31; DeSoto, 29; Cadillac, 
18; Kaiser, 16; Packard, 16; 
Henry J, 14; Willys, 9; Chrysler, 
6; Lincoln, 3; M-G, 3; Crosley, 3; 
Hudson, 2; Jaguar, 1, and Aus- 
tin, 1. 

New-car sales through unauthor- 
ized dealers were: Chevrolet, 31; 
Pontiac, 8; Ford, 7; Oldsmobile, 6; 
Dodge, 5; Cadillac, 3; Plymouth, 3; 
Buick, 2; Mercury, 2; Chrysler, 1, 
and Packard, 1. 

Truck sales by individual makes 


were: Chevrolet, 108; Ford, 59; 
Dodge, 30; International, 27; Stude- 
baker, 14; GMC, 13; White, 12; 


Diamond T, 3; Willys, 2; Reo, 1, 
and Mack, 1.—(Gordon Hebert.) 


Hartford, Conn. 


New-car sales in Hartford, Conn., 
continue to decline and used-car 
lots are full of late models as the 
state prepares for 1953 models. 

Carl R. Lane, executive vice- 
president of the Connecticut Au- 
tomotive Trades Assn., reported 
that new-car sales in Connecticut 
decreased from 57,880 during the 
first nine months of 1951 to 44,465 
units during the like period this 
year. 

Only one local dealer constantly 
advertises to buy used cars, with 
his offers to purchase anything 
from 1930s onward seemingly point- 
ing to a desire to make trades for 
the old-timers rather than outright 
cash buys. 

Meantime, automotive and classi- 
fied sections of Connecticut’s 30 
daily and Sunday newspapers are 
full of advertisements offering 
“good-condition late-model cars at 
attractive downnavment and long- 
term rates.” Fiven a vendor of an 
easily sold high-priced new line 
now advertises used cars for sale. 
— an occasional foreign 
unit. 

A bright aspect is that virtu- 
ally all of Connecticut continues 
as a labor-shortage region, par- 
ticularly for skilled. high-pay in- 
dustrial workers. But thousands 
of other jobs are easily available 
at good rates. Even janitors and 
watchmen are being offered en- 
ticing incomes. 

Where some of these young men 
might buy cars themselves, or do 
so in combination with their fami- 
lies even if they had to serve under 
a peticetitie basis, thev tow hiesi- 
tate to buy much more than “somé- 
thing that'll run.” (Thomas 
Marks.) 


x * 


St. Louis 


The retail automobile business in 
the St. Louis area is still in the 
doldrums. Salesfloor traffic is at 
about a postwar low in both the 
new and used-car departments. The 
1952-model cleanup is proceeding in 
a manner not too orderly and with- 
out hope of much profit for dealers. 

One dealer expressed fears that 
the current demoralized market 
would have a bad future effect on 
the trade and that it would be 
difficult for dealers and salesmen 
to recover from the habit of dis- 
counts and long trades even after 
the new-model announcements. 

It does not appear that there are 
any burdensome stocks of new 
cars. It is likely that price cutting 
is due to a lack of interest on the 
part of buyers in the remaining 
1952 models. 

Used-car stocks are large, with 
prices still on the decline. Whole- 
sale prices are estimated at ap- 
proximately 10 percent below those 
of a few weeks ago. 

October figures show about the 
highest service volume that has 
been experienced by local dealers 
in many years. However, November 
service sales are down somewhat 
from October.—(Sam X. Hurst.) 

* . * 


Ottawa 


With dealers’ stocks plentiful 
and prices as well as terms easier, 
more owners of used cars are mak- 
ing the rounds this year to shop for 
better cars for winter driving. One 
large dealer reported that he had 
increased his transactions this No- 
vember by at least 50 percent over 
last year. 

The only complaint of used-car 
dealers is the lack of cash offers. 
But buyers are ready to pay more, 
if proper terms over long periods 
are given, dealers say. 

“Cash is scarcer than ever,” de- 
clared one dealer, admitting that 
his firm did not want to take in 
too many older cars because it al- 
ready was “overloaded with such 
models.—(M. L, Schwartz.) 


* 











orn (Nw SS 


= FF ere Le Ne CE 


= ¢ 


Oo +t Ve VS Oe OM 


aao 


on 


i] 


a 
r 


d 
- 





How BIG is the 

























AUTOMOTIVE NEWS, DECEMBER 1, 1952. a 15 


market? 





The market LIFE reaches with a single issue 
is big enough, all by itself, to consume 

the entire yearly production of most brands, 
many manufacturers, many entire industries. 


For example, in the 
new-car field: 


If, next year, the entire automobile industry 
sold a new car to every household reached by a 
single issue of LIFE, their sales—to this group 
alone—would nearly double the industry’s rec- 
ord production year. 


(Record production year—1950—6,658,510) 
(LIFE single-issue household audience— 
11,880,000 households.*) 


‘hos 


If you want to keep on building consumer demand, you'll want to 
remember these automotive facts: 
With a single issue, LIFE calls on 11,880,000 households* —or 
about every fourth American household. 
And this LIFE audience grows, in the course of 13 issues, to 
25,640,000 households*—3 out of every 5 in the nation. That’s 
the volume coverage the automotive industry needs to live and to 
grow on. 
You get quality coverage, too. In LIFE’s single-issue audience of 
11,880,000 households, 4 out of 5 households are in America’s middle- 
and upper-income groups.* 


*Source: “A Study of the Household Accumulative Audience of LIFE,”’ 
by Alfred Politz Research, Inc. A LIFE-reading household is one 
in which one or more adults read one or more of thirteen issues. 


FIRST IN CIRCULATION 
FIRST IN AUDIENCE 
FIRST IN ADVERTISING REVENUE 
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Forecast for 


it has known for 20 years,” 


president of the U. S. Chamber of Commerce. 


Cuts in taxes and Federal? 
spending were predicted by| 


Lee. 


He said that despite the difficul- Z 


ty of reducing taxes in the immedi- 
ate future, there are indications the 
excess profits tax will be allowed to 
expire June 30. 

One of the knottiest problems fac- 
ing the new Congress, Lee said, will 
be whether to let the increase in 
individual income taxes expire in 
1953, and the corporate tax in 1954. 

He pointed out that President- 





AUTOMOTIVE WASHINGTON 





Is Fair and Warmer 


By William Ullman 


Washington Correspondent 


S A RESULT of the Nov. 4 elections, “business can an- 
ticipate a more friendly atmosphere in Washington than | 
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Business 





according to Laurence Lee, 


eral times that 
his sights are 
fixed on a_ $60 
billion spending 
total in the next 
four years” or 
a $20 billion cut 
from the current 
spending rate. 
Lee warned, 
however, that 
‘*e¢om mitments 
from the national 
pocketbook were 








of the election.” 

About two-thirds of these ex- 
penditures, he said, are for na- 
tional defense. He pointed out the 
President-Elect has said there 


William Uliman 
Elect Eisenhower “has stated sev-| signed and sealed long in advance | 








IT DOES THESE JOBS—AND MORE! 


A SIMPLE TURN of the job selector knob 
changes jobs in a second—gives choice of any 
four accounting operations controlled by each 
sensing panel. Any number of panels may be 
used, so there’s no limit to the number of jobs 


a Sensimatic will do. 





No other accounting machine is so universally useful— 


There’s practically no limit to the number of accounting 


Accounts Receivable Ledgers and 
Statements * New-Car Deposits 
Monthly Financial Statement 
General Ledger * Payroll 
Accounts Payable * Age 
Analysis * Revenue Distribution 





can do so many accounting jobs with such speed, 
such ease . . . at such a saving! 


problems your Sensimatic can solve! Its most 
remarkable feature—the sensing panel or “mechanical 
brain’”—automatically directs it through every 
operation—effortlessly, unerringly. Moreover, the 
Sensimatic’s many other automatic features and highly 
efficient design save costly working time and operator 
effort . . . make it simple to learn, easy to use! 


Why not see for yourself how much more Sensimatics 
can do for you? Simply call your nearby 
Burroughs office, listed in the yellow pages of the 
telephone book. Burroughs Adding Machine Company, 
Detroit 32, Michigan. 


WHEREVER THERE'S BUSINESS THERE'S 





1952 








Civic Awards to Four Pa. Dealers— 


Four Erie County (Pa.) Ford dealers who annually donate dual-contiol cars for 
driver-training programs in public schools were recently presented with Civic Contri- 
bution awards by the Erie County Motor Club (AAA). From left are Donald C. Burton, 
club vice-president, who made the presentations; William Harris, of Harris & Ser- 
geant, Albion; Len Saver, of Harris-Saver, Erie; Harold Powell, of Powell Motor Co., 
North East, and A. F. Smith, of A. F. Smith & Sons, North East. 


| “are numerous opportunities for 
economy in national defense.” 

Lee expressed the view that the 
| Administration may work further 


'economies by pruning the foreign- 








Sensimatic 300 with 11 totals 
Sensimatic 200 with 5 totals 
Sensimatic 100 with 2 totals 





Burroughs 





aid program and substituting trade 
for aid. 


He pointed out that our recipro- 
cal trade agreements expire next 
June, adding: 

“We can expect some vigorous 
debate on this issue. There is less 
reason to expect fireworks on wage 
and price controls. They automatic- 
ally expire on Apr. 30, and there 
seems to be little sympathy for 
their extension.” 

* + * 


Big Business Defended 
DDRESSING members of the 
Washington Board of Trade 

here, L. F. Livingston, a duPont 

company official, said that it takes 

“big business” today to develop the 

materials for products which “lit- 

tle business” lives by. 


“At the end of four years of re- 
search at a cost of $6 million, the 
duPont scientists had made ny- 
lon,” he declared. “But no one 
knew what it might be good for, 
if anything. 


“It took us another seven years 
and $21 million more before we had 
the product available for milady’s 
hosiery.” 


Livingston stressed that 92 per- 
cent of his company’s products 
never reach the public market as 
duPont products. Smaller business, 
he said, take the materials and de- 
velop them into products of their 


own. 
+ * * 


CMP Rules Recodified 


—_—_ as an aid to industry, 
the NPA has reprinted CMP 
Regulation 1, combining in a single 
document all the amendments and 
directions to this regulation, which 
contains the basic rules of the Con- 
trolled Materials Plan. 

The action, NPA said, represents 
the latest recodification of CMP 
Regulation 1. 

While noting that no major revi- 
sions have been made, NPA called 
attention to several minor changes: 

1. Producers of Class B prod- 
ucts are no longer required to 
produce up to the limits of their 
authorized production schedules. 
This requirement now applies to 
producers of Class A products 


only. 
2. Minimum mill quantities of 
aluminum controlled materials 


which may be ordered are now de- 
fined as the standard minimum 
quantities established by each mill 
after approval by NPA. 

3. Direction 9 to CMP Regulation 
1, which removed non-nickel bear- 
ing stainless steel from the list of 
controlled matertials, was revoked. 
Its provisions are now incorporated 
in a footnote to Schedule 1 of the 


regulation. 
7 * 


Data on Metal Industries 


HE U. S. Bureau of Labor Statis- 
tics reported last week that em- 
ployment in the non-ferrous metal 
industries has increased only slight- 
ly during the past two years despite 
acute shortages, particularly in 
copper and aluminum. 

Production workers employed in 
the industry totaled 47,500 in Au- 
gust, 1952, only 1,500 above the 
June, 1950, level. However, a mod- 
erate increase is predicted for the 
remainder of 1952 and 1953. 


Production of primary alumi- 
num during the first six months 
of 1952 set a record for any com- 
parable period in the postwar 
years. It is estimated that pri- 
mary aluminum production for 
1952 will fall just short of a mil- 
lion tons, compared with 836,881 
tons in 1951. Completion of cur- 
rent expansion will give the in- 
dustry a capacity of 1.7 million 
tons by the end of 1954. 


According to the report, output 
of copper, lead and zinc products 
—has followed somewhat similar 
trends over the past 10 years. 


Total output in 1952 is expected 
to approximate last year’s produc- 
tion. There has been no expansion 
in the smelting and refining of cop- 
per because of the inadequate sup- | 
ply of copper ore available. Plans | 
are under way, the report said, to 
increase supplies by opening new 
mine deposits and reactivating old 
mines in the United States as well 
as by imports. These increases, 
however, are not expected to ma- 
terialize until after 1953. 

New aluminum plants are now 
being constructed in Chalmette, La.; 
Corpus Christi and Rockdale, Tex.; 
Wenatchee, Wash.; Arkadelphia, 
Ark., and Kalispell, Mont. 








SIMPLICITY 
RUGGEDNESS 
DEPENDABILITY 


CIARK EQUIPMENT COMPANY 
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for trucks, buses, farm tractors, 
industrial trucks and road 
building machines. 
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Fifty Ford deal 
Dearborn, Mich., 
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ith the Staff... 
ALONG DETROIT'S AUTO ROW 


ltrons in connection with showing | unveiling of the 1953 cars. Theme of 


No Likee 
Detroit dealers continue to 
oud about late-in-the-year 


itroductions. 

red one dealer: “There 

be a law to show the new 

irlier, especially if there 

nany changes on them.” 
manufacturers, another 


says, should return to the 
licy of cleaning out the 
models in the middle of the 
nd dealers should be given 
time to clear their stock 
he public is still thinking 
current year. 

le are buying used cars 
ig the 1952 models) for dis- 
while dealers still have to 
» full price to the manu- 
‘and are forced to compete 
e used car,” beefs another 


* * * 


Deceiving Public? 


0 manufacturers are just 
to fool the public with 
price reductions,” asserts 
own dealer. 

y just realize that cuts on 
ger models were necessary 
e of price resistance,’ he 
s. “Theyre not offering 
argains on other models, 
if you take a closer look 


‘material, ” 
= € s 


?ens to Customers 


Rose Co. (DeSoto-Plym- 
ecently gave out 1,500 per- 
d fountain pens to its pa- 


her Elected 
President of 


‘eston Dealers 


TESTON, Tex. — Martin 
. Galveston and Dickinson 
Plymouth dealer, has been 
president of the Galveston 
Auto Dealers Assn. He suc- 
Roger Jacobs, Texas City 
dealer. 

od as vice-president was P. 
en, Dodge-Plymouth dealer 
is City. Kyle Gillespie, of 
Spiker Motors (Lincoln- 
y), Galveston, was named 
'y-treasurer. 

d to the board of directors 
cobs; Oscar Lange, of A. J. 
sen & Sons (Ford), Galves- 
m McNeill, of McNeill Mo- 
hrysler-Plymouth), Galves- 
1d Harry Rasmussen, of 
r Motors (Ford), Texas 


xe lam 
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of the new models. 
* * * 


Long’s Celebrations 


Two big events were celebrated 
recently by Al Long (Ford). The 
dealership held grand opening of 
its new sales and service build- 
ing at 13200 Jos. Campau, and at 
the same time marked a quarter 
of a century of selling Ford cars 
and trucks. 

The new building has nearly 
30,000 square feet of space. Long 
also operates a used-car lot at 
Gratiot and Nine Mile Rd. in East 
Detroit. 


* * * 


Dealers Sponsor Contest 


DeSoto-Plymouth dealers of met- 
ropolitan Detroit recently sponsored 
a contest in conjunction with the 


Studebaker Buys 
190-Acre Tract 
At Hamilton, Ont. 


HAMILTON, Ont. — Studebaker 
Corp. of Canada, Ltd., has pur- 
chased an industrial site of 190 
acres in Nelson Township, nine 
miles from its present Hamilton 
location, D. C. Gaskin, general man- 
ager, announced here last week. 


Plans for development of the site 
have not been formulated, Gaskin 
said, but it will eventually be used 
for expansion of manufacturing 
and warehousing facilities. After 
initial installations, he said, Stude- 
baker “will move as fast as the 
situation warrants,” and new units 
will be added from time to time as 
they are needed. 


Gaskin did not predict when de- 
velopment will begin or indicate the 
type and size of plant units to be 
built. 

The new Studebaker of Canada 
holding lies three miles east of 
Burlington, Ont., and is just north 
of the Queen Elizabeth Hwy. The 
southern frontage of the property 
extends for its full 4,000 feet along 
a Canadian National Railway right- 
of-way. Provincial Highway No. 25 
is the western boundary of the 
site. 

Studebaker of Canada is now in 
its 43rd year, having been founded 
at Windsor, Ont., where all manu- 
facturing was done from 1909 to 
1936. There was then a hiatus in 
Canadian operations until shortly 
after the end of World War II 
when the Hamilton operation was 
inaugurated. 


the competition was: “I like the 
| 1953 DeSoto because .. .” 
| A 1953 DeSoto Fire Dome 8 was 


| offered as first prize. 


+ * + 
Cleanup Heaven? 
| Model cleanup is still worrying 


|a few dealers, who might like to 
|trade places—even if only briefly— 
with Lawrence Falvey. Falvey’s 
Sales and Service in suburban 
Ferndale handles foreign cars only 
—Austin, Morris, MG, Jaguar, 
Volkswagen, Porsche, Auston- 
Martin. 

Because foreign car makers 
still haven’t developed the Amer- 
ican ability to outmode their 
own products from year to year, 
Falvey’s models will still be in 
style next year even if he doesn’t 
sell them before the New Year’s 
horns start blowing. 

Most of the overseas manufac- 
turers, Falvey points out, make the 
same model for three to five years 
—then bring out a car so com- 
pletely new it bears no resem- 
blance, family or otherwise, to its 
predecessors. 

* * * 


W haddaya Mean, Coming! 


Another suburban dealer says the 
“full competitive market,” of which 
the Automotive News speaks for 
1953, is here already. In fact, he 
says, it started as much as nine or 
10 months ago. 


“When a customer comes in 
these days, you’ve got to put the 
finger on him right then and sell 
him before he gets out the door, 
or you don’t get him,’ he exz- 
plains. 

“It’s been that way in some 
makes for nine to 10 months, and 
it’s going to keep on being that 
way.” 


Spring Firm Hit 
By FTC Order 


WASHINGTON.—Maurice J. Len- 
ett and Leonard Stolzberg, trading 
as Lenco Spring Co., of Worcester, 
Mass., have been ordered by the 
Federal Trade Commission to de- 
sist from selling, as new, auto 
springs composed in whole or part 
of previously used parts. 

In an initial decision, the firm 
was told to cease such practices 
unless information concerning any 
component used parts is clearly 
marked on each spring and unless 
the box contains similar informa- 
tion. 
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ealer Ad Chairmen Meet in Dearborn— 


9rd dealers from all parts of the country who serve as chairmen of their local Ford dealer advertising committees met in 
, Mich., last week with Ford executives to complete 1953 advertising plans. Here the group is assembled on the steps of 
porn Inn with L. D. Crusoe (center), general manager of the division. L. W. Smead, general sales manager, is at 
‘ight. Shown in the photo are R. L. Wade, Atlanta; Albert W. Howard, Providence; Frank E. Brooks, secretary, Portsmouth, 
hn J. Cahill, treasurer, Newtonville, Mass.; Harold W. Athoe, Batavia, N. Y.; S. P. Alexander, Durham, N. C.; J. J. Conroy, 
in, Pa.; F. G. Litsinger, Chicago; John J. Murphy, Chairman for next year, Cicero, Ill.; 1. R. Hicks, Covington, Ky.; Frank 
Painesville, O.; Joseph DeMarsh, Canton, O.; J. H. Kultgen, Waco, Tex.; J. J. Marsh, Denver; Bill Reno, secretary-treas- 
next year's chairman, Denver; Paul Pritchard, Mason City, la.; D. D. Harris, Lansing; Harold Turner, Birmingham, Mich.; 
key, Detroit; Lewis F. Brown, Detroit; Ward Johnson, Dickinson, N. D.; W. W. Wallwork, secretary-treasurer, Fargo, N. D.; 
Pearson, Houston; Clifford J. Hart, Indianapolis; G. M. Holtsinger, Tampa, Fla.; W. A. McRae, secretary, Jacksonville, 
:. Williams, Kansas City, and P. H. Johnston, Huntington Park, Calif. 
are J. H. Wray, vice-president, Van Nuys, Calif.; L. J. Herrmann sr., Louisville; J. C. Johnson, West Memphis, Ark.; 
ston, Fairhope, Ala.; J. T. Lloyd, past president, Jackson, Miss.; D. F. Jennings, New York; Frank Hill, assistant, Hemp- 
Y.; Fred Jones, Oklahoma City; L. F. Reinecke, Schuyler, Neb.; Martin J. Dober, chairman for next year, Humphrey, Neb.; 
Toohey, Homestead, Pa.; Earle C. Dahiem, San Francisco; Harry Schmit, Thiensville, Wis.; B. E. Hohlt, Granite City, 
, Riesmeyer, permanent treasurer, Webster Groves, Mo.; A. H. Roeper, St. Louis; Paul D. Vincent, Provo, Utah; Leon E. 
oma, Wash.; D. D. Howard, secretary-treasurer, Seattle; E. W. Boyer, Minneapolis; W. G. King, Richmond, Va., and 


Lewis, Washington. 










For Students— 


Ray Lyon, of Ray lyon Motor Co. 
(Dodge-Plymouth), 200 East Ave., Ennis, 
Tex., presents the keys of a driver-training 
car to J. F. Gardner, superintendent of 
Ennis schools. The car is the first to be 
used in the new driver course at Ennis 
High School. 


Blaze Wrecks La. Firm 


A $50,000 fire destroyed the show- 
rooms, shop and contents of Do- 
mingue Auto Sales Co., Lafayette, 
La., recently. The damage estimate 
came from owner Louis A. Do- 
mingue. 


have substantially 
increased our gross 
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"HEIL Bodies and Hoists . 







Picture This: 
Laws Prohibit 


License Photos 


NEW YORK. 
auto registrations and, 


Driver’s licenses, 
in certain 


|states, auto titles may not be re- 
| produced photographically, accord- 


ing to a chart prepared by Peerless 
Photo Products, Inc., Shoreham, 


The chart, which is designed for 
wall-hanging, lists many documents 
| which, under Federal law, may not 
be photocopied. 


Ind. Group Opposes Use 


Of Old License Plates 


SOUTH BEND. The South 
Bend - Mishawaka Automotive 
Trades Assn. has adopted a resolu- 
tion condemning the use of 1953 
tabs on Indiana auto license plates 
and has forwarded a copy of it to 
the secretary of state. 

The group said many of the 1951 
plates to which tabs were attached 
this year are badly worn and not 
| fit for another year’s use. 


— when you sell it 
Heil-equipped 


profits on truck sales!” says Joseph P. Ever, 


President, Universal Motors, Inc., Dubuque, lowa 


T pays to talk “Heil,” when your dump-truck customer asks 
about a body and hoist. Just ask Mr. Ever. He says, “Through 
the cooperation and sales assistance rendered by the Heil Body 
and Hoist distributor for our district, we have substantially in- 
creased our gross profits on truck sales. 


“And, at the same time, we have given a valuable service to our 
customers, by supplying them with properly balanced dump units.” 


Many dealers push Heil Bodies and Hoists to pick up an easy 
extra profit on the truck they sell — and win another satisfied 


customer, 


You make the sale — your nearby Heil distributor does the 


mounting. And he continues to give 


your customer prompt service, 


with genuine Heil quality-built parts. 


Your Heil distributor can help you recommend the right body 
and hoist for every job. He’s a good man to know — get ac- 


quainted with him. He’s as near as 
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your telephone. 


BH-190A 


rHE HEIL co. 


DEPT, 59122, 3059 WEST MONTANA STREET @ MILWAUKEE |, WISCONSIN 
Factories: Milwaukee — Hillside, N. J. 


District Offices: Hillside, Washington, D. 


C., Atlanta, Milwaukee, Detroit, 


Chicago, Kansas City, Dallas, Los Angeles, Seattle 





yi 
2 
4 
E 
c 
7 
0 








20 





Draws No. 1 Spot for Milwaukee Show— 


Arthur Ennis (left), of Ennis Motors, drew the No. 1 position for exhibition space at 


the 1953 auto show to be held Feb. 7-13 at the Auditorium in Milwaukee. Others are 
(from left) Lester Hartung, space committee chairman, and Ed Wehe, general chair- 
man of the show. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





Anglin Moves in Elkhart 


ELKHART, Ind.—Wilbur Anglin 
has moved his used-car business 
from 2301 W. Lexington St. to 11-3 


S. Main St., which is also occupied | 


by John Rookstool Motor Sales. 


* * + 


Philadelphia U.C. Dealer 


Takes His Voting Seriously 


PHILADELPHIA.—Frank Parto, 
who owns a used-car lot at 6060 
W. Passyunk Ave., was in Bridge- 
water, Nova Scotia, the day before 
the elections. 

However, Parto, a life-long Re- 
publican, wanted to cast his vote, 
so he purchased a roundtrip ticket 
to be here in time to cast his vote 
and return to Nova Scotia. 

Parto spends about two or three 
months a year in Nova Scotia buy- 
ing Christmas trees. 

* * + 


DuPrey Opens Lot 


HARTFORD, Conn.—Roy H. Du- 
Prey, 15-year veteran as a new car 
salesman, has opened a used-car 
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Used-Car Notes 


| plaza here in the heart of a heavily 


populated industrial area. DuPrey’s 
place is across the city from major 


new and used-car dealers. 
* * 7” 


L. A. Used-Car Dealer Fined 


| $4,000 in Income Tax Case 


LOS ANGELES. — Federal Judge 
Leon R. Yankwich has fined Walter 
R. Wellman, used-car dealer, $4,000 
on his “no contest” plea to charges 
of income tax evasion. 

The Government had charged 
that Wellman, in his own and his 
wife’s tax returns for 1946, omitted 
about $12,000 of income, the amount 
of the alleged evaded taxes being 
about $2,500. 

* 


Elkhart Deuter Jailed 


On Reg. W Charges 


ELKHART, Ind.—Maurice E. 
Weinstein, 41, of 166 Banks St., a 
used-car dealer here, was sentenced 
to one year in prison on his quilty 
plea to a charge of violating Regu- 
lation W by selling cars without 
requiring the correct amount of 
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TAPERED AND STRAIGHT 
ROLLER BEARINGS 


Bower roller bearings are known 
throughout the industry for their 
high quality and ease of installa- 
tion, both in original equipment 
and service applications—from jets 
to jeeps! Available to the service 
trade through Federal-Mogul Serv- 
ice jobbers—a dependable service! 


Another Fedleral-Mogul Servite! 


FEDERAL-MOGUL SERVICE ¢ DETROIT 13, MICHIGAN 


(Division of Federal-Mogu! Corporation) 


For Fast Service 
on Roller Bearings 


When you need roller bearings 
—tapered or straight—call your 
Federal-Mogul jobber! He’s 


your source for famous Bower 
roller bearings. He gives you 
the same fast, accurate service 
on Bower roller bearings that 
you enjoy on Federal-Mogul 
engine bearings. See your 
Federal-Mogul jobber for bear- 
ing service at its best! 








down payment and failing to keep 
records of sales. 

Investigators found that Wein- 
stein, charged with four counts of 
violation, had violated the law on 


92 occasions. 
* 


Polk Lot in Fla. Sold 


JACKSONVILLE, Fla.—The Fred 
Polk used-car lot at 1010 Grand 
Central Ave. has been sold by Mrs. 
Berry Polk for $35,000 to Mrs. Jean 
C. Abt, who will lease it. 

* + 


+ 


S. C. Firm Opens Lot 


NORTH AUGUSTA, S. C.—Home 
& Auto Supply, Inc., 502 Georgia 
Ave., specializing in automobile ac- 
cessories, services and household 
appliances, has opened a used-car 
lot here. The new manager is W. 
F. Harris, formerly of Atlanta. 


U.C. Dealers Elect 
Tice in Lubbock 


LUBBOCK, Tex.—The Lubbock 
Independent Car Dealers has elect- 
ed the following officers: E. D. 
Tice, president; C. W. Tollin and 
H. C. Poindexter, vice-presidents, 
and Bill Stewart, secretary-treas- 
urer. 

New directors are Dale Robbins, 
state director; D. F. Eaton, national 
director, and R. W. Workman, na- 
tional vice-president. Eaton and 
Workman were elected at the Na- 
tional Used Car Dealers Assn. con- 
vention in Cleveland. 


Who's Grissom? 
You Mean T.A., P.L., Art 


Or Ernie? 


DETROIT.—Ground-breaking 
last week for the 34,000-square-foot 
main building which will house 
T. A. Grissom Chevrolet, Inc., oc- 
casioned some slight confusion in 
Detroit automotive circles. 

For the record: 

T. A. Grissom Chevrolet, Inc., 
now building on Joy Rd. near 
Southfield, is not to be confused 
with P. L. Grissom & Son (Chev- 
rolet), 6049 W. Fort St. T. A. Gris- 
som is the one who, until recently, 
operated a Dodge-Plymouth dealer- 
ship in suburban Hamtramck, not 
to be confused with Art Grissom 
Motor Sales (Dodge-Plymouth), in 
suburban Center Line. 

And the Center Line Grissoms, it 
should be understood, include 
Ernie Grissom, who owns Center 
Line Motor Sales (Studebaker). 

The four Grissom brothers have 
a total of 44 years in the business. 
P. L. started in 1930, T. A. in 1941, 
Art in 1945 and Ernie in 1947. 

All began in Center Line, just 
north of Detroit—and the last 
three got their start in the same 
building. 

T. A. Grissom, the Detroit area’s 
36th Chevrolet dealer, is temporar- 
ily doing business at 12001 Green- 
field. He said his new building 
should be completed about May 1. 
The building will house sales, parts 
and service departments, he said. 
A body repair shop and used-car 
lot will be located across the street. 


Packard Makes 
. 
D.D.T? Slogan 
+ 
Of ’53 Campaign 
DETROIT.— The “most concen- 
trated demonstration-drive cam- 
paign” in Packard history started 
Friday (Nov. 21) in conjunction 
with the first showing of 1953 
models, 

“Get the D.D.T. (Demonstration 
Drive Technique) all set,” is Pack- 
ard’s advice to dealers. The cam- 
paign is designed to make every 
salesman an expert in demonstra- 
tion techniques and to have more 
prospects than ever take rides in 
the new models. 

The company states that the new 
program is a “dealer program.” It 
is based, according to Packard, on 
the dealers’ wishes and the public’s 
expectations. 

James J. Nance, Packard presi- 
dent, says that during 1953, “which 
promises to be one of continuing 
high levels, Packard is launching 
its expansion program, supported 
by the strongest advertising cam- 
paign in its history.” 

“The new emphasis on the luxury 
cars and price class means that the 
Packard dealer can now go after 
every buyer of a fine-quality car in 
his territory,” Nance adds, 
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But Will Truckers Foot Extra Cost? ... 





Automatic Units Gain 


Seng announcement by Ford 
that it will offer an automatic 
transmission as optional equipment 
in its 1953 half-ton truck models 
points up the fact that practically 
every major truck line will offer 
automatic or semiautomatic trans- 
missions for next year. All of the 
“Big Six” makers have them on 
test or ready to market. 


Some lines will confine their of- 
ferings to the one-half and three- 
quarter-ton models while others 
will have them in heavier models. 

Two lines will confine their of- 
ferings at the beginning of the 
year at least to their forward- 

control, door-to-door jobs and 
heavy units, but will be in there 
pitching on units for other mod- 
els as soon as they are convinced 
that the transmissions they now 
have on test will stand the gaff 
of heavy truck work and can be 
produced at a competitive price. 


While automatic or semiauto- 
matic transmissions have been used 
in buses for several years, the first 
recorded use of such a transmis- 
sion in a light truck that went into 
service was the Chevrolet delivery 
unit in which Montpelier Mfg. Co. 
incorporated a Hydra-Matic unit 
back in 1947 for Marshall Field & 
Co., of Chicago. 

: s 

— delivery unit, it is under- 

stood, is still running and now has 
over 150,000 miles on the speedom- 
eter. In _ substantiation of the 
claims being made by engineers of 
other truck manufacturers as to 
economy of operation, it is said 
that this unit has shown a sav- 
ing in operating expense of approx- 
imately % cent a mile, compared 
with gear-driven jobs of the same 
type and size running in the same 
fleet. What is more important, it 
has cut down on driver fatigue. 


Delivery men driving the auto- 
matic transmission job, it is 
claimed, finish their route in 
much better condition, and are 
more alert and cheerful than 
those who drive the conventional 
trucks. 


International Harvester brought 
out an automatic transmission, for- 
ward-control, door-to-door delivery 
unit about two years ago, and Gen- 
eral Motors Truck incorporated a 
truck-modified Hydra-Matic unit in 
the 2%-ton, six-by-six military job 
shortly after. 





This was followed early this year | Wichita, who owns the old vehicle, and Pierson. 


by GMC with an automatic trans- 
mission in the door-to-door unit. 
* * . 

ONE large truck builder will of- 

fer a semiautomatic transmis- 
sion and fluid drive in the half and 
three-quarter-ton models for 1953. 
An announcement will be made 
early in January, it is understood. 
This unit, which incorporates a 
gear preselector and will have two 
driving ranges just as in passenger 
cars with transmissions of this de- 
sign, will be practically automatic 
in operation. The unit will have 
four forward speeds with one re- 
verse. 

One of the features that will be 
claimed for this transmission is 
that it will enable drivers to rock 
the trucks out of deep snow or 
mud in much the same way that 
a conventional transmission can 
be used. 

It is understood that at least one 
truck builder stands ready to offer 
automatic transmissions on a full 
line of vehicles just as soon as the 


buying public wants them and 
shows a willingness to pay the ex- 
tra costs. 

= * * 


HERE is no question in any 

truck maker’s mind that auto- 
matic transmissions are rapidly ap- 
proaching the point where they will 
become part and parcel of trucks. 
There remains, however, the ques- 
tion of how much the truck-buying 
public will be willing to pay for 
this added driving and operating 
convenience. 


The interest being shown by 
truck buyers in automatic trans- 
missions in trucks is borne out 
by a recent survey conducted by 
Saturday Evening Post. Although 
not yet ready for release, this 
survey among truck owners indi- 
cates that 38.3 percent of new- 
truck buyers are interested in 
acquiring an automatic transmis- 
sion in the next unit they buy. 
The “interest” figure breaks 
down into 22.9 percent of all own- 

ers questioned stating that they 
would be interested in an auto- 


(Continued on Page 23, Col. 1) 





Real Old-Fashioned Greeting— 


When L. W. Pierson, assistant sales manager of the motor truck division of Inter- 
national Harvester, arrived in Wichita to talk before the Kansas Motor Car Dealers 
Assn., he received an old-fashioned greeting in every sense of the term. A 1908 Inter- 
national served as a “cab” to transport Pierson and the welcoming party. From left 
ore M. D. Dean, I-H's district manager, Wichita; O. W. Davis, Kansas City Oldsmobile 
dealer; R. D. McKay, former NADA president and operator of McKay Motors, Wichita; 
F. M. Kaiser, I-H's regional manager; Sam Arnholz, president of Arnholz Coffee Co., 





— evidently jumped the gun 


on competitors with its press 
preview Nov. 6 of the half and 
three-quarter ton trucks, equipped 
with automatic transmissions. Ever 
since then I have heard a barrage 
of “digs” aimed at the boys out 
Plymouth Road way, since these 
trucks won’t go into production 
until next January or February. 

It seems that another company 
was all ready to be the first with 
such an announcement, but was 
waiting until its 1953 jobs were 
ready to be announced formally. 
Another maker, it’s understood, 
has done a whale of a lot of ex- 
perimenting on the automatics, 
but isn’t ready as yet to get down 
into the lighter stuff with an 
optional equipment deal. 


Speaking of Ford, I understand 
that quite a “posse” assembled at 
the Bloomfield Open Hunt Club, 
near Detroit, to give that old truck 
wrangler, J. D. Ball, a typical west- 
ern sendoff as he passed from the 
ranks of factory “brass” to the 
comparatively unknown of a health- 
resort operator and, “jest perhaps,” 
a southern gentleman dealer. 


J. D. was one of the first home- 
office residents when the new bunch 
of hard-hitting “sales pushers” was 
originally gathered by Jack Davis, 
in the change of management deal 
that brought Davis back to home 
office. Dean Ball had not only been 
“trucking” with dealers out in the 
wide open spaces of the west, but 
had put in a stretch as a promoter 
of peaceful farming as a tractor 
and farm machinery distributor. 

Thus Ball was ideally fitted to 
first head up truck and fleet sales, 
from where he moved to manager 
of product sales of the Ford divi- 
sion, which included parts and 
service as well as cars and trucks. 

* ” * 


Pioneer Ray Moore 


y= I am dealing in person- 
alities, I’ve got to write a piece 
that I don’t like. I’ve got to record 
the death of an automotive and 
truck pioneer whom I have known 
intimately for at least 38 years— 
my old friend, Roy F. Moore, who 
did a “Ripley” in the early days 
of the industry. Roy, when I first 
knew him, was both experimental 


Banks Still Wary of For-Hire Operators 


By Bernie Thomas 
Associate Editor 

N DISTRIBUTING the more than 
1,000,000 trucks expected to be 
produced next year, dealers likely 
won't find banks much more help- 
ful than they have been in the 
past in providing credit to finance 

Sales to for-hire operators. 


That segment of truck users 
ordinarily accounts for nearly 25 
percent of all truck sales, but it 
has always had trouble in financ- 
ing its equipment needs on fair 
and reasonable terms. 


Recently, the Regular Common 
Carrier Conference of the American 
Trucking Assns. completed a two- 
year survey of the financial needs 
of motor carriers, large and small. 

* * J 


| IS no secret that the average 
for-hire trucker is not usually 
rated a gilt-edged, long-term finan- 
cial risk at most banking institu- 
tions. 
In the opinion of most banking 
people, the hauling fraternity 


generally is greatly under-capi- 
talized in terms of adequate 
working capital and relationship 
between worth and debt. 


Banks have gained increased con- 
fidence over the years in the truck 
operator’s ability to make a profit, 
but there is nothing on the horizon 
to indicate that in 1953 the trucker 
will be granted more lenient credit 
terms for the purchase of needed 
equipment. 

~ * 

OILED down, the bankers have 
| taken a good look at the haul- 
|ing industry and their diagnosis is 
jthat the industry’s basic financial 
problem is not one of cheaper 
money and longer repayment terms, 
but rather one of cutting expansion 
and debt. 

Banking people feel that the 
transport industry has undergone 
too great expansion in recent 
years, and that feeling prompts 
them to view motor carriers’ ap- 
plications for credit with a great 
deal of caution. 

Despite the truck-rail fight and 


the popularity of biting the trucker 
for taxes, bankers are, however, 
apparently convinced that the haul- 
ing industry is an industry which 
is going places in the nation’s econ- 
omy. 

The feeling is growing behind the 
wicket windows that a _ better 
understanding ought to be de- 
veloped between truckers and lend- 


ing institutions. 
z * oe 

T° THAT end, banks are making 

a concerted effort to familiarize 
their staffs with the operating prac- 
tices of motor carriers so that they 
will be aware of all their operating 
problems. 


In other words, say the banks, 
they don’t intend to deviate from 
reasonable and conservative fiscal 
practices — but they will do more 


Truck Highlights 


How to Hike Payload ... 
New Products .... 
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than just look at a trucker’s bal- 
ance sheet before concluding that 
12 to 18 months should be the 
maximum payout period for a loan 
because there is an absence of ap- 
preciable working capital and a 
high debt-worth position. 

Bankers say they would like to 
be better financial friends to for- 
hire operators, but they are ap- 
prehensive about the fact that 
such major expense items as 
terminal operations, wages, 
equipment maintenance, fuel, 
taxes and license fees continue to 
climb. 

Bankers contend that the hauling 
industry’s ratio of profits to ex- 
penses has improved in postwar 
largely by periodic upward rate 
revisions, and not by rigid control 
of variable business costs. 

* * x 
bd THE opinion of many truck 
people a better relationship be- 
tween them and banks would 
prevail today had not the bankers 
spent recent years merely standing 
(Continued on Page 24, Col. 1) 








engineer and advertising manager 
of the Federal Motor Truck Co. 


Prior to that, he had been a 
tester at the old Kalamazoo Auto- 
mobile Co., where he was mixed up 
with Howard Blood, now a V-P of 
Borg Warner Corp. That was in 
1903. After three years’ sojourn as 
a dealer, Roy went with the Michi- 
gan Buggy Co., Kalamazoo, as ex- 
perimental engineer and there got 
mixed up with Clark who later 
organized his own truck company 
in Pontiac. 


In 1910 he came to Detroit and 
Federal, and Mart Pulcher, who 
was a nephew of Ed Murphy, 
head of the Oakland Motor Car 
Co. in Pontiac where I earned 
my first dollar in the automobile 
business. When Mart and Edwin 
Denby had a falling out, Roy 
moved over to the new Denby 
truck company in the same ca- 
pacity of engineer and advertis- 
ing manager. 

At that time Roy had difficulty 
in determining whether he wanted 
to follow engineering, sales or ad- 
vertising. He was always mixed up 
in all three all during the early 
years I knew him, but for the rec- 
ord, advertising finally won out 
and when Denby went the way of 
many a pioneer company of those 
early days, he joined with Karl 
VonPoettgen in one of Detroit’s 

(Continued on Page 22, Col. 1) 


Truck Owners Set 
January Dates for 
Parley in Detroit 


ASHINGTON.—T. A. Drescher, 

president of the National Coun- 
cil of Private Motor Truck Owners, 
has announced that the organiza- 
tion’s 14th annual meeting will be 
held Jan. 22-23 at the Statler Hotel 
in Detroit. 

Program arrangements are 
under the chairmanship of O. A. 
Brouer, of Swift & Co., Chicago. 

Other program committee mem- 
bers are E. T. Herbig (vice-chair- 
man), GMC Truck & Coach, Pon- 
tiac; A. H. Kreuder, Wilson & Co., 
Chicago; H. J. Carroll, Goodyear 
Tire & Rubber Co., Akron; R. B. 
Rodgers, Standard Oil Co. of In- 
diana, Chicago; J. N. Bauman, 
White Motor Co., Cleveland; L. R. 
Hunter, Socony-Vacuum Oil Co., 
Detroit; James H. Barnes, Timken- 
Detroit Axle Co., Detroit; A. L. 
Rich, Fruehauf Trailer Co., Detroit; 
E. C. Miller, Mueller Brass Co., Port 
Huron, Mich.; William Henry, 
Sutherland Paper Co., Kalamazoo, 

Mich., and I. M. Olsen, Industrial 
Metal Abrasives Co., Jackson, Mich. 


* * * 


RESCHER forecast a _ record- 

breaking attendance for the 
affair “because 1953 is expected to 
be one of the most eventful years 
in the history of highway trans- 
portation.” 


He said there had been wide- 
spread complaints that the Inter- 
state Commerce Act was “inade- 
quately designed to allow the de- 
sired flexibility for competition 
between various modes of trans- 
portation.” This is expected to 
bring a flood of proposed legisla- 
tion for consideration by the new 
Congress, he said. 

“Practically all state assemblies,” 
Drescher added, “also will meet 
next year, and the problem of 
equitable highway-use taxation for 
motor vehicle operators will be in 
the limelight.” 
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(Continued from Page 21) 


early so-called automotive advertis- | Les Oltman, who I believe was one 


ing agencies. 


of the first to build steel truck 


Later Roy joined up with Louis | bodies on a production-line basis in 


Pratt in his own advertising agency 
and handled, among other accounts, 
those of Gar Wood back when Gar 
was head of his own company, 
Gramm - Bernstein Motor Truck, 


Monarch Governor and Zenith Car- | 


buretor, as I remember it now. 


* * * 


Oltman & Trailers 

SEEM to be running to person- 

alities in this chatter of the 
truck industry this week, but when 
friends and acquaintances make 
news, I should record it. Another 
to hit the headlines, especially in 
Brunswick, Ga., is our old friend, 








Detroit. Les built his business so 


| fast that it couldn’t keep up with 


the expansions. 

On Nov. 6, the Brunswick News 
chronicled that Les, with a part- 
ner by the name of Maurice 
Tucker, formerly of South Bend, 
had organized the Oltman-Tucker 
Corp. to manufacture three mod- 
els of all-steel house trailers and 
one model of a _ self-propelled 
house on wheels, which will be 
known as the Tour Home. 

Johnny Hulse writes me that the 
annual truck-trailer makers’ con- 
vention is again going back to that 


pnnouncinng the KEE 


delightful Edgewater Gulf Hotel at 
Edgewater Park, Miss., Jan. 26-28. 
* + + 

Taint So 

N TRYING to correct some of 

garbled English which creeps out 
every once in a while in my writ- 
ing, I am sad to admit, my gram- 
mar-corrector made me look foolish 
in my preceding Service column to 
many dealers and equipment men 
who know better. I was pointing 
out that a small dealer, who would 
sell only one or two 12-volt cars 
per month during the coming year, 
could get by with a minimum 
tester-tool cost of $136.90 for each 
dealer. My previous column in- 
ferred I meant $136.90 for each tool. 


The paragraph in _ question 
read: “The 12-volt charger and 
timing light can be procured for 
as low as $136.90 each.” I saw a 
proof quick enough to knock that 
“each” off the end of the sentence 
of most copies, but a few got out 








Built from Service to Customers— 

This new $225,000 home of Eubank-White Truck Corp., Richmond, Va., was built out 
of profits that came from giving truck owners in its area the type of sales and service 
attention they wanted and needed, says the firm. While new-truck sales have trebled 
during the past 18 years, service sales have increased tenfold. Parts sales alone have 


reached a volume of $50,000 a month, 


the company said. 





in the mail uncorrected. I don’t 
want dealers to think that I don’t 


know that timing lights don’t 
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simpler, more efficient two-shoe brakes in 
which both shoes are equally effective in 
either forward or reverse directions. Built 
for use with hydraulic, air or mechanical 
actuation, the Duplex Series Brakes are 
companion brakes to the famous Timken- 
Detroit Dual-Primary Series Brakes used on 
medium and heavy-duty trucks. 
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cost that much. The one I re- 
ferred to is price-tagged at $18.45; 
the balance of the $136.90 is for 
the 12-volt charger. 

I presume that many of my truck 
friends around the circuit saw the 
double-page spread that the Assn. 
of American Railroads took in the 
Nov. 8 issue of Editor and Pub- 
lisher. It contained a letter from 
William T. Faricy, president, which 
starts out with the statement: 
“Everybody wants good roads. But 
what kind of roads?” 

If the propaganda of such an- 
tagonistic interests as the rails, 
and such men with wholly selfish 
interests as Faricy, should be al- 
lowed to seat itself in the minds 
of the newspaper fraternity, we 
might again find that the road- 
modernization program, when fin- 
ished, would again find us with a 
system of roads that became obso- 
lete while they were still being 
constructed. 

The thinking of all far-sighted 
men behind the good-roads move- 
ment is to endeavor, as far as pos- 
sible, to anticipate technological 
improvements in our motor vehicles 
and also meet the demands of com- 
merce for which the roads were 
originally made a public charge. 

a oO + 


Punch Lines 


F IT were not for the demands 

of getting farm products, food- 
stuffs and other requirements of 
everyday life from one place to 
another economically and efficient- 
ly, we might still be living in the 
age of toll gates and private-road 
construction, which I can still re- 
member. 


My grandfather was one of the 
builders and owners of an impor- 
tant arterial highway leading into 
the town of my childhood, and I 
can well remember the feeling of 
superiority that it gave me to drive 
my horse and buggy through the 
toll gate near our home without 
having to pay a toll, because of his 
interest in the road. 


The real punch lines in the 
AAR’s ad follow: “Shall we try to 
build roads of the kind required 
only by the heavier trucks, which 
number about 1 percent of all 
motor vehicles? 


“Or shall we build less expen- 
sive roads with capacity and 
strength sufficient for the satis- 
factory operation of the other 99 
percent of motor vehicles?” 


The ad also digs into the Mary- 
land test which has been hashed 
over and rehashed so many times it 
has lost much of its original im- 
port. 


The thing I want to call to the 
attention of you, who make and 
sell trucks, is that the rails are 
getting so desperate that they are 
now appealing to the editors and 
news writers of the nation, who 
know little of the basic reason for 
the controversy, in an endeavor to 
flavor their interpretation of the 
universal good-roads appeal. 


And this sort of propaganda 
must be watched. And met. 

Or the fine work of the indus- 
try, toward building up a _ public 
demand for better highways, may 
end up with politicians again build- 
ing roads for antiquated vehicles. 


Ripley to Build 

Oakley Ripley, of Springfield, O., 
who recently purchased the Dodge- 
Plymouth agency in Marion, O., 
from R. G, Ardrey, announces that 
he will erect a new showroom in 
connection with his building. Ard- 
rey has retired. 
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Ford Is Latest to Include Them .. . 


Automatic Units Show 
Increase on Trucks 


(Continued from Page 21) 


matic transmission if it was avail- 
able as factory optional equip- 
ment, while 15.4 percent reported 
they would be interested if it 
showed a definite operating ad- 
vantage. 
7 2 

greece two figures were further 

broken down in the survey to 
show that 25.8 percent of all one- 
truck owners and 19.7 percent of all 
owners of from two to five trucks 
are interested. The interest of fleet 
operators of six or more vehicles 
ran 22.7 percent. One-truck owners, 
to the extent of 10.1 percent, would 
be interested if it showed an ad- 
vantage, while 16.6 percent of the 
two-to-five ownership and 20.7 per- 
cent of the larger fleets indicated 
interest. 

There is little doubt that sev- 
eral vehicle makers would be 
jumping into the automatic trans- 
mission field for the full line with 
much less hesitancy if they were 
certain that they could make 
comparatively high sales. 

A reasonably high sale would 
have a direct bearing on what must 
be charged for an automatic trans- 
mission as optional equipment for 
trucks. Some makers wonder 
whether buvers would be willing to 
pay as much as present costs on 
these units indicate thev would 
have to pay if there wasn’t a fairlv 
high acceptance in proportion to 
the number of trucks produced. 

. * = 


GAINST this is the accented 

realization that tests and actual 
experience have shown that. on 
many types of hauls, automatic 
transmissions will produce as high 
as one more mile to the gallon than 
conventional trucks. 

When one figures that. in the 
heavier units, a mileage of six to 
seven miles to the gallon is corsid- 
ered good, this saving can become 
a real profit for haulers with lone 
and steadv runs. Costs in these 
cases would not be as formidable 
as some makers fear thev might. 

The demonstration which Ford 


Korea GIs Praise 
New GMC Truck 
With Hydra-Matic 


PONTIAC. — Army truckers in 
Korea have finished the first Army 
field test of a new GMC six-by-six 
under combat conditions, according 
to GMC Truck & Coach. 

Soldiers have been driving the 
M-135 MHydra-Matic all-purpose 
truck over rugged roads for six 
months, and both drivers and main- 
tenance men are unanimous in their 
praise of the vehicle, GMC said. 

Warrant Officer Arthur P. Hart, 
of Barnum, Minn., told a GMC rep- 
resentative in Korea: 

“We have put on an average of 
15,000 miles per vehicle already, and 
we have had a minimum of trouble. 
The Hydra - Matic transmission 
proves itself well on these rough 
roads. And drivers are less tired 
than they were when driving older 
models. 

“The trucks are the easiest thing 
in the world to learn to drive. We 
save all kinds of time by not hav- 
ing to break a new driver in with 
lots of instructions. There are just 
two pedals, an accelerator and a 
brake.” 

Sgt. Rudolph Falk, of Salem, Ore., 
said the new GMC truck required 
very little in the way of mainte- 
nance. 

Chief Warrant Officer Joseph E. 
McMahon, of Watertown, S. D., 
who has been in charge of the 
field test since the beginning, said: 
“These trucks are a big improve- 
ment. There hasn’t been near the 
parts mortality we expected.” 

_The Hydra-Matic transmission 
gives no shock to the engine when 
shifting and saves on brakes, Mc- 
Mahon said. 

“One exceptional feature about 
this truck,” he added, “is the auto- 
matic front-wheel gearing. When 
the rear wheels start to slip, the 
ae wheels automatically start to 
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truck men put on for the press 
at the Ford proving grounds 
showed at least two advantages 
of the automatic transmission 
over the conventional truck. 

In one of these demonstrations 
two trucks of the same size and | 
with the same type of engine and 
loaded with the same payload were 
started from a standing start at! 
the foot of the steepest test hill. | 

The conventional truck was not} 
able to negotiate the hill in low 
gear until it had at least a 30-foot 


gear truck went over the top from 
the standing start. The automatic 
truck also was stopped in the mid- 
dle of the hill and then came on 
up over the top. 

In another series of tests, the con- 
ventional truck was hooked to a 
stone boat loaded with blocks and 
could only start the load when it 
was allowed to “jump” the slack 
|in the towing chain, and even then 
could not continue the haul. The 
automatic truck not only started 
the load without “jumping” the 
slack but continued to pick up 
speed as it gained momentum. 

+ * * 
O SHOW that the difference was 
not in the engines, both the 
Ford six and eight-cylinder models 
of the same truck were used in the 
tests. 

On one demonstration of a simu- 
lated delivery route of 1% miles 
where slowups down to 10 miles per 
hour were made at designated in- 





running start while the automatic- 


tervals, the automatic trucks beat 
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Aromotive New 


“On the other hand, it would be 
pretty bad if we had more work 
than we could handle.” 








the conventional jobs around the 
circuit by several minutes, showing 
superior ability to maneuver in 
traffic. 

Many truck men who have fol- 
lowed closely the development of 


| 
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the automatic transmission in 
truck use feel certain that even 
though many truck buyers may 
hesitate to invest the extra money, 
their drivers will be making the 
decision in favor of the auto- 
matic for them. 


These experts feel that with the 
present shortage of capable work- 
men, especially among the driver- 
salesmen who operate the delivery 
and sales-from-truck routes, the 
drivers will demand the automatic 
transmission not only because they 
will see that it tends to make their 
job easier but because many have 
become accustomed to driving 
automatic cars and will want the 
same convenience in their trucks. 


GMC Deal Picks Jantz 


Joseph A. Jantz has been ap- 
pointed service department man- 
ager of General Truck Sales and 
Service (GMC), 600 S. Caroline St., 
Baltimore. 
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If your trucks are Timken-Detroit equipped, here are 
two good reasons why you should replace axle shafts 
with genuine Timken-Detroit Torsion-Flow Axle Shafts! 


First, the replacement shaft is i 


to the original equipment you bought. Second, Timken- 
Detroit Torsion-Flow Axle Shafts are backed with an 


absolute guarantee—the only 


industry. If your shaft breaks down within 100,000 
miles or 3 years, whichever occurs first, you get a new 
one free of charge. Check the guarantee printed on this 
page for the full facts. And remember, whenever your 
Timken-Detroit Axles need replacement parts look for 
any truck dealer who sells Genuine Timken-Detroit Axle 
Parts. You’ll find he’s a good man to do business with. 
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Debt-Worth Ratios Still Raise Eyebrows .. . 





|ator should realize that the motor | 
carrier industry has come of age. | 








Banks Wary of For-Hire Sales 


(Continued from Page 21) 


on the sidelines—expressing amaze- 
ment at the trucking industry’s 
phenomenal growth, without find- 
ing out why it was happening. 

Back in 1914, there were fewer 
than 100,000 trucks in the coun- 
try. Today, more than 9,000,000 
handle nearly all local delivery 
service and transport the bulk of 
freight that moves back and 
forth across the U. S. 

Truckers, next to farmers, have 
become the nation’s largest em- 
ployers. Annually they pay out bil- 
lions of dollars for terminals, 
equipment, gasoline, tires, other 
supplies and taxes. 

But bankers are traditionally a 
conservative clan. They are inclined 


ea ed 


em ER La 
need anti-freeze, too 


{to remember longer than most 
people that trucks once were rela- 
tively inefficient vehicles, usually 
weighing more than their cargoes 
and frequently subject to break- 


downs. 
As REGARDS trucks, the atti- 
. tude of many a banker is simi- 
jlar to that of a man who remem- 
bers breaking his leg a few years 
ago —the leg no longer hurts, but 
he still remembers breaking it. 
Banks know, too, that because 
|the only thing a trucker has to sell 
is service, a truck naturally wears 
|}out much faster than a passenger 
car and depreciates in value at an 
even faster rate. 
Banks recall that the depres- 
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Trico Solven 
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shortcomings, 


laid to the usual 


sion in 1929 saw a big increase 
in the use of trucks for hauling 
freight. But more vivid in their 
memory is the fact that, as with 
other businesses, the depression 
was a severe blow to marginal 
trucking companies. 


In reality, say bankers, the finan- | 
cial 


| have stemmed from initial under- 


in the hauling industry must be 


based on sound financing. 
It is their contention that every 
carrier should strive for a profit- 


sheet of the average trucker| @XPense ratio of at least 1% to 


still poses a major problem in loan} 
discussions. Inadequate working} 

‘ hh t. 
capital and high debt-worth posi- | Sa 


: . “ae . | Bankers say that their decision 
tion, in the opinion of bank offici-| ,, ioans to carriers in the future 
als, still characterizes the hauling| yi} be based even more strictly on 
industry’s financial books. the carrier maintaining a reason- 
Bankers say they have no wish to| ably balanced financial position 

| criticize the trucking industry, but| with sufficient reserves to meet 


hold that the average for-hire oper-| periods of declining revenue. 
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Windshield Washer jar breakage in 
winter — but, even more important, it improves 
vision and eliminates eye strain the year round by removing 


oily roadsplash, grime and dust. 


Order counter-display cartons of six bottles 
from your Jobber NOW! 


@ With the new Trico 
Windshield Washer In- 
stallation Kits, you can 
fic any one of 61 differ- 
ent car models from a 
stock of only four kits. 


You make double profit 

... one profit on the 

Washer and another on 

the installation ... for 

these custom-built kits 

can be installed easily and quickly. 

In most instances, vo drilling is 

necessary; only a wrench and screwdriver needed 
for the job. 


15 million television screens ... and millions of 
satisfied users ... advertise the famous “Two Little 
Squirts.” Now you can cash in on this demand with 
these new “quick-on-the car” kits. 
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one and a debt-to-worth ratio of | 


not more than 75 percent to 100 | 


|young and growing industry that | 


| capitalization and rapid expansion. | 


the | 
bankers add, can no longer be| 
problems of a| (= 


| Bankers say that so far as they | 
| are concerned continued expansion | 
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Glare 


“Would you mind putting the rat- 


|tle back in—I miss it.” 





Md. Lawmakers 
Seek Curb on 


Finance Charges 


BALTIMORE.—(UTPS)—A Leg- 
islative Council subcommittee is 
drafting a bill to establish ceilings 
on the finance and service charges 
on installment sales of automobiles. 


The measure will set a _ base 
finance charge of 9 percent a year 
on the unpaid balance for cars not 
over two years old and of 11 per- 
cent on older models. Also, it will 
authorize service charges of 50 
cents a month on the first $50 of 
the unpaid balance and 25 cents 
for the next five $50 payments. 


Currently, there is no statutory 
ceiling on finance charges, and 
many complaints have been re- 
ceived that some dealers impose 
whatever charge they believe the 


| purchaser will stand for. 


A bill to correct such abuses was 
introduced at the last session of 
the General Assembly but remained 
in committee. However, a resolu- 
tion was adopted asking for a 
Legislative Council study of the 
matter. 


The draft carries a _ provision 
that the dealer would forfeit the 
remainder of the payments and 
the purchaser keep the car if the 
ceilings are violated. It also pro- 
vides that if insurance charges are 
made in excess of the rates estab- 
lished by the State Insurance De- 
partment, the purchaser would be 
entitled to damages equaling 10 
times the amount of the over- 
charge. 


The charges proposed would 
work out in this fashion: On the 
purchase of a car of either the 
current or two preceding models, 
with an unpaid balance of $1,000, 
the base finance charge would be 
$90 and the service charge, $21. An 
unpaid balance of $500 on these 
models would carry a finance 
charge of $45 and service charge 
of $21. 

An older-model car on which the 
unpaid balance was $300 would 
carry a finance charge of $33 and 
service charge of $21. 


Comeback b sttaee 


Debt-Collection Techniques 


Discussed in Book 


GREENWOOD, Miss. — Problems 
of collection management are dis- 
cussed in a book titled, “A Treas- 
ury of Collection Letters and 
Ideas,” published by Universal 
Business Service, 201 Howard St. 


Written by Bernard L. Trippett, 
marketing instructor at the Univer- 
sity of Mississippi, the book pre- 
sents letters to cover a variety of 
collection situations in consumer 
and mercantile credit. 


The unearned discount problem, 
the problem of a debtor trading 
elsewhere and the use of color in 
collection notices are analyzed. The 
book also includes an assortment 
of stunt letters and discusses their 
pitfalls. 


The book outlines a “magic” 
method as a practical formula for 
collection effort. The “magic” meth- 
od, says the author, includes memo- 
randum stage, attention stage, 
gradient stage, insistent stage and 
coercive stage. 





Lester Aids Handicapped 

Lester Pontiac, 560 Pierce St., 
Kingston, Pa., joined with other 
employers in the Wyoming Valley 
area in sponsoring a program to 
encourage hiring of the physically 
handicapped. 
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Racing Shrine 


AAA Plans Hall of Fame 
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fix-it” copy. The pamphlet also in-| 
cludes information regarding care | 
and handling of new and undam- | 

















HOLD THE LINE—Designed to support 
brake lines on a tractor-trailer hookup, a 
new bracket is being offered by Franklin 
Industries, P. O. Box 44, Acton, Ind. The 
bracket is made of heavy steel, plated 
with rust-resisting material, says the firm. 
The bracket has ready-drilled holes and 
attaching ports. | 


FOR CLEANING TRUCKS—Formula 89 is 
the new truck-cleaning compound being 
offered by Kelite Products, Inc., 1250 N. 
Main St., Los Angeles 12. The firm says 
that the compound removes mud, road oils 
and exhaust stains without harming the 
surface of vehicle. Although developed 
for steaming machines, the compound 
may also be used in any machine on 
which it is possible to adjust cleaning- 
blast temperature, states the company. 





§ 
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TRUCK LOADER—A new hydraulic end- 


loader for all makes of trucks is an- 
nounced by Galion Allsteel Body Co., 
Galion, O. Known as the Galion Hydraulic 
load-evator, the unit is available in four 
models with loading space of 28 by 84 
inches to 34 by 90 inches. Models are 
adaptable to all trucks of 11/-ton size and 
have a load capacity of 2,000 pounds, 
states Galion. 

x +. = 
Stop-Fire Pressure Unit 
Meets New ICC Rules 


Designed to meet the new Inter- 
state Commerce Commission stand- 
erds on fire extinguishers for the 
trucking industry, a new 1%-quart 
version of the Redi-Grip stored- 
pressure extinguisher is now being 
produced by Stop-Fire, Inc. 

The new extinguisher is the first 
Stored-pressure unit that can be 
operated with either air or nitro- 


Truck New Products 


gen as the pressurizing agent, the 
company says. Either carbon tetra- 
chloride or chlorobromomethane 
may be employed as the extinguish- 
ant. 

Further information is available 
from Stop-Fire, Inc., 125 Ashland 
Pl., Brooklyn 1, N. Y. 

* * * 


Exide Offers New Line 
Of Heavy-Duty Batteries 


Lower cost per mile and superior 
performance are among benefits 
claimed for the new XF line of 
Exide heavy-duty automotive bat- 
teries announced by Electric Stor- 
age Battery Co., Box 8109, Phila- 
delphia 1. 

Designed for gasoline and diesel- 
powered trucks and off-the-high- 
way equipment, the new batteries 
are available in both six-volt and 
12-volt units at no advance in price, 
the company said. The six-volt bat- 
teries are made with 21, 25 and 41 
plates per cell, and the 12-volt units 
are made with 13, 21 and 25 plates 
per cell. 





FROM BINKLEY — This aluminum trailer 


landing gear, Model 25000, is being 
offered by Binkley Mfg. Co., Warrenton, 
Mo. It is available with either single or 
two-speed gear boxes. The two-speed box 
weighs 186 pounds. | 

* 


Utica Issues Pamphlet 
On Care of Wrenches 


How to get long, useful life from 
adjustable wrenches is the subject 
of a pamphlet called “First Aid for 
Adjustable Wrenches,” which is 
being distributed free by Utica 
Drop Forge & Tool Corp., Utica 4, 
N. Y. 


Common ailments of long-used 
adjustable wrenches are dealt with 





aged adjustable wrenches to help} 


prolong their life and working 


efficiency. 
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TRUCK MIRRORS—A new line of heavy- 
duty mirrors for trucks, buses and tractors 
has been announced by Auto Lamp Mfg. 
Co., 2909 Indiana Ave., Chicago 16. The 
mirrors are available in five head styles 
and two types of mounting brackets sup- 
plied on heavy, tubular-steel housings with 
telescopic adjustment from 13 to 27%, 


in pictures, diagrams and “how-to-| inches, according to the company. 





|considered a virtual 


For Auto Sport 

WASHINGTON.—Approval for 
an auto-racing Hall of Fame is 
certainty at 
the Dec. 3 meeting of the American 
Automobile Assn. contest board, ac- 
cording to James H. Lamb; board 
secretary. 

Proposed location of the hall was 
not revealed by Lamb, but he said 
it was neither Indianapolis nor 


Washington. 
“I feel sure,” Lamb said, “the 
race fans of the nation will be 


pleased at the choice. The board 
has gone into this project carefully 
and has produced an ideal location 
to honor the men whose deeds and 
accomplishments aided greatly the 
advancement of the automobile.” 

Board members Ray Sherman, of 
New York; A. C. Pillsbury, of Bev- 
erly Hills, Calif., and J. E. Schipper, 
of Detroit, worked on the Hall of 
Fame project for three years, Lamb 
said. 

The contest board also will ap- 
prove a 1953 racing schedule, and 
act on rules and suspensions. 































Perfect 
Circle 


ans 


Customer 
satisfaction 


When you can promise your customers double life for their 
cylinders, pistons and rings . . . when you can assure them 
sustained power and new oil economy for thousands of extra 
miles . . . then you can count on complete customer satis- 
faction! 


Perfect Circle’s new 2-in-1 Set, with its solid chrome plat- 
ing on both top compression ring and oil ring rails, resists 
wear under the severest operating conditions—protects 
pistons and cylinder walls from scuffing and scoring. 


And, in addition, two expander springs— NORMAL PRESSURE 
and HiPRESSURE—are packed with every Chrome Oil Ring, 
allowing the installing mechanic to choose the spring pres- 
sure best suited to each engine after he looks at the cylinders. 


Mechanics and motorists both like the feel of an engine 
equipped with 2-in-1—instantly responsive, eager to go, 
with no tedious break-in period. Get the whole story from 
your Perfect Circle Representative, or write Perfect Circle 
Corporation, Hagerstown, Indiana. 


SOLID CHROME PROTECTS THESE WEARING SURFACES. 
CHOICE OF EXPANDER SPRINGS WITH EVERY OIL RING. 


PISTON 
RINGS 


Lhe Standard of Comparison 
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From men who must know used car ve 














HO knows best the resale value of auto- 

mobiles—of all makes and models? The 
men who make their living out of used cars 
alone—the used car dealers and auctioneers. 
That is why it is so significant that they rate 
the Rambler “tops”—and prove it by the 
prices they pay to get used Ramblers. 


There’s a reason behind this success story! 
No other car in the compact car field is so 
smartly custom...no other with Airflyte 
Construction to keep it like new for years to 
come...no other with its dash and verve, its 
handling and parking ease, its record gasoline 
economy. 

No wonder this new idea in cars has scored 
such an unprecedented success. 


As a new car it’s the smart choice of Ameri- 
ca’s smartest people. And when its first owner 
reluctantly passes it on, it’s the top dollar car 
“all over the lot”. 
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“ENTHUSIASTIC... 





Only last week ... my company placed a three- 
inch display “‘wanted to buy” ad in both papers, 
requesting specifically Nash Ramblers of any 
body style and offering a good price. We were 
unable to buy a single car from those ads, 
although we have been successful in the past in 
buying other models in that manner. Please forgive 
me if I seem too enthusiastic about the Rambler, 
but my personal experience with it has been ex- 
cellent.”’—James C. Downina, President, Downing 
Motors Inc., Atlanta, Georgia. 


“ALWAYS IN DEMAND 


We operate one of the largest dealers wholesale 
auctions in the world . . . and among the used car 
dealers the Nash line is always in demand. The 
only complaint we have is that we don’t receive 
enough Nash Ramblers at our auction, because 
when the people finally drive a Rambler they do 
not seem to want to part with it.”—CHARLEs E. 
Wirtts, Witts’ Auto Auction Co., Decatur, Illinois. 


“FASTEST MOVING 


We have been impressed with the demand for the 
Nash Rambler as they have been auctioned here 
with us. We rate it as the fastest moving light car 
in this market.”—R. H. Furr, Partner, Lubbock 
Auto Auction, Lubbock, Texas. 


““ASTOUNDED 


We have been in the Used Car business in St. 
Louis 36 years, and am astounded at the public 
acceptance of all light automobiles, but especially 
the Rambler—we receive calls all over the United 
States and immediately upon securing one of 
these units you can be sure it will be sold in one 
day. We find that we can come closer to receiving 
the ceiling price on a Rambler than any car we 
handle.”-—JosEPH NeEsseR, Jos. Nesser Motors, 
Inc., Maplewood, Missouri. 





“JUMPED IN POPULARITY... 


. .. The Nash Rambler has jumped in popularity 
by leaps and bounds. Our only trouble is securing 
units of this type for auction.” —WILLIAM Mc- 
CRACKEN, St. Louis Auction Barn, St. Louis, Mo. 


“HOTTEST... 


I am writing to inform you of the splendid success 
we have enjoyed with your Nash Airflyte line in 
our weekly Auto Auction. I am happy to tell you 
that your Nash Rambler demands top dollar 
every week... and... Used Car Dealers .. . tell 
me that your Rambler is the “hottest” car on their 
Used Car Lots.” —MANNyY WEISER, Partner, O. K. 
Auto Auction, Cleveland 15, Ohio. 


“PHENOMENAL... 

Our experience in the wholesaling of automobiles 
indicates a marked rise in the popularity and 
acceptance of the Nash Rambler. Our volume 
practically triples anything in the United States 
. . . and we cannot help notice and observe that 
this trend in the Nash Rambler. . . is phenomenal!” 
—J.C. CLANTON, Clanton’s Auto Auction Sales, 
Darlington, South Carolina. 


“TOP DOLLAR... 

The Nash Rambler is bringing top dollar consist- 
ently at our used car auction . . . this high-quality 
car has been so well accepted by the public.” — 
ARCHIE MCCLELLAND, Auctioneer, H. C. Turney 
Auto Sales, Akron, Ohio. 


“BEST SELLER... 

The Nash Rambler is one of the best sellers in its 
price class, and the used resale value is very high.” 
—A. L. PoLttock, Auto Dealers Auction, Oak- 
land, California. 
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THE AMBASSADOR. THE STATESMAN 


THE RAMBLER 


Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Michigan 
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Weight Saving Set at 47% by Alcoa... | 
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Bigger Loads Seen 
In Aluminum Parts 


PITTSBURGH. — Two Aluminum 
Co. of America transportation ex- 
perts told automotive engineers 
here that they could add as much 
as 3,000 pounds to the legal pay- 
loads of their trucks and tractors 





Towne Named Tex. Dealer 


For Clark Fork Trucks 


BATTLE CREEK, Mich.—Clark 
Equipment Co. has announced the 
appointment of Towne Industrial 
Equipment Co., Inc., of Dallas, as 
dealer for 129 Texas counties. 

Clark produces materials - han- 
dling equipment in the line of fork- 
lift trucks, industrial towing trac- 
tors and battery-powered hand 
trucks. 

The Towne company, at 1410 S. 
Akard St., in Dallas, is headed by 
Fred T. Towne. Ernest Taylor jr. 
is sales manager. 


through maximum use of aluminum 
and magnesium alloys. 

E. P. White and C. L. Burton, 
addressing a Society of Automo- 
tive Engineers national transpor- 
tation and maintenance meeting, 
listed possible weight savings 
that totaled 47 percent. 

They said that as much as 400 
pounds could be saved simply by 
using forged aluminum disk wheels 
—an application they said was al- 
ready widely accepted. 


A tandem rear axle can be 640 
pounds lighter when all parts are 
made from aluminum, White and 
Burton claimed. Aluminum frame 
rails can save another 420 pounds, 
they said. 

Use of aluminum and magne- 
sium is mounting steadily among 
truck and tractor makers, the 
Alcoa engineers said. 

By major components, their list- 









sign engineers select Hyatt Roller Bearings 


to solve a variety of anti-friction problems. 


Hyatt Quiet Roller Bearings are preferred 
for their design, quality, precision and ease 


of assembly. They can always be depended 


on to do the assigned job. 


Hyatt better bearings are made in a wide 
range of sizes and types, each designed for 
specific operating conditions. Hyatt Bear- 
ings Division, General Motors Corporation, 


Harrison, New Jersey; Detroit, Michigan. 


OU’LL find the proof in the millions 


of cars, trucks and buses for which de- 








Special End 


Gates for Plane Plant— 





Gar Wood elevating tail gates with specially designed roller assemblies are being 
used by Consolidated Vultee Aircraft Corp., San Diego, Calif., to transfer heavy but 
delicate armament equipment from cribs to airplane. The roller assembly on flat-bed 
trucks has been designed so that the pallets can be easily lifted by hydraulic power 


and rolled from the lift gate onto the truck bed. 


ing of possible weight savings in- 
cluded: Cab—steel, 868 pounds; 
aluminum, 429 pounds; saving, 439 
pounds (50.6 percent). Chassis— 


steel, 4,531 pounds; aluminum, 2,- 
550 pounds; savings, 1,981 pounds 


HYATT 






STRAIGHT CYLINDRICAL 
ROLLER BEARING 


Automotive 


Applications 
the Preferred 


Roller 
Bearings 
are 


HYATTS 


(43.7 percent). Engine and accesso- 
ries—steel, 1,550 pounds; aluminum, 
700 pounds; saving, 850 pounds (54.8 
percent). Grand total—steel, 6,949 
pounds; aluminum, 3,679 pounds; 
saving, 3,270 pounds (47 percent). 














HYATT ROLLER BEARINGS 





‘Trucker Charter’ 


VANCOUVER, B. C. — Harry 
Johnston, of West Vancouver, has 
been elected president of the Auto- 
motive Transport Assn. of British 
Columbia. He succeeds Aubrey 
Gross. Gordon C. Palmer was re- 
elected vice-president, and F. H. 
Cottrell, treasurer. 

Directors are K. W. Macdonald, 
Keith Jackson and T. D. Smith, of 
Vancouver; Sid Smith, of Quesnel; 
W. Motion, of Nelson; Ben Mc- 
Grath, of Chilliwack; P. L. Rich- 
ardson, of New Westminster; R. 
Jordan, of Port Alberni, and J. 
Scoular of Victoria. 

The organization held its annual 
meeting in Vancouver, with over 
250 delegates in attendance. Harry 
V. Roberts was general chairman 
in charge of convention arrange- 
ments. 

The association warned the Pro- 
vincial Government not to meddle 
with the 13-year-old Motor Carrier 
Act, which was called the “truck- 
ers’ charter.” It has been rumored 
that the Government was consid- 
ering letting the law lapse. 

A convention resolution expressed 
belief that any such action by the 
Government would result in chaos 
for manufacturers, retailers, whole- 
salers, shippers and employes. 

Johnston told the delegates that 
the industry’s situation was seri- 
ous, because it would continue to 
pay higher costs but had reached 
its peak in increased rates. 

The Government’s attitude to- 
ward the future of the trucking 
industry and license practices were 
criticized by George Parrott, gen- 
eral manager of Vancouver Island 
Coach Lines, and M. D. MeNair, 
of Penticton. 

Gross recommended revamping 
of the association by creating divi- 
sions for city cartage, lumber and 
logging, livestock hauling, fish and 
fruit hauling, and long-distance 
moving. 


Canada Bus Sales 
Rise for Month 


OTTAWA.—‘Sales of buses in 
Canada last September increased to 
105 units against 60 units in Sep- 
tember, 1951, according to a Ca- 
nadian Government report. 

Sales included 81 buses in Quebec 
against 16 last year, and seven in 
Ontario against 36 the previous 
year. 


E & L Transport Rewards 


121 Drivers for Safety 


DEARBORN, Mich. — Safe - driv- 
ing awards were presented recently 
to 121 drivers of the E & L Trans- 
port Co. by President Lloyd Law- 
son. The drivers have chalked up 
17 million miles on American high- 
ways without a serious accident. 

The top awards went to Ben 
Branaman and Leo A. McNamara, 
with six and 12-year safe-driving 
records, respectively. 


Buffalo Association Adds 
Three New Members 


Three new members have been 
accepted by the Buffalo Automo- 
bile Dealers Assn. 

They are Maier-Schile GMC, 
Inc., 21 E. Jewett Ave., Buffalo; 
Auto Land, Inc., 1349 Main St. 
Buffalo, and Union Sales & Serv- 
ice, South Union Rd., Cheek- 


towaga. 
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Dealer Business Counsel 


Company-Owned and Maintained Demonstrators 
Best Guarantee for Sales Results 


By J. B. Van Tassel 
Dealer Business Consultant 
HAVE received many inquiries 
lately about demonstrator own- 
rship: The recent trend has been 
o sell a new car to the salesman 
so he may use it personally as 
well as a com- 
pany demonstra- 
tor. From my 
past experience, I 
have decided that 
this is not the 
best plan. 

I can remem- 
ber when, a few 
years. back, I 
made a_ survey 
of demonstrators 
in some 200 deal- 
erships. In one 
place, I asked to see a demonstra- 
tor and was told that the salesmen 
owned the demonstrators and that 
one of them was due back any min- 
ute 

When this salesman finally drove 
up, he was in quite a hurry to get 
away for a demonstration else- 
where. I told him it would only 
take me a few minutes to make 
the check. So we walked to the 
curb to look at the car. 

Here is what I found: Some wom- 
en’s garments, hair pins, a hole in 
the windshield, muddy wheels, a 
big dent in the front fender and 
some unmentionable items under 
the seat. 





J. B. Van Tassel 


* + * 


Ruined Sales 


ANY sales have been lost be- 
cause the demonstrator was in 
poor condition as a result of negli- 
gence on the part of the salesman. 
Where the company owns the car, 
it can control the appearance and 
maintenance of the demonstrator at 
all times. 

I believe that a salesman 
should be permitted to use the 
ear occasionally for his personal 
needs, but it should be subject 
to regular inspections, lubrica- 
tion, washing and everything else 
that is necessary to keep it in 
top running condition. 


If the demonstrator is owned by | 


S. F. Dealers List 
Committees for 


Show in March 


SAN FRANCISCO. — Hilary T. 
Martin, resident-manager of Earle 
C. Anthony, Inc., northern Califor- 
nia Packard distributor, has been 
named general show committee 
chairman of the 1953 auto show 
planned by the Motor Car Dealers 
Assn. of San Francisco for March 
21-29, according to William B. 
James, association president. 

The following committee appoint- 
ments also have been announced: 

Robert A. Waters sr., of James F. 
Waters, Inc. (DeSoto - Plymouth), 
was named chairman of the budget 
and finance committee. His com- 
mittee is comprised of James W. 
McAlister (Chrysler-Plymouth); J. 
L. Glikbarg (Studebaker); Al 
Schlesinger, of S. & C. Motors 
(Ford); Walter W. Lytle (Buick), 
and William L. Hughson (Ford). 

This committee will also assist 
Amos T. Crowl, association man- 
ager, who was named floor-space 
committee chairman. 

M. S. Lester, manager of the 
Cadillac Motor Car division, is 
chairman of the entertainment and 
decorations committee. Members 
are E. E. Lowery, of Van Etta Mo- 
tors (Lincoln-Mercury); J. E. 
French (Dodge-Plymouth), and Don 
Gilmore (Chevrolet). 

Earle C. Dahlem, partner-man- 
ager of William L. Hughson Co. 
(Ford), will handle advertising and 
publicity. 

Les Vogel (Chevrolet) will direct 
the concessions and be assisted by 
Ted O’Day, of George Daniels Pon- 
tiac. 





William U. Remensperger (Buick) 


is chairman of the program com- 
mittee and will be aided by John 
W. Allen (DeSoto-Plymouth). 
Chairman of ticket sales is Roger 
Boas (Pontiac), assisted by Ellis 
Brooks (Hudson) and Al Muirhead, 
of Lesher-Muirhead (Oldsmobile). 


the salesman, there should be a} 
stipulation whereby the car will be} 
periodically inspected and properly 
maintained. Without such an under- | 
standing, the dealer and the sales- | 





Car’s Speed Impresses 
Buyer but Not Court 


CENTRAL FALLS, R. L — A 
car demonstration was blamed 
by a Warwick salesman for his 
appearance in District Court 
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here on a speeding charge. 

Edgar J. Richard, of Oakland, 
was fined $10 and costs after 
pleading guilty. He was clocked 
by a state trooper at 60 to 70 
miles an hour. 

Richard told the court he was 
demonstrating a 1953 model to a 
prospect and didn’t realize how 
fast he was going. 

(P.S. The demonstration 
clinched the sale.) 
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Signal-Stat Class A—Type 1 Signal Lamps. Approved 
and legal in all 48 states and District of Columbia. 


Signal-Stat Class A— 
ments. Open illuminated lens area exceeds 14 square inches. 
Parabolic aluminum reflectors and scientifically fluted Lucite molded 
lenses combine to create a beamed pattern of light which minimizes 








No. 6S Semi-fush Type 


Sifely wherever you Tarn 





20 


and time in, together with the name 
and address of the sales prospect. 
+ + + 


Competition Back 


E ARE once again getting back 
in the business of selling cars. 
Only a few weeks ago, at the con- 
vention of the National Used Car 
Dealers Assn., it was stated that 
the force of the buyer’s market had 
already hit the used-car business. 
The demonstration is one of the 
best selling tools in our business 
when we have to sell competitive- 
ly. However, in the past few 
years, demonstrators have prob- 
ably been used more for pleasure 
than for business. 


My most recent survey of ex- 
penses shows that demonstrator ex- 
penses average approximately 0.18 
percent of total sales volume. 

I think that the company-owned 
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Singing Team Helps Plug Packard— 

The Honey Dreamers, professional singing group, were part of a show which Pack- demonstrator, maintained under a 
ard took on the road to help introduce its 1953 line of cars. The entertainers used carefully laid plan, is one way to 
special material to tell in song the Packard sales story for 1953 to more than 3,500 keep this expense down and, at the 
dealers and salesmen. same time, get maximum "results 
from the demonstrator. 

(Any questions you may have 
concerning business management 
will be answered gladly by J. B. 
Van Tassel, care of AvTOMOTIVE 
News.) 





When a company-owned car is tak- 
en out, a trip slip should be made 
out and approved by the sales man- 
ager before the car is released. 
This slip should show the time out 


man run the risk of losing a lot 
of business. 

If the company owns the demon- 
strator, there should be a check-in 
and check-out system of control. 


NIE LENG le Olea aar LS 
make an important contribution 
accident prevention and promote 
Safe driving habits. What's more 
they are signaleered* to meet the 


lacs of 


+ 


Specific requirements of each c 
vehicles. Complete sets are 
furnished with flasher and the 
famous Signal-Stat F-700 Burnout 
proof Switch. And a full range of 
individual lamps and switches makes 
t possible to meet the specific 
requirements of any commercia 


phicl 
venicle 


glare and assures maximum visibility night or day under any 
conditions. 


*Signal-Stat Signals are signaleered. They combine the best in 
material, engineering, design, and construction—are shockproof, 
rustproof, tested, and approved. Illustrated catalog available 
on request. 


Type 1 Signal Lamps exceed SAE require- 






No. 8 Double Face: 


One lens amber; other lens red 





No. 7X Single Face Flat Back No. 7 Single Face No. 6 Flange (flush) Type 


Be sure to get the story of the Signal-Stat “‘Sigflare” —the directional signal switch for passen- 
ger cars that flashes all four signals at one time to create a safety zone around a disabled car. 


EVRA TSU 


CORPORATION 


Signal-Stat Bldg., 523-539 Kent Ave. 
Brooklyn 11, N.Y. 








30 
Highways & Safety ... 
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Freak Accidents Put 
Grin in Grim Year 


By Ed Janicki 
Staff Writer 


MOTORIST was driving along 

a highway recently when he 
heard a thump on the roof of his 
auto. 

You can imagine how astonished 
he was when he climbed out of the 
car to see what 
caused the thump 
and found it was 
a pair of airplane 
wheels. The air- 
plane was still at- 
tached to them. 

In Denver, a 
1,300 - pound cow 
fleeing from two cowboys leaped off 
an overpass and landed kerplunk 
on the roof of a passing car. Casu- 
alties: One dead cow, two fright- 
ened people and a battered car. 


These were but a few of the 
freak traffic accidents that have 
happened throughout the country 
in the last 12 months, sounding 
a humorous note in the generally 
grim traffic situation. 

And for those who are upset bv 
a feeling that “things aren’t what 
they used to be,” the National 
Safety Council has this reassuring 
word: “Unusual accidents are go- 
ing on just as usual.” 

The council’s annual roundup of 
freak accidents shows that in 1952 
animals were still causing traffic 
accidents and safety experts were 
still getting hurt doing what they 
tell other people not to do. 

* * ® 


Perennial Bee on Hand 
NYWAY, Pilot Joe Wardle. of 
Salt Lake Citv. is glad at the 

way his forced landing on top of 

a car turned out. 

Wardle had been heading for 
an emergency landing when his 
engine conked out. He felt the 
wheels hit and sat there waiting 
for the plane to stop rolling. Then 
he met the motorist. 

Each year a bumblebee cracks 
up at least one auto. This year it 
havpened in Nevada. The driver 
did what came naturally when the 
bee flew into the car. He swung 
at it, forgot to steer. and the car 
flipped over three times. 

* 2 © 
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Auto Pedestrian’s Victim 


EDESTRIANS aren’t always vic- 

tims of autos. Autos sometimes 
become victims of pedestrians. A 
driver in Atlantic City whose car 
tangled with a 240-pound pedestrian 
can vouch to that. 


The pedestrian just laughed it 
off when he “crashed” into an 
auto after he walked through a 
red light. He helped the driver 
push the car to a garage, where 
a mechanic estimated it would 
cost $300 to fix up the bashed-in 
radiator. 


A pedestrian in Portland. Ore., 





wasn’t as cordial. He skipped away | 
after he smacked into a car and | 
demolished the radio antenna. 

It is probable that no one has 
ever seen a train go past from a} 
closer vantage point than George 
Thomas, of Jeffersonville, Ind. | 
Thomas’ car stalled on a railroad | 
track just as a speeding train came 
bearing down on him. 

The train struck his car at 65) 
miles an hour, shearing off the | 
entire front of the auto clean as | 
a whistle. It didn’t do a thing to} 
the car, from the windshield back. | 
Neither to Thomas. 


. * + 


Dynamite Proves a Dud 


OBERT MOSS, of Brockton, 
Mass., had one consolation when 


| 


Goodyear to Be Cited 


A national public relations award 
will be presented in Washington 
March 1 to Goodyear Tire & Rubber 
Co. for the firm’s contribution to 
transportation through its cam- 
paign for better roads, it is an- 
nounced by the American Public 
Relations Assn. 


his truck ripped through nine high- 
way posts, rolled over on its side 
and lay there quietly. The truck 
was loaded with dynamite. 

On a highway near Meridian, 
Miss., a woman saw something 
fall from a station wagon travel- 
ing ahead of her. She picked it 
up and chased the station wagon 
in her car for 15 miles. The peo- 
ple in the station wagon indeed 
were glad to get the object back 
unharmed. It was their two- 
year-old son! 

Yes, things were still pretty nor- 
mal in the odd-accident world. In 
fact, the only tried-and-true mem- 
ber of the freak cast who failed 
to get into the act as usual was 
the perennial field mouse which 
each year meanders out of a field, 
climbs into an auto and proceeds to 
scare the daylights out of a woman 
driver. 








Portland Dealers See Chrysler Show— 


Chrysler Corp. dealers in Pori'and, Ore., were sponsors of the company's “New 
Worlds in Engineering" exhibition in that city. Seated in the front seat of the C-200, 
which was a feature of the exhibit, are (from left) Joe Fisher, of Joe Fisher, Inc. 
(Dodge-Plymouth); Lois Pope, Portland model, and Roy Burnett jr., of Roy Burnett Co. 
(DeSoto-Plymouth), who was general chairman of the show. Seated in the rear are 
Rudy Taggersell, of R. T. Motors (Chrysler-Plymouth); Hoyt Tarola, of Ralph-Hoyt Co. 
(Chrysler-Plymouth), and A. H. Alexander, of Alexander Motors (DeSoto-Plymouth). 








Canadians Plan 
Drive for Uniform 
Highway Signs 

The Canadian Automotive Trans- 
port Assn. plans a nationwide cam- 
paign to obtain uniform traffic 
signs along the country’s highways 


Camille Archambault, general sec- 
retary, has announced. 


Archambault made the announce- 
ment following his return from 
Paris, where he attended the 
French Trucking Federation con- 
vention, with Guy Lefebvre, -of 
Montreal, an official of the Quebec 
Automotive Transport Assn. 


Archambault said that European 
highway signs were “identical 
wherever one traveled on the con- 
tinent.” 


“These conventional signs would 
be useful in Canada, where there 
is now so much _interprovince 
transit,” he said. “However, they 
would be particularly useful in 
Montreal, where two languages are 
constantly in use.” 








The back pages of every issue of AUTO 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO 
MOTIVE NEWS WANT ADS! Are you? 
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Dealer Doings 


association, and C. E. (Bud) 
Ferguson Motor Co. (Chrysler-| Brents, of Lebanon, chairman of 
|Plymouth) and will operate the| the association’s safety commit- 
| business as Hogan Motor Co. at! tee. 

| 290 S. Sam Houston St., San Bonito, * . »s 


| Tex. 
igo: me Johns Succeeds Barnes 


| Harvey Johns, Elmore, O., has 
taken over the Barnes Motor Sales 





Lyle Hogan has purchased the 





| Keyser Brothers Assume 


Deal in Mt. Morris, N. Y. Bldg. and will reopen as the Har- 
James M. and William J. Keyser | VY Johns Buick Co. His son, Ed- 
now operate the former M & | ward, will be associated in the 


Motors, of Mt. Morris, N. Y., as | usiness. 
Keyser Chevrolet. The brothers | 


* * * 
were partners eight years in the| 
used-car business in Batavia, N. Y. Celebrates 30 


; . ai * * * oe 
| Hudson Dealer Ties In with Ala. Grid Team— 19th Kentucky Firm Lends Blatt Opens Building 
| Deloach Motors (Hudson), Tuscaloosa, Ala., stationed this Hornet in front of the Car for Driver Trainin To Mark Event 
University of Alabama stadium, and the girls distributed more than 8,000 copies of 8 T. B. Blatt, of Milford, Va., ob- 
the ‘Bama Spirit in two weeks. The pamphlet, containing Crimson Tide songs and In furnishing a car to a Louis- | served his 30th year as an automo- 


ville high school, Montgomery 


athletic cheers, had the above picture on the cover. 
P Auto Co., Louisville, became the 


bile dealer by holding a formal 
opening of his new Chevrolet-Olds- 


‘ ; Soto - Plymouth), Milwaukee, to| 19th member of the Kentucky 

stone Acquires Interest Frank Stone, formerly of Denver. Automobile Dealers Assn. to take | ™0bile showrooms. 

In Wis. San-Chez Deal Stone, who formerly operated| active part in the state’s driver- The new building of white stucco 
Belmont San-Chez, owner of a|Chevrolet and Pontiac dealerships| training program. is built beside and connected with 

nationwide chain of auto dealer-|/in Tennessee and Texas, will be Among leaders in the move- | the original garage. The front is of 

ships, has announced the sale of an| president and general manager of | ment have been Orville R. Har- | modernistic circular design and en- 

interest in San-Chez Motors (De-|the Milwaukee dealership. rod, Frankfort, president of the |tirely plate glass. The interior is in 








in @ cave 


> under water 
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! Helps Hold Farm Income at a High, Steady Level! 


You’ve seen it many times before. Not quite as close, perhaps, but almost. For we venture 
that you’ve often enjoyed this vegetable at the dining table. 


Although broccoli is not a big crop, it’s a valuable one, and an example of the 
unusually wide variety of products Ohio farmers market to keep their income high, and 
steady, all through the year. 


The year-around farm prosperity in this top-third state makes it one of the richest 
markets for the products you sell. And, there’s an easy, economical, effective way to 
reach 3 out of 4 farm families twice each month — through THE OHIO FARMER! 


There’s another advantage. Your advertising message is carried in a publication that 
tailors the local, state and national news to the Ohio farmer’s current interests. That 
means exceptionally high readership. 


Ic will pay you to analyze the market in two neighboring states, also — Pennsylvania 
and Michigan — both with a similar crop diversification, income and buying pattern, 
and served by PENNSYLVANIA FARMER and MICHIGAN FARMER. We'll be happy 

a | to give you the full facts. Write to T1013 Rockwell Avenue, Cleveland, Ohio. 














Cleveland, Ohio 






Two other rich farm states matching Ohio's steady farm income are Michigan and 
Pennsylvania — served by MICHIGAN FARMER and PENNSYLVANIA FARMER. 





oS 


Michigan Farmer, East Lansing, Mich. 








Pennsylvania Farmer, Harrisburg, Pa. 
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knotty pine with a tile floor and 
flourescent lighting. 

Blatt entered the automobile re- 
pair business in 1919 with the late 
John Livermon. 

* + * 


Trucks Lent to Chest Appeal 


By Wilkes-Barre Dealers 


Three Wilkes-Barre (Pa.) auto 
dealers donated trucks for a Red 
Feather caravan to carry the Com- 
munity Chest message to all parts 
of Wyoming Valley. 

The gaily decorated floats went 
on a two-week tour of the valley 
area. The cooperating dealers were 
City Chevrolet Co., General Auto- 
mobile Co. and Bonner Chevro- 
let Co. , « & 


Shute Heads K-F Dealers 


In West Pennsylvania 


Thomas M. Shute, owner of 
Foster Motor Sales, Altoona, Pa., 
is the new president of the Kai- 
ser-Frazer Dealers of Western 
Pennsylvania. 

George George, of Uniontown, 
was elected vice-president; Bar- 
ney Smith, of Pittsburgh, re- 
elected secretary, and Frank 
Impartore, of Canonsburg, re- 
elected treasurer. 

Directors are Russell Bonar- 
rigo, of Indiana; James Giannelli, 
of Greensburg; Metro Melonic, of 
Ambridge; Joseph Lombardo, of 
New Kensington, and Frank 
Langer, of West View. 

a7 s = 


Rudd Appoints Bell 


Robert E. Rudd, owner of Rudd 
Buick, San Francisco, announces 
the appointment of J. P. Bell as 
service manager, succeeding Jack 
Nichol, named to the sales depart- 
ment. 

* * 


Marchbanks Motors 


Ray Marchbanks Motors, Rosen- 
berg, Tex., has been incorporated, 
with capital stock listed at $10,000, 
by Ray Marchbanks, Edith Butler 
Marchbanks and W. D. Carter. 


* * * 


Lukens Buys Out Yost 
Paul E. Lukens, Lowell, O., has 
purchased Yost Motor Sales at 
151 Front St. He will handle Hud- 
son, The plant will be remodeled. 
Paul A. Yost, former owner, will 
continue to handle Federal trucks. 


Mulherns Add Pontiac 


W. R. and R. E. Mulhern, Mc- 
Pherson, Kans., have been granted 
the Pontiac franchise in that area. 
Name of the firm is Mulhern Pon- 
tiac-Cadillac Co., located at 318 N. 
Main. 


* * * 


DiBello Retires After 25 Yrs.; 


Waite Buys Pontiac Deal 

Gaston DiBello, of Buffalo, has 
sold his Pontiac dealership to Dave 
Waite Pontiac, Inc. DiBello intends 
to retire after 25 years in the auto- 
mobile business. 

The new firm is headed by David 
E. Waite, formerly a Buick dealer 
in Detroit. 

n - * 


Rayl Ups Duckworth 
John Duckworth is the new sales 
manager for the Rayl Motor Co. 
(Pontiac), 318 N. Buckeye S&t., 
Kokomo, Ind. He has been an auto 


salesman in Kokomo since 1930. 
* * ~ 


Takes on Chrysler 


Sam Miller Motors, Inc., 5436 
Troost, Kansas City, is a new 
Chrysler-Plymouth dealer. 

© + * 


Willys Names Wagner 
Wagner-Willys Sales, 1112 E. 
Morgan St., Kokomo, Ind., is the 
new Willys dealer for that area. 
Bill Smith has been named to 


head the agency. 
* 7 


Rachal-Hopper Appoints 

New additions to the staff of 
Rachal-Hopper Motors, Robstown, 
Tex., formerly known as_ Robs- 
town’s Motors Co., have been an- 
nounced by. D. C. Rachal and C. F. 
Hopper, the new owners. In addi- 
tion to Eugene Turner, who op- 
erated the dealership with his fa- 
ther and brother and who will 
remain with the company, Billy 
Rainey, formerly of Kingsville, will 
be in the sales division, and Jack 
Hood, formerly associated with 
Central Power & Light Co. in Cor- 
pus Christi, will be office and credit 
manager. 


















Detroit Lions Buy Oldsmobiles— 


Here's a lineup of the Detroit Lions professional football team which recently took 
delivery on Oldsmobiles from Art Quantrell Motor Co., Wyandotte, Mich. From left 
are Quantrell, Jack Christianson, Jim Martin, Bill Swiaccki, Yale Lary, Dick Stanfel, 
Bob Miller, Jim Hardy and Jim Hill. Cloyce Box, Pat Harder, Doak Walker and George 
Summerall did not appear for the picture because of injuries. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


automotive industry, every week throughout the year. 
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1 | But Dealers Should Remind Customers on Care. . . 


Today’s Cars Take Cold in Stride 


| 

| PITTSBURGH. 
| oughbred” automobiles will deliver 
| far better winter performance than 
|their prewar cousins—but like the 


| |thoroughbreds of the track, they 


| 


need first-class care for first-class 
results. 

That is the reminder to service 
managers from R. J. S. Pigott, 
president of the American Society 
of Mechanical Engineers and past 
president of the Society of Auto- 
motive Engineers. 

Pigott, engineering director of 
Gulf Oil laboratories, said dealers 
and their mechanics do customers 
a favor when they point out that 
preparing a car for cold weather 
calls for a lot more than a few 
quarts of anti-freeze. 

“Today’s automobile can be lik- 
ened to a thoroughbred race horse,” 
he said. “It has got more stamina 
and speed than older cars. But be- 
cause it is more scientifically and 
accurately designed, to closer tol- 


| conditioning to show peak form. 


| “The basic fact is that higher 
|horsepower is being produced in 
| less space in the modern than in 
the old engine. This means operat- 
ing conditions are more severe, and 
variations from operating require- 
ments set by manufacturers are 
likely to cause more trouble. 
Many owners do not insist on 
needed cold-weather adjustments 
because they do not know what to 
specify, Pigott said. He recom- 
mended that nine major steps be 


Fla. Sets Dates 
For 53 Parley 


ORLANDO, Fla.—Walter C. Mal- 
lory, general manager of the Flor- 
ida Automobile Dealers Assn., an- 
nounces that the 1953 annual con- 
vention will be held Oct. 25-27 at 
the Sheraton Beach Hotel in Day- 
tona Beach. 





Completely new DUCO Primer Surfacer turns 


jobs. 


ing or flaking, 
conditions. 


give arich, beautiful gloss 
to top coats. 


out jobs fast, trouble-free, and more UNIFORM 


These 6 big improvements are now built 
into brand-new DUCO Primer Surfacer: 


REMARKABLE STABILITY 


... Less settling, both reduced and un- 
reduced, means better, more uniform 


EASIER SANDING... 


Primer Surfacer sands 
wet or dry 30 minutes 
after application 
makes jobs move fast. 


e HIGHCOLORHOLD-OUT 


. Primer Surfacer helps 


GREAT ADHESION and 


FLEXIBILITY . . . It resists chipping, peel- 


even under the worst 


« ECONOMY... 


Primer Surfacer contains high solids 
that fill file marks and pits quickly, 
with less material. 

Order new Du Pont DUCO Primer 
Surfacer today! 


E. |. du Pont de Nemours & Co. (inc.) 
Refinish Sales, Wilmington 98, Delaware 


846. u. 5 par Ore 


080% AmwnsIver3sarsyz 
BETTER THINGS FOR BETTER LIVING 


++ +» THROUGH CHEMISTRY 


Postwar “thor-|erances, it must have race-horse|suggested to customers, to insure 


him full winter benefits without 
penalties from his modern engine. 
These steps: 

1. Check the automatic choke for 
proper operation. Unlike the old 
manual choke, many automatics 
get out of adjustment without the 
driver knowing it. This can mean 
poor starting and warm-up. 

2. Make sure the carburetor is 
adjusted to give proper idle speed. 
This is a must if the car has an 
automatic transmission. See also 
that spark advance is adjusted for 
extra winter demands. Improper 
spark timing will lessen efficiency 
and result in a loss of power and 
gasoline mileage. 

3. Have battery and _ electrical 
system, including distributor, spark 
plugs, coil and condenser, tested. 
This is basic starting insurance. 
The battery particularly is adverse- 
ly affected by cold—and will likely 
give trouble if weak. 

4. Have your cooling system 
thermostat operation tested. A ther- 
mostat stuck open makes the en- 
gine run cold, prevents proper car- 
heater operation, and aggravates 
moisture condensation in the crank- 
case, causing sludge; if stuck 
closed, it can cause overheating. 

5. Another handicap to proper 
temperature control comes from 
sticking of the thermostatically 
controlled carburetor heat control 
valve. Probably 25 to 50 percent of 
these controls are not working, pro- 
longing warm-up and causing stall- 
ing. 

6. Winter intensifies lubrication 
problems, so changing oil each 
month or at least every 1,000 miles 
(whichever comes first) is a “must.” 
Reason is that brief winter trips 
fail to warm the motor sufficient- 
ly, diluting and fouling the oil with 
unburned fuel and abnormal water 
condensation, corroding metal. 

7. Use high-detergency oil to 
combat the corrosion cited and also 
the varnish caused by overheating 
oil when bucking through snows. 
A high-detergency oil tends to pre- 
vent sticking of hydraulic valve 
lifters and other parts, and mini- 
mizes contamination damage en- 
countered in winter operation. 

8. Use proper grade of oil for the 
various temperatures encountered. 
Up-to-date service stations keep a 
recommendation chart of this data. 

9. Clean air-cleaner and crank- 
case breather air filter at start of 
season and at least every 2,000 
miles to guard against fly ash, soot 
and other air-borne dirt often more 
prevalent in winter. In dusty areas 
clean at every oil change. 

Mechanics can check all these 
points, Pigott said, with small loss 
of the motorist’s time. If the mod- 
ern car driver is taught to insist 
on including these items in his reg- 
ular winterizing routine, he will 
greatly contribute to his care-free 
winter driving, he said. 


Illinois Seeks Ban 
On 2 Truckers 


CHICAGO. — Suspension for 90 
days of two trucking lines, con- 
victed of overloading, were sought 
in suits filed here in Circuit Court 
by the Illinois attorney general’s 
office. 

Defendants are Central Wiscon- 
sin Motor Transfer Co. and Wilson 
Trucking Co. 

The suit against Central Wiscon- 
sin charges that the company has 
been cited for 37 arrests resulting 
in fines of $1,454 for overloadings 
ranging from 600 to 3,400 pounds 
between Sept. 15, 1951, and July 16 
of this year. 

Six arrests with fines totaling 
$1,185 for overloadings of 480 to 
3,990 pounds between Sept. 10, 1951, 
and last July 31 were listed in the 
Wilson suit. 


Heiman’s All-Glass Bldg. 
An all-glass structure for Harr) 
Heiman, Ine. (Chrysler - Plym- 
outh), at Criskany St. W. and 
Pine St., Utica, N. Y., costing 
$100,000 has been started. A larg< 
building, at 308 Lafayette, now 
occupied by the Heiman organi- 
zation as a used-car center, wili 
be made available for other pur- 
— possibly an office build. 
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OMEWHERE west of Laramie 
there’s a_ broncho - busting, 
steer-roping girl who knows what 


I’m talking about”... That was the 
first line in a well-known advertise- 
ment, written many years ago. Ad- 
vertising people are still talking 
about it ... but I don’t think they 
know exactly why. 

Now I learn through AUTOMOTIVE 
News that a girl who works for 
“Root for Nash, Inc.”, Buffalo... 
Lucy Joan Torrell . . . is success- 
fully applying the same idea to the 
sale of Nash cars. 

Lucy is no pioneer with that 
idea ... nor was the guy who 
wrote that advertisement. The 
idea originated in the Garden of 
Eden when Eve handed the apple 
to Adam and whispered sweetly 
-.. “Take a bite, dear... You 
might learn something.” What 
did Adam learn? He learned that 
Eve needed a new dress ... and 
the “dumb cluck” hasn’t found 
out yet why, when she plans to 
go out in the evening, she fre- 
quently discovers that she hasn’t 
“a decent stitch to wear.” 

That girl Lucy is not only think- 
ing straight, but she knows that a 
woman’s opinion is nearly the last 
word in the purchase of an auto- 
mobile... or anything else that has 
become a necessity in the family 

. except perhaps a man’s clothes 

. and she frequently decides upon 
the color of those. (Sotto voice: 
Never mind, girls I’m not goin’ to 
“spill all the beans.” Go on as you 
have for a million years ... Make 
the guy think he’s makin’ the de- 
cisions. I don’t wanna tip over no 
biological apple cart.) 

> * * 


Still News 

e Automotive News puts a 
headline on the Lucy Story... 

“Old Saw Loses Another Tooth... 

“Auto’s No Longer a Man’s World” 

. . Those guys have vision. 

Says Lucy ... “Women have de- 
veloped a knack for going car shop- 
ping with the same acumen, 
fashion -mindedness and sense of 
value they use in selecting wearing 
apparel that assures them individu- 


ality, a touch of the exclusive, 
fashion rightness, durability and 
quality “...and... this Buffalo 


career woman adds... “women in 
the auto merchandising field have 
that ‘sixth sense’ which enables 
them to reach prospective male cus- 
tomers through women.” 

In the same issue I read that 
Cadillac has passed the 500,000 
mark in a “six-year sales surge” 
.-. Duyuh think women had any- 
thing to do with that? That’s 
nearly half the total sold by 
Cadillac since the company was 
founded 50 years ago. I overheard 
@ woman going down Park Ave. 
the other night, confiding to her 
companion ... “Oh, she’s goin’ to 
marry a wonderful man... He 
owns a Caddilac.” 

In a note from Harvey Campbell, 
executive vice-president of the De- 
troit Board of Commerce, he tells 
me he is about to go over to the 
Detroit Athletic Club for a bath 
and a rub before going to a cock- 
tail party and dinner for Jim 
Nance, new president of Packard 
... and he adds, “There’s another 
history-shaking event. It could be, 
at that.” 

Jevver wonder why it is that one 
product can be made to stand out 
above the crowd? The secret lies, of 
course, in the product itself... in 
the word-of-mouth opinion of its 
owners .. . but always that inde- 
finable something that appeals to 
women. 


Take Jordan 


(TAKE the history of the Jordan, 

for example. Sure, it was an 
assembled car “. .. a term of dis- 
approval among those who didn’t 
know that every car builder bought 
ail the parts he could from the 
other fellow. We bought the best 
parts and fashioned the car so it 
would look to the woman as she 
likes to look to the man who likes 
to look at her. 

Then, we concentrated our ad- 


* x 
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| for years. Why?... 


AUTOMOTIVE NEWS, 


vertising upon her, I think 
women sold the Jordan output 
Because we 
talked about things she under- 
stood... color... style... 
comfort .. . little conveniences 

. and, above all, we sold her 
on the pride of ownership that 
went with the car. She was proud 
to say she drove a Jordan. 

Men just pretended to know the 
difference between an ejector mani- 
fold and an offset crankshaft. She 
didn’t care about those things . 
She was proud of the name and the 
envious eyes of her neighbors. 

With the help of a phalanx of 
bright women like Lucy Joan Tor- 


rell, George Mason can do relatively |! 


the same thing with Nash. I'll 
gamble that 100 well - coached 
women can outsell 100 men in any 
contest you want to organize in the 
automobile business. Why? 
Because the men know too much 
about the business ... know why 
it can’t be done. Let Lucy pick the 
women from those who want to 
work and have to work. Assign one 


to each town of the size of Buffalo| - 


. and tell the world what you are 
doing. You'll be surprised ... 
George . . if you measure the 
publicity alone. Women with Ga- 
zoompah are itching to go places 





The class of '52 has an opening for YOU! 


If you’re a student of sales progress and 
business opportunities then you have already 
marked REO as one of the fastest-growing 
organizations in the trucking industry. 


In product, REO has pioneered a host of 
“*firsts’’ in automotive design, and now fea- 
tures the famed Gold Comet engine, as well 
as a complete line of trucks and tractors 
designed for gasoline, LP Gas, or 


diesel power. 


In sales, REO has doubled its 
volume in one year’s time. 


In promotion, REO stands alone 
with a dynamic program that 
blankets the country. Truck 
operators, manufacturers, and 
haulers everywhere read the 
remarkable story of REO superi- 
ority in national magazines such 
as Life, Saturday Evening Post, 
trade publications, newspapers, 
mailing pieces, and posters. Other 
promotions are sparked by 


ENROLL NOW 





Heads K-F Group— 


The Kaiser - Frazer 
Southern California has 


Assn. of 
elected as_ its 
-| president Fred W. Brandt (right), a partner 


Dealers 


in Brandt & Bryant, Los Angeles. At left is 
Russell Heysell, general manager of K-F's 
Los Angeles division. 


. to do things they know they 
can do. 


* * * 


Remember Amelia? 
HEN Amelia Earhart made that 
solo flight across the Atlantic, 


monthly dealer merchandising kits. 

What does this mean to you? Plenty! If you are 
a go-getter in your community and you want to 
get in on the ground floor of the sweetest deal on 







Free! 


A Framed Copy 


of this privately-printed Diploma 
for your shop or office. Mail your 
request today! 







REO MOTORS, INC., Lansing 20, Michigan 
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someone asked her why she did it 
. . She replied ... “Oh, just to 
prove that a woman could do it.” 
The smartest manager of a de- 
partment store that I know, is a 
woman... the most successful real 
estate sales operator in Westchester 
County is a woman... the best 
copy writer in advertising is a 
woman ...the only employe in my 
office who has money in her purse 
when pay day comes is a secretary. 
They don’t need to know aill 
the mechanical details about a 
car... I never did, and they 
called me a good salesman... 
All that stuff is handled in the 
SERVICE department, and you'll 
notice I put that word in capital 
letters ...That’s where the smart 
dealer is making money today. He 
understands “public relations.” 
Of course ... Lucy... you know 
as well as I do, that a tall, dark, 
handsome salesman of the “old 
school” can be a help with some 
ladies if he only sits ... or stands 
in the background ... and endorses 
what you say ... We can’t change 
this cockeyed world overnight. But 
don’t pay him too much for just 
listening and playing the male role. 


This Certities That Mir 


has satisfactorily completed the pr 


"Y Course; recognices 4 Frame when he 


escribed Elementa; 
“e# One and can spot a classy Chassis 





Diploma 
M.I.T. 


(Meritorious ess of Truckology) 
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al US PROVE 
100% to 200% Absorpt cy 


IN YOUR SERVICE 


We Guarantee 
To Help You 


@ Increase Customer Paid Labor Sales 
@ Prevent broken promises to customers 


@ Give your Service Manager time to 
handle his executive responsibilities 


@ Permit Shop Foreman to devote all time 


to improvement of mechanical work 


@ Bring ALL service operations to 
clock-work precision 


APPROVED BY 
ALL LEADING MOTOR CAR 
MANUFACTURERS 


We have accomplished this for hundreds 
of Motor Car Dealers . . . coast to coast. 


A note on your company letterhead will 
bring all particulars— promptly. 


FLASH-A-CALL 
SERVICE PRODUCTION CONTROL 


1112 South Wabash Avenue 
Dept. AN-29, Chicago 5, Iltnois 






















Vice Dresivent 






€tasae 


Teaserer 







wheels, there’s a place for you now in the REO 
picture. You’ll represent a nationally-respected 
organization with a splendid record of sales and 
engineering achievements. You'll be a leader in 
your community. And you’ll make real money! 


For the full story, send in the handy form 


below. You will also receive a beautifully- 
framed copy of the unique ‘‘ Meritorious Insti- 
tute of Truckology” diploma prepared exclu- 


sively for friends of REO. 


REO MOTORS, INC. 
LANSING 20, MICHIGAN 


Name 


Company 


| Please send me a framed copy of the "M.1.T." 
lutely free, as well as the full story of the future ‘with REO. 


Title. 
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Max Hofmann, manager of Wau- 
kesha Motor Western, Ltd., which | 
transacts Waukesha Motor Co. | 
sales in the western hemisphere, 
has been awarded an _ honorary 
membership in the Asociacion Mex- 
icana de Importadores de Maqui- 
naria, the association of machinery 
importers of Mexico. 

* * * 


Schwartz Is Factory Rep 


For Carry-All Division 

Appointment of Leonard H. 
Schwartz as factory representative 
for the Carry-All division of Morri- 
son Steel Products, Inc., Buffalo, 
has been announced by Jack Han- 
lon, sales manager. 

Schwartz, of Altoona, Pa., will 
travel the U. S. to strengthen dis- 
tributorship territories for Carry- 
All service and utility truck bodies 
and equipment, Hanlon said. 

* 


Jones Heads GMC Store 


Appointment of Vernon W. Jones 
as manager of the GMC Truck re- 
tail store at 3925 Vermont Ave., 
Detroit, has been announced by 








THE UPHOLSTERY LEATHER GROUP . 


E. W. Jolly, Detroit zone manager. 
Jones succeeds L. J. Truesdell, who 
has purchased a GMC dealership. 

+ x k 


Ontario Trucking Assn. 


Names Hale President 


W. H. Hale, of Montreal, has 
been elected president of the 
Automotive Transport Assn. of 
Ontario. He succeeds C. J. Doeer, 
of Waterloo. 

Other officers elected at the 
association’s annual convention 
were: First vice-president, C. S. 
Noble, Ottawa; second vice-presi- 
dent, Frank McCallum, Oshawa; 
secretary, W. White, Hamilton; 
treasurer, S. V. Martin, Toronto, 
and general manager, J. O. Good- 


man, Toronto, 
* + * 


Cartage Conference Elects 


Thorpe as New President 


William Thorpe, president of Fer- 
guson Cartage Co., Detroit, was 


elected president of the Local Cart- 
age National Conference at the an- 
nual convention in Detroit. 


More 


appeal, none can match the 


long wear with simple care. Yes, it is leather 


American leather Manufacturing Company, Newark, N. J. ° 


Blanchard Bro. & Lane, Newark, N. J. 


“ Eagle-Ottawa Leather Company, 


The Lackawanna Leather Company, Hackettstown, N. J. 


A car for Christmas. Too big for the prover- 
bial chimney, but a joy to “ 
mas morning. Of all cars with the Christmas 


in Genuine Leather. For it is leather for fashion- 


right color . . . leather for smartness . . . leather 


for the look and feel of luxury . . . leather for 
comfort . . . leather for the “slide” that gives 
easy access to the driver’s seat . . . leather for 


Tanners’ Council of America - 


| 


| 


is 
in Buffalo. 


|than 400 delegates attended. 
Elected vice-presidents were Mah- 
lon L. Gore, Battle Creek, Mich.; 
W. J. Kennedy, St. Louis; Harry 
Grubbs, Washington; Matt Flack, 








unwrap” on Christ- mas. . 


models upholstered 


rich color. 


Studebaker Cites Schafer's 40th Year— 


Henry Schafer (standing, third from left), senior partner in Schafer Super Service 
(Studebaker), Dunkirk, N. Y., receives a plaque commemorating his 40th anniversary 
with Studebaker—one of the longest service spans of any Studebaker dealer currently 
active. E, J. Cremins (right), regional manager, presented the award. At the left of 
Schafer are F. L. Strong, district manager, and Howard Schafer, a son who shares the 
| partnership with Schafer. The preseniation was made at a Studebaker dealer meeting 


Milwaukee; J. L. Seiler, New York; 
A. B. Compher, San Diego, Calif., 
and James P. Freeman, Knoxville, 
Tenn. 

Charles D. Magness, Cincinnati, 








Your smart, new 


cars upholstered in 


GENUINE 


LEATHER 


give color 


and sales appeal to 
your showing 


and selling at 


Christmas 


that makes a car an extra-special gift at Christ- 
. that gives it extra-special value the 
year around. So make your showroom colorful 
and inviting by featuring your leather- 
upholstered models for Christmas. 

To add color to your colorful display, send today for a free, 
plastic-coated plaque of our advertisement in The Saturday 
Evening Post, Time, The New Yorker, Holiday, House & 


Garden, House Beautiful, Town & Country and D.A.C. 
News, in which the above illustration appears in full and 


141 East 44th Street, New York 17 


The Ashtabula Hide & leather Company, Ashtabula, Ohio 


Grand Haven, Michigan ° 


Garden State Tanning Inc., Pine Grove, Po. 


° Radel Leather Manufacturing Company, Newark, N. J. 





er 


was named secretary, and Matthew 
P. Mahon jr., Newark, treasurer. 
* o : 


Ethyl-Dow Co. Stockholders 
Elect Eight-Man Board 


Four new directors were elected 
and four directors reelected to 
the board of Ethyl-Dow Chemi- 
cal Co., a firm jointly owned by 
Ethyl Corp. and Dow Chemical 
Co., at its annual stockholders’ 
meeting in New York. 

The board membership was in- 
creased from six to eight, with 
Joseph A. Costello, an Ethyl vice- 
president, and Donald K. Ball- 
man, Dow general sales manager, 


| elected to the new posts. 


Dr. Graham Edgar, an Ethyl 
vice-president, and Dr. E. O. 
Barstow, a Dow vice-president, 
who retired from the board, were 
replaced by B. Bynum Turner, an 
Ethyl vice-president, and Calvin 
A. Campbell, Dow vice-president, 
secretary and general counsel. 

At a board meeting, directors 
reelected Ivan F. Harlow, presi- 
dent; Earl W. Bennett and John 
H. Schaefer, vice-presidents, and 
Stanley T. Crossland, treasurer. 

J. P. Dooher was elected secre- 
tary and assistant treasurer. 
Campbell was named assistant 


secretary. 
= > = 


Markey District Manager 


For Toledo Steel in East 


Gerard F, Markey has been ap- 
pointed district manager for Toledo 
Steel Products in the northern 
New Jersey, eastern New York, 
New York City and Connecticut 
areas, according to an announce- 
ment by the firm’s sales depart- 
ment. 

He will be assisted by Walter 


Bowers as district representative. 
* * « 


Bolta Advances Weiner 


To Vice-Presidency 


The board of directors of Bolta 
Co., Lawrence, Mass., announces 
the election of Arnold A. Weiner 
as vice-president in charge of sales 
for the upholstery and automotive 
divisions. 

The firm manufactures Boltaflex 
plastic upholstery material and 
quilted Boltaflex plastic, which is 
used as a trim for auto seat covers. 

Weiner formerly served as sales 
manager in the company’s. up- 
holstery division. Before joining the 
staff at Bolta in 1946, he was sales 
manager of Elliott’s floor-covering 


firm in Lawrence. 
= * * * 


Cooper Named Sales Head 


Of Ford’s L. A. District 


Walter J. Cooper, assistant 
western regional sales manager 
for the Ford division, has been 
named Los Angeles district sales 
manager, according to L. W. 
Smead, general sales manager of 
the division. 

Cooper succeeds James P. Rob- 
erts, who has been promoted to 
midwest regional sales manager 
in Chicago. 

* x * 


U. S. Rubber Names Newton 
Director of Field Engineering 
Thomas J. Newton has been ap- 
pointed director of field engineer- 
ing and_ service 
for the tire divi- 
sion of U. S. Rub- 
ber, according to 
Howard N. 
Hawkes, vice- 
president and 
general manager. 
Newton, former 
general service 


manager, was 

promoted to ad- 

ministrative as- A 
sistant to the Thomas J. Newton 


vice-president in September, 1951, 
and held that position until his 
new appointment. He now returns 
to Detroit to set up offices. 

* * * 


Speer II Sales Manager 


John S. Speer II has been ap- 
pointed sales manager of the Speer 
resistor division and Jeffers elec- 
tronics division of Speer Carbon 
Co., St. Marys, Pa. 

* +” * 
Keays Named by L-M 

Appointment of Harold H. Keays 
as manager of Lincoln-Mercury’s 
Los Angeles plant has been an- 
nounced by R. P. Powers, genera! 
manufacturing manager of the di- 
vision. Keays had been acting man- 

(Continued on Page 35, Col. 1) 
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Auto Personnel 





(Continued from Page 34) 


ager of the plant. As his assistant,|sentative for Fox Edge Co., Inc., 


he has named J. E. Acker, former | Lowell, Mass., maker of fiber and | 


manufacturing planning manager | paper products, it is announced by 
for L-M in Detroit. S. F. McKenna/| Frank E. Ely, sales manager. Bo- 


will be industrial relations man-| ruszak’s territory will include Illi- 
ager, and Ervin J. Willert, plant| nois, Ohio, Indiana, Minnesota, 
controller. a Wisconsin, Iowa and Missouri. 

* * 
Studebaker Names Brennan 


; Flxible Names Sigafoo 
To Chicago Sales Post Appointment of R. J. Sigafoo as 
Appointment of R. Edward |chief engineer of the bus division 
Brennan as assistant regional |of Flxible Co., Loudonville, O., is 
manager in the Chicago branch | announced by Thomas P. Butler, 
of Studebaker has been an- | vice-president. Sigafoo formerly 
nounced by K. B. Elliott, execu- | was chief engineer of Twin Coach 
tive vice-president. Co. 
Brennan joined Studebaker in ~ 
1939 and has served as district | U.S. Rubber Promotes Cox 


manager in its South Bend, Kan- ° ° 
sas City, Cincinnati and Chicago To Sales Coordination 


branches, and as sales representa- Lee Cox, former assistant man- 
tive with the company’s national | ager of sales production coordi- 
accounts division. nation for U. S. Rubber’s tire 
7. * * division, has been promoted to 

Ford Technical Aide manager of that department, ac- 


cording to H. N. Hawkes, general 
manager of the division. 


Cox succeeds Hugh McQuillan, 


Milo M. Dean has been appointed 
manager of technical services of 
the Ford division, according to 
J. O. Wright, assistant general 
manufacturing manager. Before 
joining Ford, Dean was a consultant 
in product and industrial engineer- 
ing in Chicago and New York. 

+ + * 


Bowers Names Shipley 


The appointment of Dan S. Ship- 
ley as private brands sales man- 
ager of Bowers Battery & Spark 
Plug Co., Reading, Pa. has been 
announced by C. P. Bowers, presi- 
dent. Shipley was formerly branch 
sales manager for the company. 

* * * 


New Ford PR Location 


C. Gayle Warnock, newly ap- 
pointed central public relations 
manager of Ford Motor Co., has 
set up headquarters at Chicago in 
suite 1368 of the Pure Oil Bldg. 

C. Richard Paulson, Warnock’s 
successor as Midwest public rela- 
tions manager of the Ford divi- 
sion, continues to overate in the 


Kemper Insurance Bldg. 
* * * 


Buick Boosts Hoffman 


Albert J. Hoffman, office and in- 
ventory control supervisor at 
Buick’s Los Angeles zone parts 
warehouse for three years, has been 
promoted to zone parts representa- 
tive, R. J. Kelly, zone manager for 


Buick, has announced. 
* * * 


Schumacher to Head Sales 


For Troy Precision Tool 


The appointment of A. F. Schu- 
macher as general sales manager 
of Troy Precision Tool Co., 
Welshfield, O., has been an- 
nounced by George A. Balas, 
president. 

Schumacher joined Troy in 1951 
as midwest sales manager. He 
formerly was a district manager 
in the St. Louis zone office of 
Nash. 


Chrysler Boosts Jacob 


Appointment of Brent C. Jacob 
jr. as supervisor of quality inspec- 
tion for Chrysler Corp. on the staff 
of the operating manager is an- 
nounced by Herman L. Weckler, 
general manager. Jacob, formerly 
supervisor of quality control for 
the Chrysler division, succeeds the 
late Norman A. Purdy. 

+ 7 7 


Bolen a Veep 

Edward P. Bolen has been elected 
a vice-president of National Auto- 
motive Fibres, Inc., it is announced 
today by R. J. Stack, president. 
Bolen joined the company in 1929 “ 
as superintendent of the Detroit of 
plant, and since 1935 he has been ie 
in charge of trim engineering for : 
the company’s automotive divisions. eo 

x x x 


Lee Names Heideman 
Lee Tire & Rubber Co. of New 


York, Inc., Conshohocken, Pa., an- pEL-MAR- . 


| 
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who has been appointed super- 
visor of inventory control man- 
agement. 

ca * * 


Willbanks to Dallas 


Appointment of John J. Will- 
banks as manager of the Dallas 
region of AC Spark Plug division 
of General Motors is announced by 
John C. Hines, general sales man- 
ager. He succeeds Ernest W. 
Wright, resigned. 


* EA * 
Clark Appoints Williams 
Appointment of A, O. Williams as 











director of engineering for the in- 
dustrial truck division of Clark 
Equipment Co. has been announced 
by R. H. Davies, vice-president. ' ' : 
Williams will coordinate and lead Philadelphia Dodge Assn. and ‘53 Baby'— 
all engineering activities in the 
material-handling field. He has 
been with Clark since 1917. 


* + + 
Klaasen to Pittsburgh ir nt cr Ecr oSE EET Er aaa 
Appointment of Leonard H. Klaa- been transferred to the general,;ingford (Conn.) area, has _ been 
sen as manager of the division’s| manufacturing manager’s staff. named fiber glass consultant in the 
Pittsburgh plant has been an- ae aa Detroit office of L-O-F Fiber Glass. 
nounced by James E. Goodman, Burman L-O-F Consultant 


general manager of Fisher Body.| jonny Burman, former resident | The back pages of every issue of AUTO- 
Klaasen, formerly assistant plant 1 tati f Libbey- |MOTIVE NEWS contain the WANT AD 
manager at Lansing, Mich., suc-|SaeS representative tor HODEY~ | section. Others are profiting from AUTO- 
ceeds Anthony Stormzand, who has | Owens-Ford Glass Co. in the Wall- | MoTIVE NEWS WANT ADS! Are you? 





Members of the Dodge Metropolitan Philadelphia Dealers Assn. gather around a 
1953 Dodge. A recent meeting of the group served to introduce new models to deal- 
ers in the Philadelphia area and to outline advertising and promotion plans. Bill 
Campbell, sports director of Radio Station WCAU, is at the wheel. The Dodge dealers 
sponsor Campbell's sports show. 
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HERMAN BODY 


Designed for Your Customers’ 
Specific Needs! 






ALL BODIES AVAILABLE IN VARIOUS 
SIZES WITH INTERIOR EQUIPMENT 
TO SUIT ANY BUSINESS 


HERMAN’S unique production methods provide 
custom designing on a production basis. Options 
that cover the complete field are available on all 
bodies for all types of customers—the Butcher, the 
Baker, the Candlestick Maker. ... 


































For complete lit- 
erature, specifi- 
cations, and de- 
tailed information 
write, wire or 
phone collect— 
FRanklin 5300 






And they are designed for your chassis... 
Tried and proved by countless thousands of en- 
thusiastic users over the years, HERMAN bodies 
have earned top national recognition and accept- 
ance. HERMAN makes your job much easier. 












The HERMAN “FORWARD CONTROL” —Trim, modern, with “room 
to spare interior.’ Herman builds many special interiors for these bodies 
—bookmobiles, display rooms, hatchery bodies, lunchwagons, etc. 


The HERMAN “WALK-IN” for Retail Delivery—The easiest in and 
out body on the road. Interior walls are straight from front to back 
and top to bottom. 


The HERMAN “WHOLESALE” for Refrigerated Store Delivery— 
Complete with all equipment necessary to maintain a continuous 40° 
product temperature for store delivery of dairy products ... meats... 
and other perishable foods. No engineering to do with customer. 


HERMAN REFRIGERATED RETAIL MILK DELIVERY BODIES 



























” i (0 [Al fl ] Drive-On-The-Road Refrigeration .. . SELF 
REFRIGERATED — Maintains a product temperature 


Bn of 40°. Available as a package. No engineering to do with the customer. 


“WIGHTLOADE §) Plug-In Refrigeration for 

OVERNIGHT LOADING. 
Maintains a continuous product temperature of 
40° 24 hours a day. Especially designed for 
dairies who want to LOAD TODAY FOR 
TOMORROW. Available as a package. 
No engineering to do with the customer. 








HERMAN 












nounces the appointment of S. J. DAIRIES, ine. * j- ‘me 34 0 D i; ¢ ie 
Heideman as regional sales man- uauiry 

ager for the state of New York and peooucts 

for all of New England. He recently aa | uumanete 4430 CLAYTON AVE. 





joined the Lee organziation after 18 — 
years with the Atlantic Refining Co. 
x x * 
Fox Edge Rep 
d Burton V. Boruszak, 549 W. 
Washington Blvd., Chicago, has 
deen appointed midwestern repre- 


ne Poparee 5 






ST. LOUIS 10, MO. 
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Used-Car Auction Prices 


Market Trend 


The used-car market remained fairly firm last week as compared 
with previous weeks, according to Automotive News’ wholesale price 
index, but continuing small losses on late model cars brought the over- 
all average price down $2 to stand at $1,092. 


The largest loss was suffered by 


52s, which were down $9 from last 


week. Other losses were ’48s, $7; ’51s, $5; ’46s, $2, and ’50s, $1. 
On the gaining side, the price of ’49s lifted $9, and ’47s were up $1. 
Activity at the auctions dropped off 3 percentage points, as only 60 
percent of the offerings were sold last week as compared with 63 
percent the previous week. At 10 representative auctions last week, 
1,309 cars were sold from 2,196 offerings, as against 1,493 units sold 
from 2,355 offerings at the same auctions a week earlier. 
Prices marked with an * indicate a unit equipped with 
an automatic transmission or overdrive. 


FORT WAYNE, IND. 


(Carl Marker’s Used Car Auction. Sale 
every Tuesday. Prices are for sale of Nov. 
18.) 

(Demand good for clean late cars. 
Sold 86 units out of 109 offerings.) 


BUICK—’52 RM 4-dr., $2,475*. 
4-dr., $1,240°. 

CADILLAC—’50 (62) 4-dr., $2,280*. 

CHEVROLET—’52 FL Deluxe 2-dr., $1,- 
595. °51 FL Deluxe 4-dr., $1,380; Bel- 
Air, $1,330. '50 SL Deluxe 2-dr., $1,075, 
$1,160; 4-dr., $1,120, $1,160. '49 FL se- 
dan, $915, $850. 48 FM 2-dr., $710. '47 
FM 2-dr., $630. 

CHRYSLER—’48 Windsor Town & Coun- 
try, $700. 

DeSOTO—’51 Deluxe 4-dr., 
Custom 4-dr., $1,415. 

DODGE—’51 Coronet 4-dr., $1,545*. ‘50 
Coronet 4-dr., $1,185*. '48 Custom 4-dr., 
$700. '47 Custom 4-dr., $600. '46 Deluxe 
club coupe, $550. 

FORD—’52 Custom (8) 2-dr., $1,905. ’51 
Custom (8) 2-dr., $1,400*. "50 Custom (8) 
4-dr., $800; station wagon, $1,100; 2-dr., 
$1,065, $1,175. °49 Custom (8) sedan, 
$885, $875. °30 Model A coupe, $205. 

HUDSON—’51 Hornet 4-dr., $1,530. °50 
Pacemaker club coupe, $900. '46 Super 
(6) sedan, $160, $290. 

KAISER—’51 Henry J (4), $705. '47 4-dr., 


$305. 
LINCOLN—’49 Cosmopolitan 4-dr., $900. 
MEROCURY—’49 Deluxe conv., $1,100. '47 
4-dr., $505. 
NASH—’52 Statesman sedanet, $1,720. 
Statesman, $890. 
OLDSMOBILE—’50 (98) 4-dr., $1,600*, $1,- 


$1,605*. ’°50 


"50 





’50 Super | 


605*; (88) 4-dr., $1,410*. ‘47 (78) se- 
danet, $550. 
PACKARD—’'49 4-dr., $845. 
PLYMOUTH-—'50 SD 4-dr., $1,100. 
PONTIAC—’50 Chieftain (8) 2-dr., $1,420. 
’49 Chieftain (8) club coupe, $1,025. 
PHILADELPHIA 
(H. B. Robinson Auto Auction. Sale 


every Tuesday. Prices are for sale of Nov. 
18.) 
(Prices firm, and bidding brisk. Sold 


114 units out of 188 offerings.) 


BUICK—'51 Special sedan, $1,585, $1,- 
525. '50 RM Riviera sedan, $1,630*. 
’49 Super sedan, $1,020*, $920. '48 RM 


sedan, $775. '47 Super sedan, $775. 


CADILLAC—'51 (62) sedan, $3,280*. 
(62) sedan, $1,750*. 

CHEVROLET—’51 SL Deluxe sedan, $1,- 
400, $1,390, 4 at $1,380, $1,335; SL 
Special sedan, $1,300, $950. '50 Bel-Air, 
$1,455*, $1,250; sedan delivery, $710. '49 
SL Deluxe sedan, $1,100, $1,050, $1,000, 
$940; SL Special sedan, $945; FL Deluxe 
sedan, $920; %-ton panel, $650. ’48 se- 
dan delivery, $300. '47 SM sedan, $650. 
’46 FM sedan, $525. 

CHRYSLER—'50 Windsor sedan, $1,350*. 
’49 Royal sedan, $1,170*. '47 NY town 
& country, $680. 

DeSOTO—’47 suburban, $625; Custom 
coupe, $695. 

DODGE—’52 Wayfarer sedan, $1,520. 
Custom sedan, $745, $710. 

FORD—’52 Mainline (8) sedan, $1,650, 

"51 Deluxe (8) 


$1,220, $1,180, $1,175, 
$1,180; Custom (8) 


"49 


club 
‘47 


$1,620, $1,610, $1,580. 
$1,250, 
"49 ~conv., 


sedan, 
$1,170. 


FITS ALL 1953 





CHRYSLER 
DE SOTO 


PLYMOUTH 






The Fulton Sun Shield, Model 1022 with M-4 brack- 
ets, fits all 1953 Chrysler Motors cars, all models 


(except convertibles)! 


It’s easy to sell, easy to install Fulton, the one 
permanently good-looking Sun Shield . . . built of 
aluminum with stainless steel trim and brackets... 
adjustable to suit all drivers. Be sure you are stocked 
for quick sales. Order from your Jobber today. 


THE FULTON COMPANY 


1912 South 82nd Street ¢ Milwaukee 14, Wisconsin 
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sedan, $870, $840, $830; Custom (6) se- 


dan, $760. 

MERCURY—’'49 sedan, $890. °47 sedan, 
$500. 

NASH—’52 suburban sedan, $1,475. ‘51 


Rambler country club, $1,110. '50 States- 
man sedan, $825. '49 (600) sedan, $700. 
OLDSMOBILE—’51 (98) sedan, $2,075*. 
"49 (88) conv., $1,060; (76) sedan, $1,- 
020. '47 (76) sedan, $600. 
PACKARD—’48 conv., $680. 
PLYMOUTH—’52 Cambridge club coupe, 
$1,500, 2 at $1,480, 4 at $1,470, $1,460, 
2 at $1,445, $1,440, $1,435, $1,430. ‘51 
Belvedere, $1,550; suburban sedan, $1,- 
475, $1,180; Cranbrook sedan, $1,450; 
Cambridge sedan, $1,240, $1,220, $1,200, 
$1,190, $1,170, 2 at $1,165, 2 at $1,160. 
"50 Deluxe club coupe, $1,110; P-19 se- 


dan, $930. '49 SD sedan, $1,095, $1,080. 
’'47 SD sedan, $735. '46 business coupe, 
$330. 

PONTIAC—’51 SL (6) sedan, $1,550. °'49 
Chieftain (8) sedan, $1,200*, $910. °48 
Torpedo (6) sedan, $940. 


STUDEBAKER—’49 Champion sedan, $800. 
’48 Champion club coupe, $560, $485. 

WILLYS—’51 1-ton panel, $330. 

MISCELLANEOUS—’'48 Austin coupe, $220. 
‘52 International tow truck and body, 
$1,475. 


DALLAS 


(Southwestern Auto Auction. Sale every 
Wednesday, Prices are for sale of Nov. 19.) 

(Buyers cautious, missed selling a 
number of cars by $5 or $10. Sold 47 
units out of 120 offerings.) 


BUICK—'51 Super sedan, $1,610*. 
sedan, $1,100*. 

CHEVROLET—'52_ Bel-Air, 
SL Deluxe sedan, $1,360, $1,370. '50 SL 
Deluxe sedan, $1,110, $1,175. "47 SM 
club coupe, $635. '41 sedan, $320, $200, 
$295. °37 sedan, $150. 

DODGE—’51 %-ton pickup, $840. '50 Coro- 
net sedan, $1,050. 

FORD—’52 Country Squire, $2,300*. '50 
%-ton pickup, $695; Custom (6) sedan, 
$910; Custom (8) sedan, $1,285. '49 Cus- 
tom (8) sedan, $1,150*. '42 SD (8) club 
coupe, $270. '41 SD (8) sedan, $300. 


"49 RM 


$2,055*. °51 


MERCURY—’51 sedan, $1,455*. '50 sedan, 
$1,040*. 

NASH—’48 sedan, $605. 

OLDSMOBILE — ’50 (98) sedan, $1,655*, 
$1,550*; (88) conv., $1,600*. °49 (98) 


sedan, $1,010*. °48 (66) sedan, $540. 
PLYMOUTH—’48 SD sedan, $700. '47 De- 
luxe sedan, $470. '46 SD club coupe, 
$455. °40 sedan, $220. 
PONTIAC—-’51 Chieftain (6) club coupe, 
$1,365. °50 Chieftain (8) sedan, $1,650*. 


"49 SL (8) sedan, $945. °48 Chieftain 
(6) sedan, $610. ’47 Chieftain (8) club 
coupe, $560. 


STUDEBAKER—’51 Champion sedan, $1,- 
020. '48 Champion sedan, $530. 


MANHEIM, PA. 


(Manheim Auto Sales and Auction Co. 
Sale every Friday. Prices are for sale of 
Nov. 14.) 

(Sold 81 units out of 165 offerings.) 
BUICK—’52 Super 2-dr., $2,465*; 4-dr., 

$2,310*; Special 2-dr., $2,140*. '51 RM 

Riviera coupe, $2,025*. ’50 Special 4-dr.. 

$1,300*; Special 2-dr., $1,025*. "49 RM 

4-dr., $1,035. '48 RM 4-dr., $800. 

CADILLAC—’52 (62) 4-dr., $3,770*. 
(62) Coupe deVille, $3,275*; 4-dr., 
900*. '50 (62) club coupe, $2,915*. 
(62) 4-dr., $1,985*, $1.820*. 

CHEVROLET—’52 Bel-Air. $1.960*: 
Deluxe 4-dr., $1,825; 2-dr., $1,745. '51 
conv., $1,575*; SL Deluxe 2-dr., $1,- 
260. °49 SL Deluxe club coupe, $1,120. 
48 SM club coupe, $775. °47 FM 4-dr., 
$750. 

CHRYSLER—'52 Windsor 4-dr., 
"51 NY club coupe, $2,050*; 
$1.800*. 49 Windsor 4-dr., $1,285. 

DeSOTO—’'49 Custom 2-dr., $1,010*. 

DODGE-—'53 Diplomat (8), $2,800*; Coro- 
net 4-dr., $2,370*. ‘'50 Coronet 4-dr., 
$1,235*, $1,150*. ’48 Custom 4-dr., $755. 

FORD—'52 Custom (8) 2-dr., $1,855*. °51 
Victoria. $1,690*; Custom (8) 2-dr.. $1,- 


"51 
$2,- 
"49 


SL 


$2,125°. 
4-dr., 


555*; Deluxe (8) 2-dr., $1,250, $1,225. 
"50 Deluxe (6) 4-dr., $930. ‘49 Deluxe 
(8) 4-dr., $840. 
HUDSON—’'51 Commodore (8) 2-dr., $1,- 
200. '47 Super (8) 4-dr., $465. 
KAISER—’'49 Virginian, $575*. ‘48 4-dr., 
$655. 
LINCOLN—'49 4-dr., $875*. 
MERCURY—’52 4-dr., $2,170*. ‘51 2-dr., 


$1,680. °50 2-dr., $1,200. '49 2-dr.. $965; 
club coupe, $930. 

NASH—’52 Rambler station wagon, 
515°. °49 (600) 4-dr., $680. ‘48 
4-dr., $535. 

OLDSMOBILE—'52 (98) 4-dr., 
"50 (88) 4-dr., $1,430*; club 
$1,375*; 4-dr., $1,335*. °49 (88) 
$1,080*. '48 (98) 4-dr., $850*. 

PACKARD—'51 (300) 4-dr., $1,735"; 
(200) 4-dr., $1,570*. "49 2-dr.. $765. °46 
4-dr., $370. 

PLYMOUTH—'52 Suburban, $1,850; Belve- 


$1,- 
(600) 


$2,720*. 
coupe, 
4-dr., 


dere, $1,810*; Cambridge 4-dr., $1,480. 
’51 Belvedere, $1,370. '49 conv., $930. 
PONTIAC — '52 Catalina, $2,300*. ‘51 


Chieftain (8) 4-dr., $1,775*, $1,650; Cata- 
lina, $1,825*. °46 SL (8) 4-dr., $610. 
STUDEBAKER—’52 Commander (8) Land 
Cruiser, $1,550*%. °51 Commander (8) 
2-dr., $1,220; 4-dr., $1,200*. ‘50 Land 

Cruiser, $920*. '49 Regal 2-dr., $825. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Nov. 14.) 
(Sold 146 units out of 276 offerings.) 

BUICK—’52 Super Riviera sedan, $2,650*, 
$2,095. °51 RM sedan, $1,760". '50 RM 
sedan, $1,390*. °49 Super sedan, $990, 
$725, $700, $600, $410. 

CADILLAC—’52 (62) sedan, $4,200*, $4,- 
000°, $3,875*. '51 Coupe deVille, $3,525*, 
$3,250*. '50 Coupe deVille, $3,200, $3,- 
100°. ’48 (62) sedan, $1,510*, $1,400*. 
"41 limousine, $500. 

CHEVROLET—'52 SL Deluxe sedan, §$1,- 
750*, $1,410, $1,720°; FL Deluxe sedan, 
$1,705*; %-ton pickup, $1,050. ’51 sta- 
tion wagon, $1,680; Bel-Air, $1,575; SL 
Deluxe sedan, $1,275. '50 Bel-Air, $1,350, 
$1,325. '49 SL Deluxe club coupe, $950; 
conv., $850. ’48 SM sedan, $690. '47 FM 
sedan, $600. 

DeSOTO—'51 Custom sedan, $1,575; conv., 
$1,400. '47 Custom club coupe, $675. 

DODGE—’51 %-ton pickup, $850. '50 2- 
ton pickup, $450. °49 1%-ton pickup, 
$150. ’48 1-ton pickup, $400. 

FORD—’52 conv., $2,080*; Custom (8) se- 
dan, $2,025*, $1,900; ranch wagon, $2,010. 
’51 Victoria, $1,650*, $1,535; Custom (8) 
sedan, $1,485, $1,475, $1,500, $1,400; De- 
luxe (8) sedan, $1,310, $1,160, $1,050, 
$980. "50 Custom (8) sedan, $1,260, $1,- 
180, $1,140, $1,050. °49 Custom (8) se- 
dan, $1,010, $900, $840, $800, $750. '48 
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SD (8) sedan, $525. ‘47 SD (8) sedan, 
$685. 
KAISER—-’51 sedan, $1,105. 


LINCOLN —’52 Cosmopolitan sedan, §$2,- 
750*, $2,675*. °49 Cosmopolitan sedan, 
$1,290*. 

MERCURY—’52 Monterey, $2,310*; sedan, 
$2,150*. °51 sedan, $1,610, $1,505; club 
coupe, $1,500. '50 sedan, $1,260, $1,170, 
$1,100. '49 sedan, $1,010, $825, $900. 


NASH—’52 Rambler station wagon, $1,550. 
’51 Rambler station wagon, $1,200. 


OLDSMOBILE—’51 (98) sedan, $2,000*, 
$1,900*, $1,825*. ’50 (88) sedan, $1,495*, 
$1,350*. '49 (88) sedan, $1,100*, $1,215*. 
"48 (98) conv., $800. °47 (98) sedan, 
$550. 

PACKARD—’49 sedan, $960. 

PLYMOUTH—’52 Cambridge sedan, $1,- 
530; Concord sedan, $1,360. °'51 Savoy, 
$1,505. °50 Deluxe club coupe, $950. °48 
SD club coupe, $675. 

PONTIAC—’51 Chieftain 
$1,875. °50 Catalina, 
(8) sedan, $1,450*, $1,100. 
sedan, $1,050. 

STUDEBAKER—’50 Champion sedan, $1,- 
000. 

WILLYS—’47 station wagon, $540. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Nov. 19.) 
(Buying and selling brisk again, with 
prices established at new levels. Sold 79 
units out of 128 offerings.) 
BUICK—’50 Special sedan, $1,160. '49 Su- 
per conv., $1,110*. ‘47 RM sedan, $715", 


(8) club coupe, 
$1,635; Chieftain 
49 SL (8) 


$610. 
CADILLAC—'52 Coupe deVille, $4,200*; 
(62) sedan, $3,850*. °48 (62) sedan, 
$1,625*; (60) sedan, $1,510*. 


CHEVROLET—’51 Bel-Air, $1,580; SL Spe- 
cial sedan, $1,265, $1,250. '50 SL Deluxe 
sedan, $1,260*, $1,210; SL Special se- 
dan, $1,060, $1,050, $970. '49 SL Deluxe 





conv., $1,050; sedan, $1,050, $1,030, $1,- 
025, $1,010, $955. 


’48 FM sedan, $840, 
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Average Used-Car Prices 


(Compiled by Automotive News) 


a quick way 








Nov. 1952 Oct. Sept 

$1,092 $1,166 $1,214 Model (to date) 1952 1952 
1952 $2,069 $2,233 $2,351 
1951. 1,525 1,626 2,716 
1950. 1,254 1,323 1,352 
1949 976 1,030 1,085 
1948 725 773 800 
1947 606 632 645 
1946... 488 547 548 

Nov. Oct. Sept. Overall a a 

Average $1,092 $1,166 $1,214 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





$800; FL aerosedan, $710. '47 FL aero- 
sedan, $680. "46 SM sedan, $570, $550. 


CHRYSLER—’53 Windsor sedan, $3,100*. 
’52 Windsor sedan, $2,200*. ’'49 NY se- 
dan, $1,140, $1,115. 

DeSOTO—'49 Custom sedan, $1,120. 

DODGE—’51 Coronet sedan, $1,445*, $1,- 
385. '50 Meadowbrook sedan, $1,250. ’49 
Coronet sedan, $910, $870. 

FORD—’52 Custom (8) conv., $1,810; 
Custom (6) sedan, $1,760. '51 Victoria, 
$1,725*; Custom (8) sedan, $1,470*, $1,- 
340; Deluxe (8) sedan, $1,225. ’50 Cus- 
tom (8) sedan, $1,125, $1,060; Deluxe 
(8) sedan, $925. °49 Custom (8) sedan, 
$950, $910, $870, $820, $810. ’47 SD (8) 
sedan, $600. '41 SD (8) sedan, $240. 

KAISER—’49 Traveler sedan, $730. 

MERCURY—’50 sedan, $1,275. '49 sedan, 
$1,090*, $935, $900, $885. °46 sedan, 
$560. 

NASH—’46 (600) sedan, $350. 

OLDSMOBILE—’51 (98) sedan, $1,740*. ’48 
(78) sedan, $680. 

PLYMOUTH—'51 Cambridge sedan, $1.- 
160. '48 SD sedan, $650. °42 SD sedan. 
$210. 

PONTIAC—’52 Chieftain (8) sedan, §$2.- 
030*. '51 Catalina, $1,950*, $1,935*. ’50 
SL (8) sedan, $1,470; Chieftain (6) se- 
dan, $1,220. °49 SL (8) sedan, $1,235*; 
Chieftain (6) sedan, $1,025*. 

eC Champion sedan, $890, 


ALBANY, N. Y. 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Nov. 17.) 
(Today’s market lost all sense of bal- 
ance, prices fell as much as $100 a unit. 
Biggest loss registered on average cars. 

Sold 66 out of 110 units.) 

BUICK—’51 RM conv., $1,950*; Super se- 
dan, $1,850*; Super Riviera sedan, §$1.- 
980*. ’50 RM Riviera sedan, $1,555*; 
RM sedan, $1,450*. ‘49 Super sedan 
$1,080, $1,070, $1,090*. 

CADILLAC—’50 (62) conv., $2,610*; 


(Continued on Page 37, Col. 1) 


se- 


*You can double the number of 
deliveries per day with Anthony 
LIFT GATES to do the heavy 
loading and unloading. These 
hydraulic “freight elevators” 
keep trucks on the move . . . Cut 
down on “stopped” time with 

speedier pick-ups and deliveries. 


IMPROVE 
YOUR SERVICE 


UFT GATES “drama- 
tize’’ deliveries. 
Handle merchandise 
gently and carefully. 
Eliminate damage 
claims. Reduce per- 
sonnel accidents. 





to 





INCREASE* THE DELIVERY 
CAPACITY OF YOUR TRUCKS 


Cut Costs at the 
same time with 


ANTHONY LIFT GATES 


One man can wheel a bulky, heavy load onto a LIFT GATE 
. . . lift it with smooth, hydraulic power . . . and wheel it 
into the truck . .. all in a matter of seconds. Simple, safe, 
trouble-free LIFT GATES lift all types of loads, up to 2000 


Ibs. Load or unload 


from curb, dock and ground levels. 


Cut costs up to 50% and more. Available in types, and with 
power closing, to fit your needs. 


Models for any truck from Y2-ton to 
heavy semi-trailers. Write for the name 


foe | 
u, i 
A eh! o " 


of your nearest 






GATE. 


demonstration or a “Model” that shows 
how to evaluate your need for o LIFT 






distributor. Ask for a 












Address: Dept. 114 


ANTHONY COMPANY 


STREATOR - 





ay 


ILLINOIS 
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* 5 5 1,535*. °'50 
farer 2-dr., $1,000. '49 suburban, $500. $1,185, $1,220, $1,405) , $1,505*, $1,560*. $1,420, $1,450*, $1,480*%, $1, a 7 
147 ann: 75 , 7 4 s an Custom (8) sedan, $1,010, $1,095, $1, 
. . eas oe ee” a Gras t Sedan, GOTG®. "AS Super conv. | 00", $1,000%, gist0es, "ab Deane (8) 
ee Comom = (8) 2a. Cee: sedan, $710, $820, $855, $865", $905*. '48 

se = or u ion rices Mainline (6) 2-dr., $1,615. °51 Custom | CADILLAC—’52 (62) conv., $4,500*; Coupe SD (8) sedan, $545, $600. 

(8) conv., $1,100. ‘50 Custom (8) 2-dr., deVille, $4,475*; sedan, $4,080%, $4,450*. KAISER—'49 ol 00° 

| $1,005; Deluxe (6) 2-dr., $910. '49 Cus- ’51 (62) sedan, $2,970*%, $3,150*, $3,- SER— sedan, $5 . 
tom (8) 4-dr., $830*; 2-dr., $865*; club 200*, $3,210*. °50 (62) sedan, $2,550*, | MERCURY—’52 sedan, $2,.435*, $2,500°*. 
(Continued from Page 36) coupe, $860. $2,570", $2.640*, $2,650*, es Ry 51 sedan, $1.695*, $1,700*. Ay ew. 
| 55 : 2 5 34! 37 "49 s ’ ’ , 

dan, $2,570*: (61) sedan, $2,400*, '49] 4-dr., $1,760*, $1,735*; Chieftain (6) | HUDSON—'51 “aly Pag yee a Cr es dab, $i,000° "47 sedan, $695. 
; : ; ’ : ‘ . 525. °5 3 i . SER—’51 Deluxe 4-dr., .150; Henry a 
(62) sedan, $1,850*. ‘48 (62) sedan, $1,- : - a aae ~. a. as, y <6) aoaams OaiE* - 4) heaan, $600. '50 | CHEVROLET—’52 Bel-Air, $1,910, $1,- a, _ a. ~~ ies! 5 
CHEVROLET—’52 SL Deluxe sedan. $1,- $1,400; (6) club coupe, $1,290. °49 sta- Traveler, $610. oe doors eie 61,068, Py $1700 ian on oe. , ’ . 

4 . 4 m - ¢@ . 5% on > 4p Onn ® , ’ . ,6409, ,695, ’ . s > . 
870,* $1,835*; Bel-Air, $2,040*. °51 SL ry un cndan, ae oe as ae LINCOLN 46 club coupe, $255. $1,705, $1,750, $1,765%, $1,815*, $1,825"; | OLDSMOBILE—'52 (98) sedan, $2,715*, 
Deluxe sedan, $1,435*, $1,410. '50 SL ain a) een, $695: conv.. $650, | MERCURY—’52 4-dr., $1,910*. '50 2-dr., %-ton pickup, $1,480, $1,500; %-ton $2,735"; Super (88) sedan, $2.335*, $2,- 
Deluxe sedan, $1,110*, $1,150; SL Spe- ee ‘ : sie aa es - @ “| $995*. pickup, $1,350, $1,375, $1,405, $1,425. 495*, $2,625*. '51 (88) sedan, $1,925*, 
See Eee, Fee. “> Fis, Dates stan, | SSUSERARER— Ss Commancer (5) & \ar- | NASH—'51 Rambler country club, $1,240*,| ‘51 SL Deluxe sedan, $1,520*, $1,560*,| §1.945*, | $1,950*, $1,955*, $2,035°. 50 
$1,080; SL Deluxe sedan, $930, $870. $1,-| liner, $2,100*. °51 Commander cane sg | $1-200*. "49 Ambassador 4-dr., $690. °47| $1,570*, $1,635. ’50 Bel-Air, $1,400, $1,-| (88) sedan, $1.470*, $1,500°, $1,550°. °49 
060; club coupe, $900. °48 SM sedan, $1,515*; Champion | 4-dr., $1,280*. '50| Pann) d-dr., $330. 46 Ambassador 4-dr., 420, $1,435, $1,440*; SL Deluxe sedan, (98) sedan, $975*, $1,015*, '$1,130*, $1,- 
$670. '46 FM sedan, $600; SM sedan Champion 4-dr., $995; business coupe, | $395, $1,100, | $1,115,’ $1,130, $1,145, $1,150, 150°, $1,195°. 48" (66) ‘sedan, "$530, 

$895*. ’°47 Champion sedan, $670*, $645*. OLDEMOBILE—'51 Super (88) 4-dr., $1,- $1,190, §1.215, $1,235. °49 SL Deluxe $750. 


DeSOTO—'50 Custom 7-passenger, $1.060*. | wILLYS—'49 Jeepster, $820*. 





75 ;, 5? : 935, $945, $980, $1,000, $1,005, ; . 
875*. '50 (88) 4-dr., $1,195*. ’49 (98)| sedan, $935, , PACKARD—’51 (200) sedan, $1,375*. 
popGr 60 Gesu avian, 22 300°. °49 oN Pee eee alae, (ee ny Vee Be $oio. gets, $700, "$755 $805, 47 FM | PLYMOUTH—'52 Belvedere, $1,685, $1,870; 
Coronet sedan, $980. '46 Custom sedan, EBENSBURG, PA. (78) sedanet, $450*. sedan, $610, $635, $650, $700. Cambridge sedan, $1,600, $1,800°. a 
Sbensb Auto Auction. Sale every | PACKARD—’50 4-dr., $990. : - Belvedere, $1,600; Cambridge se an, - 
FORD'S e Victoria sedan, $2,170*%. °51 Tharetay. Priees are for sale of Nov. 20.) | PLYMOUTH—'49 SD club coupe, 41,68 50*. ony. bTD", 51 NY sedan. $1,750", $2,065" ‘| ae 311145, 4s Del Xe’ sedan, $646, "47 
Custom (8) conv., $1,250; Custom (6) (Prices slightly under previous week. PONTIAC —'51 Chieftain (8) 4-dr., $1,65 ina etten $1,610%, $1,650", $1.720°" Gan, $1. ™. ay » . 
sedan, $1,085. '49 Custom (8) club couve. | paler demand down. Sold 71 cars out 47 SL (8) 2-dr., $555. oe Winton estan, ‘01.8*,’ $1500" SD sedan, $540, $665. 
$685. '48 Deluxe (8) sedan, $590. '46 SD 7 STUDEBAKER 50 Commander Land ‘ 7 § ’ 1.025° $1.030°. PONTIAC—’52 Catalina, $2,395*, $2,500*, 
ta) sedan, 9110 ’ of 103 offerings.) P , Cruiser, $830*; Champion 4-dr., $890*. $1,420°. "49 NY ear mee’ braee’ $2,540*; Chieftain (8) sedan, $1.725°. 
HUDSON—’49 Super (8) sedan, $930. BUICK—'52 RM 4-dr., §2,500*; Special ’48 Champion 4-dr., $770*. $1,165". 48 Windsor sedan, $7 , $7 ‘ $2.195*, $2,275*, $2,305*. ’51' Chieftain 
KAISER—'51 Henry J (6) sedan. $875°. 2-dr., $2,050. "50 Super Riviera 4-dr.. | wILLYS—'47 (4) station wagon, $560*. 46] $745*, $795*. (8) sedan, $1,440, $1,465*, $1,700*, $1,- 
MEROURY—’51 sedan, $1,480. °50 sedan $1,600*; Special 4-dr., $1,275, $1,050. '49 (4) Jeep, $490. DeSOTO—’52 Fire Dome (8) sedan, §2,- 775*. '50 Chieftain (8) sedan, $1,005, 
” $3 200. s , —_ F 7 RM 4-dr., $1,110*; 2-dr., $980*. ‘46 MISCELLANEOUS—'46 International %- 335*, $2,355*. °49 sedan, $875*. $1,095, $1,245*, $1,300*, $1, 500 ° 49 
NASH—'50 Statesman sedan, $1,050. Super 4-dr., S000. “Si 2-dr., $106. ton pickup, $450. DODGE—'53 Coronet Diplomat, $2,675*,| Chieftain (8) sedan. $1,035°*. $1,070°. 
OLDSMOBILE—’50 (98) sedan, $1,550*: | CADILLAC—’48 (62) 4-dr., $1,500*. . $2,725*. '52 Coronet sedan, $1,765*. ’50 "48 SL (8) sedan, $740°. 
(88) conv., $1,350°. '49 (98) sedan $1,- | CHEVROLET—’52 SL_ Deluxe 4-dr., $1,- DENVER Coronet sedan, $1,010*, $1,025*. '49 Coro- | spuDEBAKER—'51 Commander sedan, 
140°, ’48 (98) sedan, $750*; conv.. $850*. 550; 2-dr., $1,615. °51 SL Deluxe 2-dr., s : " net sedan, $1,000*, $1,090*. $1,215*; Champion sedan, $1,165*. °'49 
PAOCKARD—’51 (200) sedan, $1.450*. ’50 $1,270; FL Deluxe 4-dr., $1,300; 2-dr., (Denver Auto Auction. Sale every Tues 152 Victoria. $2,240*, $2,250*. $2,- Champion sedan, $785*, '48 Commander 
, (400) sedan, $1,180°. '48 sedan, $600.| $1,345. '50 Bel-Air, $1,265; SI Deluxe | day. Prices are for sale of Nov. 18.) | FORD—'52 Victoria, $2.240¢, $2.250". $2,-| Champion, sedan,  $785°. 
= o. Soe; oe in, ae hin ae a $2,130*. $2,175*, §2,200*, $2,230*; Cus- | WILLYS—'53 ‘station wagon, $2,035, $2,- 
PLYMOUTH—’51 Cranbrook sedan, $1.250. 2-dr., $950; %-ton pickup, $780. '48| of offerings.) 2.305° tom (8) sedan,’ $1,760, $1.785, $1,900, 040: %-ton pickup, $1,720, $1,735, §1.- 
"48 SD sedan, $700. '47 SD sedan, $570. aerosedan, $785; SM 2-dr., $750, ,5655. BL Saco, ae Tee. nes coe $e 500°" $1,905°, §2 Sant $2'030°; 4-ton pickup’ 750. '50 Jeepster, $715°. 
PONTIAC—'51 Chieftain (8) sedan, $1.-/ (47 FM cone, SO Gabe 7 | ei Super sedan, $1,600, $1,700", $1:820°, | $1435, "51 Vietoria, $1,540, $1,570, $1.- | MISCELLANEOUS'53 GMC %-ton_pick- 
STUDEBAKER— 51 Champion Stari! popu 's0 Can te Fe 230; Way $1,825", $1,830". 50 Super sedan, $1.170,! 690*, $1,875"; Custom (8) sedan, $1,410,| up, $1,660. '52 %-ton pickup, $1,205. 
s " ampion Starliner, 3E— -dr., $1,230; y- Sao", ’ . . . , 














‘50 Champion sedan, $860. ‘48 Cham- 
on sedan, $510. '47 Commander sedan 
‘00. 
WILLYS—’50 station wagon, $880*. 
MISCELLANEOUS—'47 International sta- 
tion wagon, $420. s 3 
DANVILLE, VA. e 
nesday. Prices are for sale of Nov. 19.) & e @ 
(Sales are still off somewhat here. 
Sold 34 cars out of 85 offerings.) : 
BUICK—’51 Soecial 2-dr.. $1,640*, $1,- 
650%. °46 RM 4-dr $500. 
CHEVROLET—'51 St. heluxe 2-dr.. $1,- 
400, $1,430, $1.38: St Special 2-dr.. 
$1,050, $1,105. ’50 SI. Deluxe 2-dr., $1.- 
910: conv.. $1,075. 49 SL Deluxe 4-dr., 
$1,060, $855. '47 conv $425: SM 2-dr 
$985; 2-dr., $820. "48 SD (8) 4-dr. 
$865; 2-dr.. $650. '47 Deluxe 4-dr. $555 
MERCURY—'41 4-dr.. $150. 
PLYMOUTH— ‘48 4-ar.. $630 
PONTIAC—'51 Chieftain (%) 4-dr.. $1,- 
705*. 
LOS ANGELES 
(Los Angeles Auto Auction. Sale every 
Tuesday and Thursday. Prices are for sale 
of Nov. 18-20.) E 
(Market soft this week on most units 
—extfemely nice units fategiog top dol- 
ears have no place in California.) 
BUICK—’52 Super Riviera 2-dr., $2,775*, 
$2,645*, $2,595*. ’°51 Super Riviera sedan, 
$1,910*, $1,780*, $1.755*: SuféF 4- -dr., 
$1,805*; Special 2-dr., $1,785*, £1,630. 
*50 RM Riviera 4-dr.. $1,595*; Speciai 
335*, $1,310*; RM 4-dr., $1,250*. °'47 
Super 4-dr., $450. 
CADILLAC—’52 (62) conv., $4,.620*. $4.,- 
600*; sedan, $4,320*, $4,275*. °51 (62) 
Coupe deVille, $3.745*, $3,595*: conv.. 
$3,685*; sedan, $3,280*, 2 at $3,250* 
$3,100*; (60) 4-dr.. $3,045*; (62) 4-dr., 
$2,845*. '49 (62) sedan, $2,210*; coupe, 
$2,100. ’48 (62) coupe, $1,745*. '46 (62) 
4-dr., $1,245*. 
CHEVROLET—’52 Bel-Air, $2,215*, $2,- 
020*; %-ton pickup, $1,380. '51 Bel-Air, 
i 575°, $1,475; FL Deluxe 2-dr., $1,400; 
i %-ton pickup, $1,175, $1,125, $1,070. '50 
| Bel-Air, $1,620*; St’ Deluxe 2-dr.. $1,- 
355, $1, 330, $1. 235*: conv., $1,335; FL 
Deluxe sedan, $1,305, $1,250. '49 conv., 
$1,320, $1, 025, $1,020, $1,000; SL Special 


nn ne) os Renn, Se Cee, . a ae ee a en ere. ra >. ae 
(Danville Auto Auction. Sale every Wed- 
sae, ; ., $425; SI ’ 

DeSOTO—'51 Custom 4-dr.. $1.605*. 46 es 
Deluxe 4-dr., $465. 

FORD—’50 Custom (8) 2-dr.. $1.290. $955, 
$1.195. "49 Custom (8) 4-dr.. $805, $680. 

— 
WILLYS—’'49 Jeepster, $495. 
° lar. Clean cars will always selli—fough 

sedanet, $1,125. ’49 Suner sedanet, $1,- 
$3,230*, $3,220*. ‘50 (61) club coupe, 
$1,335*, $1,790*; SL Deluxe sedan. $1,- 
2-dr., $995*; %-ton pickup, $800. ‘48 FL 


Eaton 2-Sheedes 


Exacting standards of quality, maintained by 


a Se oe. We the most advanced quality control procedures, x > 
CHRYSLER—'50 R b " - . . : \, 
500.49 Windscr’ 4- Pag sissos. 46 combine with the Eaton design to produce 

Windsor Town & Country, $1,445*. 

320. ’51 Custom conv., $1,775*, $1,550°. 4 ‘I 4 is ' ——— 
al ance records at minimum cost per mile. — 


DODGE—'52 Coronet 4-dr., $1,845*. °51 
Coronet 4-dr., $1,625*. 49 Coronet 4- dr., 
$1,025*. 

FORD—’52 Victoria, $2,520*; ranch wagon, 
$2,385*, $2,225*; Custom (8) 2-dr., $1,- 
990*. '51 Victoria, 2 at $1,895*, $1,860*, 
$1,795*; conv., $1,620*, $1,555; (6) pick- 
up, $950. °50 Country Squire, $1,535*; 
Custom (8) club coupe, $1,310*, $1,295*: 
conv., $1,250; 2-dr., $1,250*; Deluxe (6) 
4-dr., $995. "49 Custom (8) 2-dr., 
$1,135*, $985*, $980*, $820*; conv. $1.- 
990*; Deluxe (8) business coupe, $i, 060; 
Custom (6) 4-dr., $900. ‘47 SD (8) 
4-dr., $645. 

HUDSON—’49 Commodore (6) 4-dr., $940; 
Super (6) 4-dr., $765; Commodore (8) 
conv., $620. '47 Super (6) 4-dr., $395. 
46 Super (8) 4-dr., $395*. 

LINCOLN—'52 Capri 4-dr., $3,180*. ‘51 
4-dr., $1,870*. '50 club coupe, $1,470*. 
'49 club coupe, $1,075*. 

MERCURY—'51 conv., $2,045*; club coupe, 
$1,910*, $1,830°; 4-dr.. $1,700*. '50 ms 
dr., $1, 365°; club coupe, $1,225°. 
‘onv., $1,210*; 4-dr., $1,200, $1,080*. 

NASH—’51 Ambassador 4-dr., $1,325*; 
Statesman 4-dr., $1,030*. ‘49 (600) 4- 
ar... $860 

OL ‘DSMOBILE— 51 (98) Holiday, $2,295*; 

t-dr., $2,200*, $2,055*. °50 (88) conv. 

$1 850°; (98) 4-dr., $1,490". ’49 (98) 
sedan, $1,350*, $1,235*; (88) club sedan, 
$1,215*; (76) conv., $1,145*. °46 (98) 
onv., $545*. 

PACKARD— ’52 4-dr., $2,000*, $1,950*. 

PLYMOUTH—’51 Cranbrook club coupe. 
$1,470, 

PONTIAC—'52 Catalina, $2,655", $2,460*; 
Chieftain (8) sedan, $2,335*, $1,925. 51 
Catalina, $2,100*, $2,025"; Chieftain (8) 


Quality, plus Eaton’s exclusive planetary 
gearing, forced-flow lubricating system, and 
positive shift control, keep Eaton 2-speeds on 
the job, out of the repair shop. 


Eaton 2-speeds provide the right ratio for 
every road and load, cut maintenance cost, 
make trucks last longer—and worth more on 
the trade-in. 


Axle Division 
EATON MANUFACTURING COMPANY 
CLEVELAND, OHIO 





Today, America’s roads are crowded with twice the traffic they were designed to 


DeSOTO—'52 Fire Dome (8) 4-dr., $2, axles which are setting unequalled perform- 
49| 
carry. Help end the national traffic jam by speaking up for more and better roads. 








38 


eererereenn 





Y/ 


Power Brakes, Too— 


With power brakes, illustrated above, 
the driver of a 1953 Lincoln will have to 
apply only about one-third of the brake 
Pressure required for a normal stop with 
standard brakes. Lincoln's vacuum-hy- 
draulic-type power brakes consist of a 
power-cylinder and master-cylinder com- 
bination, a pedal linkage, reservoir tank 
and connecting lines. 


Willys Names Mazzoni 
Mazzoni Motors, Inc., 2617 W. 
Wisconsin St., Milwaukee, has been 
granted a Willys-Overland fran- 
chise for distribution of the farm 
Jeep and implements, it is an- 
nounced by Ed Mazzoni, president. 








W. K. BRAASCH 


After 
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Power Brakes, Steering Added .. . 


Lincoln Models for ’53 | 


Put Accent on Power 


eee the most powerful 
engines offered to date in a 
modern production automobile, Lin- 
colns for 1953 go on display in 
dealer showrooms across the coun- 
try tomorrow (Dec. 2). 

A 205 horsepower plant will 





1952 for its four competitors, with 
1951 ratings bracketed, are as fol- 
lows: 

Cadillac, 33.5 percent (36.4); 
Chrysler, 26.3 percent (20.5); Buick, 
20 percent (24.8), and Packard, 9.7 
percent (8.6) 





+ * * 


TYLEWISE, Lincolns for 1953 
resemble closely their 1952 coun- 


power the Ford Motor Co.’s rep- 
resentative in the luxury car field, 
where 6.6 percent of all new-car 





1, 1952 





Capri Convertible— 


Lincoln offers this convertible in its Capri series. Added power is a feature of the 
1953 Lincoins. They are said to be capable of reaching a speed of 60 miles per hour 


sales have been accounted for so 
far this year, as against only 5.1 
percent in 1951. 

New Lincoln Cosmopolitan and 
Capri models will also have power 
brakes, power steering and a pow- 
ered four-way front seat adjust- 
ment, available at the customer's 
option. 

+ * + 

INCOLN competes for the lux- 

ury-car buyer’s affections with 
all Cadillacs, all Chrysler V-8s, all 
Buick Roadmasters and all Pack- 
ards, with the exception of Pack- 
ard Clippers. 

So far this year, Lincoln has 
been accounting for 10.5 percent 
of all sales in the high-priced 
field, as against 9.7 percent in 
1951. 
Percent-of-market 


ratings / for 


ANNOUNCING TWO NEW MANUALS ON 


USED CAR 


terparts. 

Evidently, Lincoln will base its 
1953 sales appeal primarily on add- 
ed power. To get that added power, 
Lincoln has adopted a four-barreled 
carburetor, a_ redesigned intake 
manifold, larger intake valves, a 
new combustion chamber shape, a 
straight-through exhaust system 
and an improved air cleaner. 

The compression ratio for its V-8 
engine has been raised from 7.5 to 
1 to 8.0 to 1. 

With its new induction system, 
the Lincoln is said to be able to 
attain a speed of 60 miles per 
hour in 12 seconds from a stand- 
ing start, and 80 miles per hour 
in 22 seconds. 

L-M officials cite this fast pick- 
up as a safety factor which can be 
used to avoid traffic emergencies. 

With its power steering, only be- 
tween four and seven pounds of 
pressure are said to be required to 
park the new Lincolns, as com- 
pared with 32 to 45 pounds with 
conventional steering. 

* * * 

OWER brakes are also new with 

Lincoln. They are said to neces- 


* * * 


its four-way power seat, which 
permits a number of seat adjust- 
ments both vertically and hori- 
zontally by means of electrical 
motors, activated by push buttons 
located on the driver’s side of the 
seat. 

Exterior changes in the 1953 Lin- 
coln involve a new gold “V” orna- 
ment, created for the front of the 
grille, and the same treatment has 
been used for side ornamentation. 
Block letters spell out the name 
Lincoln on the front of the cars. 

A newly styled deck ornament 
and lock for the trunk compart- 
ment are intended to give the cars 
a wider and lower rear end appear- 
ance. 

* 

LL Lincolns for 1953 have a one- 

piece back light, adding to wide 

appearance and providing greater 
rear view visibility. 

Commemorating the 50th anni- 
versary of Ford Motor, a_ gold 
medallion has been mounted on the 
Lincoln’s instrument panel. Doors 


* * 


in 12 seconds from a standing start, and 80 miles per hour in 22 seconds. 


* * 
is 123 inches, same as for 1952. 


The similarity is true for most of 
the other exterior dimensions. 


Lincoln will offer 13 basic colors 
and 30 two-tone combinations for 
1953. A wide variety of upholstery 
fabrics is also available. 


The same model options are of- 
fered as in 1952: Cosmopolitan four- 
door sedan, Cosmopolitan sport 
coupe, Capri four-door sedan, Capri 
hardtop and the Capri convertible. 


CALL IT... 


* 


¢ 








SALESMAN 


By W. K. BRAASC 


Dean of Automotive Sales Trainers 


sitate 35-40 percent less pedal pres- 
sure. 
Lincoln claims originality with 


SHIP 


on the cars have a _ two-position | 
check mechanism. 






HERE'S THE ANSWER 
TO YOUR USED CAR PROBLEM 
BETTER BUY THESE TWO MANUALS TODAY! 


“THE TECHNIQUE OF USED CAR SALESMANSHIP" 
Every New and Used Car Salesman needs this informative Manual which is based upon the 
actual experience of 250 highly successful Used Car Salesmen who worked under the direc- 
tion of the author. You will learn just how they succeeded. 


“DEVELOPING AND TESTING YOUR SALES TALK" 

you have accepted the Used Car in trade at just the right 
price, it will be up to you to sell it promptly at a profit. This man- 
ual shows how to do it. The procedure applies to all makes of cars. 


Be sure to specify which Manval is wanted, or buy both for ............... 


W. K. BRAASCH, 332 S. MICHIGAN AVENUE 


PRICE 
$1.50 Ea. 


POSTPAID 
+. $3.00 


CHICAGO 4, ILLINOIS 





We Have Moved 






© sound slide-films 
© motion pictures 
@ TV shorts 

@ easel charts 

© sales portfolios 


© sales and service 
manuals and booklets 





AUDIO-VISUAL PROGRAMS 


service is complete—from research through script to 


finished production. 


Take advantage of our years of experience in creating 
and producing outstanding audio-visual programs for leading 
companies throughout the country. Haig and Patterson pro- 
grams get results in training salesmen, recruiting personnel, 
introducing products, attracting dealers, explaining technical 


procedure and improving em 





HAIG and 
y America’s 
BETHUNE «+ 


ployee relations. 


PATTERSON, INC. 


Top Industry Since 1937 
DETROIT 2, MICHIGAN 


| 
| 
| 
| 
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Dealers Show '53 Lincoln 


* 


Cosmopolitan for '53— 

This four-door sedan is one of Lincoln's five model offerings for 1953. Other models 
include the Cosmopolitan sport coupe, Capri four-door sedan, Capri hardtop and Capri 
convertible. To date, with 205 horsepower, the Lincoln is the most powerful auto in 
production. 






PISTON RESERVOIR 


BY PASS VALVE 
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VALVE PLUNGER SPRING 


=" 
Adds Power Steering— 


Lincoln says the principle of its power steering system permits a driver to maintain 
the feel of the road at all times. The unit is activated by a pump mounted on the left 
side of the engine between the cylinder block and fan. The pump is belt-driven from 
the crankshaft. 





In Capri Interior— 

A wide variety of upholstery fabrics is offered on the 1953 Lincoln. Above is the 
interior of the Capri convertible. Fabrics offered include tweeds, friezes, nylon, broad- 
cloth and leather. Pleated cushions harmonize with interior mouldings and instrument 
panel. 


Wheelbase of the 1953 Lincoln | 











.. at puts 
THE DALLAS NEWS 
in a class by itself! 


e An apple for the teacher may in- 
fluence a good mark in school... 
but to make the grade in the North 
Texas consumer market takes more 
than apple-polishing. 


e The News has long been author- 
ity in North Texas. Enhanced with 
the prestige accorded a long re- 
spected friend and adviser, the influ- 
ence of The News is a dominant 
force, affecting the daily habits and 
decisions of a near-million families. 
“TI saw it in The News” is always 2 
clinching argument in North Texas’ 
Double Dallas Market. 


e@ Whether you’re selling apples or 





automobiles or plain good will... 
The News’ influence through its 
larger circulation will improve your 
mark throughout the larger 72- 
county Double Dallas Market. 


CffminalnQ 


72-Ceu 
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CRESMER & WOODWARD, INC., REPRESENTATIVES 
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On the Financial Front... 





Automotive Profits 
Rise 22 Percent 


ROFITS after taxes of motor 

vehicle and parts makers in the 
second quarter of 1952 were 22 per- 
cent better than in the first quar- 
ter, according to the Federal Trade 
Commission. 


In following an upward trend, 
these companies ran counter to 
the action of all types of business 
whose profits for the period were 
off 7 percent. The $262,000,000 
earned in the second period com- 
pared with $215,000,000 in the pre- 
ceding three months. 


Profits before taxes for the group 
increased to $792,000,000 from $621,- 
000,000, or 28 percent, while the 
income of all types of manufac- 
turers dropped 6 percent. 

* * * 


7 tire corporations reported 
profits after taxes of $46,000,000, 
compared with $40,000,000, or a gain 
of 15 percent. Before taxes, they 
netted $127,000,000 in the second 
period, against $121,000,000, or an 
increase of 5 percent. 

It was a different story, how- 
ever, for the petroleum refineries. 
Their income dived 20 percent be- 
fore taxes to $602,000,000 from 
$751,000,000. The after-tax figure 
was $485,000,000, as compared with 
$497,000,000, down 2 percent. 

For the first time since Korea, 


3M Net Steady 


Sales Soar to Record 


For 50 Years 


Minnesota Mining & Mfg. sales 
for the first nine months of 1952 
totaled $133,778,460, highest in the 
firm’s 50-year history, company 
officials have re- 
ported. Sales for 
the same period 
last year were 
$126,810,666. 

The period end- 
ed Sept. 30 pro- 
duced sales of 
$45,704,053, a gain 
of 12 percent over 
the $40,960,503 re- 
corded in the 
third quarter of 


R. P. Cariton 1951. 


Despite rising costs and frozen | 


selling prices, net income held 
steady at $11,442,337, compared with 
$11,427,754 through the first nine 
months of 1951, the company said. 

Earnings on common stock were 
$1.39 per share, the same figure 
reported for the first nine months 
last year. Per-share earnings for 
the third quarter of 1952 were 48 
cents, compared with 47 cents last 
year. 

“The upswing noted in third- 
quarter sales is continuing strong 
into the fourth quarter,” said R. P. 
Carlton, president. “With October 
sales volume indicating a new 
monthly high, we expect our opera- 
tion will continue at high levels 
during the remaining months of 
1952.” 


Top Trucks 


New-truck registrations for 

nine months, plus 26 states for 
October: 

1952 Pos. 

1—205,467 

2—137,911 

3— 81,173 

4— 74,514 

5— 61,642 

6— 22,819 

7— 15,280 

8,735 

5,775 

2,758 

2,591 

2,322 

1,273 

1,198 

678 

562 

400 

389 

229 


1951 Pos. 
287,361— 1 
202,536— 2 

85,209— 3 
76,310— 5 
81,402— 4 
25,631— 6 
19,220— 7 
9,989— 8 
8,024— 9 
3,766—10 
2,860—12 
3,164—11 
1,821—13 
1,656—14 
831—15 
530—17 
707—16 
372—18 
355—19 
280—20 
231—21 


Make 
Chev. 
Ford 
Dodge 
Inter’! 
GMC 
Stude. 
Willys 
White 
Mack 
Diam. T 
Reo 
Divco 
Brockway 
Autocar 
Federal 
Kenworth 
Pontiac 
FWD 
Crosley 
187. White-Ster. 
185 Peterbilt 


Total All Makes 
627,924 812,827 
For further details see page 
2, today’s issue. 











FTC pointed out, there was an in- 
crease in the liquidity of manufac- 
turing corporations. The ratio of 
cash and U. S. securities, one meas- 
ure of corporate liquidity, increased 
from a low of 63 percent at the 
end of March, 1952, to 67 percent 
at the end of June. All size groups 
of corporations shared in this in- 


crease. 
* * + 


Pittsburgh Plate’s Net 


Stands at $26,617,605 
Sales for Pittsburgh Plate Glass 
in the third quarter were $97,708,- 
641, a decline of 1 percent from 
$98,718,959 during the same period 
of 1951, according to Harry B. 
Higgins, president. Sales for the 
first nine months of 1952 were $293,- 
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Brady's New-Car Showing Draws Throng— 
This is part of the crowd which attended a showing of the new Dodge at Brady 
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net income of $22,732,227, equivalent 
to $2.52 per share. 

According to Higgins, earnings re- 
sults of the two nine-month periods 
are not directly comparable because 
of a nonrecurring charge against 
earnings in the third quarter of 
1951, resulting from adjustments 
following the purchase of shares in 
Southern Alkali Corp. from Ameri- 
can Cyanamid Corp. 


Turin Show Sets 
Apr. 22 Opening 
In Enlarged Hall 


TURIN, Italy.—Turin’s 35th In- 
ternational Motor Show will be held 
Apr. 22-May 3, according to an an- 
nouncement by the arrangements 
committee. 


The Exhibition Palace will be en- 


Motor Co., 161 W. Broad St., Cookeville, Tenn. Gifts were given out to patrons by larged by 5,000 square meters. En- 


the dealership. 


parable quarter of 1951 was $3,252,- 
368, or 36 cents per share. 

Net income for the nine-month 
period of 1952 was $26,617,605, 
equivalent to $2.94 per share. The 
comparable period of 1951 showed 


964,356, or 5 percent less than sales 
of $310,471,601 for the comparable 
period of 1951. 

Net income for the third quarter 
amounted to $8,852,170, or 97 cents 
per share. Net income for the com- 
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Electron microscope 
giving magnification of 
100,000 diameters. 


try forms are being sent out. Dead- 
line for applications was set for 
Dec. 15. 

Further information may be ob- 
tained from the Comitato Organiz- 
zatore Salone Internazionale dell’- 
Automobile, Via Santa Teresa 23, 
Turin, Italy. 





Aluminum analyzed...while you wait! 





ALUMINUM COMPANY OF AMERICA 
1842-M Gulf Bidg., Pittsburgh 19, Pa. 


Gentlemen: 


Please send me a copy of “Road Map to a 


Better Product.” 
Name 
Company 
Address 

City 


cee eee eee eee eee eee eeeeee 


“Road Map to a Better Product” is a 
complete outline of Alcoa's research 
and development facilities. Mail the 
coupon for your copy today! 


Less than a minute after a sample disc of Alcoa Aluminum 
is placed in a direct-reading spectrometer, the chemical 
composition is flashed to the melting room. By this system, 
alloys can be held closer to the desired composition during 
the melting and alloying operations. End result: higher 
physical properties that better the quality and lower the 


cost of finished products. 


A battery of seventeen direct-reading spectrometers is 
just part of Alcoa’s testing equipment. It includes metallo- 
graphic microscopes, electron microscopes, radiographic 
X ray, and other standard and special apparatus, much 


of which Alcoa designed and built. 


The equipment and personnel of our Development 
Laboratories are ready to serve the automotive industries 


in developing new aluminum applications. To contact the 


ALCOA 


ALCOA 


x 


Development Division specialists in your field, call your 
Alcoa sales engineer. Or write Alcoa, outlining your proj- 
ect. Include sketches or engineering drawings, if possible. 


FIRST IN ALUMINUM 


‘SEE IT NOW" with Edward R. Murrow—CBS-TV every 
Sunday .. . brings the world to your armchair. Consult 
your newspaper for local time and channel. 











Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

ECENTLY, a higher court held 

that for a state tax law to be 
applicable to motor vehicles, the 
law must be specific. 

For example, in Stephens v. 
Haveland, 53 N. W. (2d) 220, it 
was shown that new automobiles 
were driven by a dealer to his 
warehouse and showrooms. 

The higher court held that these 
vehicles were not taxable under mo- 
tor vehicle tax laws but, of course, 
could be taxed as personal prop- 
erty, the same as other personal 
property. 


Siren Must Sound 


HIGHER court rendered an im- 
portant decision to the effect 
that the driver of an emergency 
vehicle who fails to sound a siren is 
guilty of negligence and liable for 
damages in case of a collision. 

For illustration, in Fletcher 
Funeral Home v. Millward, 228 
Pac. (2d) 370, the testimony 
showed that a man named Mill- 
ward was traveling at about 35 
miles per hour. His car was struck 
from behind by an ambulance and 
knocked into a ditch, causing se- 
rious injuries to Millward, who 
sued for damages. 


The jury held the owner of the | employer. 





LOAD-STER” 
HELPER SPRINGS 
HELP BOOST 





en a ON te ne wenn 


MAIL TO NEAREST ADDRESS BELOW 


PRIOR PRODUCTS, Inc. 


Box 349, Middletown, Ohio 
Box 7608, Dallas, Texas 


Please send me descriptive literature on the “Load- 
ster’ HELPER SPRING and the name of your 


nearest distributor. 


asUann TTI iiiiiciehic hicieron aimee ices 





ambulance liable in damages to 


| Millward, and the higher court ap- 


proved the verdict. 
* * * 


| Layoff Compensation 


ENERALLY speaking, the courts 


refuse to award compensation | 


to employes, under a state unem- 
ployment compensation law, if the 
unemployment was due to a stop- 
page of work because of a labor 


dispute. However, according to a 
higher - court decision, employes 
who are “forced” into unemploy- 


ment because of another strike may 
receive compensation. 
For example, in Ford Motor Co. 

v. Unemployment Compensation, 
79 Atl (2d) 121, the testimony 
showed that members of a union 
staged a strike which resulted in 
a shortage of auto parts, so that 
an auto manufacturer was re- 
quired to lay off certain em- 
ployes. These employes’ were 
members of the same union but 
had not acquiesced in, or ratified, 
the strike. 

The higher court held that these 
employes could receive state unem- 
ployment compensation because 
they were not laid off as result of 
a labor dispute on premises of their 
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Shop ‘Students’ on Graduation Day— 


Diplomas and pins for passing examinations conducted by the service department 


| are presented to mechanics of Just Chevrolet Co., Delano, Calif. From left are Harry E. 


| partner in the company, and Fay Tucker, service manager. 


“os Susbeam- Talbot Bows 


Nickel, dealer; G. O. Galloway, 15-year veteran (receiving his diploma); Abe Goertzen, 


With 20 New Features 


NEW YORK.—Twenty-seven per- 
cent larger “nonfade” brakes, a 
more rugged clutch and improved 
carburetion are among 20 improve- 
ments claimed for the 1953 Sun- 
beam-Talbot 90s, introduced here 
Friday (Nov. 21) at Rootes Motors, 
Inc., 505 Park Ave. 

In addition, a new color—Coro- 
nation Red—has been added to the 
six offered last year, according to 


EASY TO STOCK 


Individual cartons take lit- 


. labeled 


for easy identification. 


SMALL INVENTORY 


Ten (10) sizes cover 90% 
of the cars in operation. Dis- 
tributors located through- 
out the country mean quick 


eI a 


BIG MARKET 






For Y2-ton and %-ton pick- 


up trucks...passenger cars; 
salesmen with heavy sam- 


Steen 





el tne aes 





ple cases, vacationers with 
luggage, cars pulling house 
trailers and work trailers 

..a sales potential in the 
nates 


EASY TO INSTALL 


NO MAINTENANCE 
REQUIRED 


ad 409 a 


List prices from 
$14.75 to $21.40 


PROFITABLE 






Brian Rootes, American director for 
the British auto maker. 

Prices are unchanged, Rootes 
said, at $2,685 for the four-seater 
sports sedan and $2,911 for the 
four-seater sports convertible. 

Rootes reported 1952 sales run- 
ning more than 100 percent ahead 
of 1951 figures, and _ predicted 
“greater sales volume than ever” in 
1953. 

He stressed the “tireless perform- 
ance and gas economy” of the Sun- 
beam-Talbot 90s, which took the 
team prize at the Alpine Rally this 
year and finished second in the 
1952 Monte Carlo Rally. More than 
300 sports cars were entered, Rootes 
said. 

Other improvements listed by 
Rootes included improved camshaft 
bearings, revised transmission ratio 
to increase performance, restyled 
and ventilated wheels, additional 
suspension oil seals, increased front 
seat head room, more convenient 
gear shift lever, new top contour 
line, and edge illumination of the 
instrument panel. 

Still others were additional 
body sealing, mud and snow flaps 
to protect pedal mechanism and 
controls, speedometer trip record- 
er, smaller and more attractive 
hub caps, more graceful door 
handles, retaining check on doors, 
chromium rimfinishers, improved 
heating and ventilation, and new 
colors plus new chromium trim. 
A dashboard recess is built to 
take a pushbutton Emitron radio 
receiver, Rootes said. 

Maximum brake horsepower of 
the four-cylinder overhead valve 
engine is 70, at 4,000 revolutions per 
minute, and compression ratio is 
6.45 to 1. Bore is 3.1875 inches, with 
a stroke of 4.33 inches. 


11% Jump Marks 
Month’s Output 
Of Truck Trailers 


WASHINGTON. — According to 
the Department of Commerce, fac- 
tory shipments of truck trailers in 
September amounted to 4,916 units, 
representing an 11 percent jump 
over the preceding month. August 
shipments totaled 4,421 units. 

Shipments of vans were up 32 
percent for September, the depart- 
ment said. 

There were 160 companies re- 
porting production or shipment of 
truck trailers during September, it 
was noted. 


Charleston Assn. 


Reelects Altman 


CHARLESTON, S. C.—James J. 
Altman, president of Altman Cadil- 
lac Co., has been reelected presi- 
dent of the Charleston Automobile 
Dealers Assn. 

Also reelected were C. Huiet Paul, 
of Colonial Motors (Lincoln-Mer- 
cury), secretary-treasurer, and Wil- 
liam M. Schram, president of Curry 
& Schram Motors, Inc. (DeSoto- 
Plymouth), vice-president. 





Fleishman Buys In 
Phil Fleishman, general man- 
ager of Cole Motors, Inc., has 
purchased half the stock in the 
Studebaker dealership. 









Ten Truck Scales 
Opened in N. Y. 


ALBANY. — Ten 
stations are in operation in New 
York State and nine more will be 
opened within a few weeks, accord- 
ing to the Department of Public 
Works. 

The stations check the weight of 
loads to make certain there are no 
violations of the new truck-mile- 
age tax law, which requires op- 
erators to submit monthly reports 
on the miles covered by each truck 
The operators pay a monthly tax 
based on the miles and the maxi- 
mum weight of the truck. 


Only trucks weighing more than 
18,000 pounds are required to enter 
the stations, although State troop- 
ers are empowered to order other 
trucks to be weighed. 

“Each station weighs trucks go- 
ing in only one direction so that 
no dangerous crossovers are re- 
quired,” said the department. “Av- 
erage weighing time is approxi- 
mately 1% minutes.” 


truck-weighing 


5 Years a Dealer 
Lake Region Motors (Stude- 
baker), Leesburg, Fla., has celebrat- 
ed its fifth anniversary. 





Get ACTION 


...When you want it! 


WHEN WILL 
JONES’ CAR 
BE READY? 


IT'S READY 
Now! 


Give instructions, get 
information instantly with 
Executone Intercom! 





pot otro 


You'll be amazed at the way Executone 
speeds up production—helps you get 
more work done faster! 


Executone lets you TALK to employ- 
ees or associates instantly, anywhere in 
office or plant. No waiting on busy 
phones. No running back and forth 
hunting for “lost” personnel. You get 
action right now! 


World’s Most Advanced Intercom! 


With Executone, voices are distinct, 
clear, instantly recognizable. Exclusive 
“CHIME-MATIC’® signalling announces 
calls by chime and signal light. 


Executone lowers costs—soon pays} 
for itself in many ways. Ask for full} 


details. No obligation ! 


hecilone 






COMMUNICATION AND 
SOUND SYSTEMS 
pr --------- 
EXECUTONE, INC., Dept. M-6 | 


415 Lexington Ave., New York 17, N. Y. | 
Without obligation, please let me have: | 


€ The name of your local Distributor | 
(©) Complete descriptive literature | 


NAME....... coven TITLE. 
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: Affecting Factories and Dealers . . . 





Auto Advertising 


By George Deery 
Associate Editor 


Detroit represents the greatest in- 
luence on farm prosperity through 
ts production 


facilities for the 
mechanization of 
agriculture, 
Wheeler McMil- 
len, editor of the 
Farm Journal and 
the Pathfinder, 
told the Econom- 
ic Club of Detroit 
last week. 

More trucks 
and tractors 
would mean a 

“ more peaceful 
Wheeler McMillen world, he said. 
“Men everywhere want to eat, to 
be happy, to be free,” McMillen 
added. “We must help to increase 
their production. The automobile 
industry has already done this in 
the U.S.” 





* * * 


Heads Chain Group Ads 

Donald E. Ehlenfeldt has heen 
appointed ad manager of Round 
Chain Companies, it has been an- 
nounced in Cleveland by James W. 
Dickey, vice-president and treas- 
urer. 

Prior to joining Round Chain 
Companies, Ehlenfeldt served six 
years as sales promotion manager 
for Willard Storage Battery Co., 
Cleveland. 

The Round group now includes 
11 companies manufacturing chain, 
material-handling equipment and 
related products. 

* * * 


Motorola PR Director 


Allen H. Center, formerly pub- 
lic relations director for Parker 
Pen Co., is now public relations 
director of Motorola, according to 
Edwerd R. Taylor, assistant to 
the president. 

Co-author of a new book, “Ef- 
fective Public Relations,’ Center 
is a director and first vice-presi- 
dent of the Wisconsin chapter of 
the Public Relations Society of 
America. 


Center started his career with 
the New York Times. Prior to 
and following duty with the 13th 
Air Force in a public relations 
capacity in World War II, he was 
with American Chicle Co. for 
eight years in a merchandising 
capacity. 

* * * 


New Shell Oil Movie 


“Oil—The Invisible Traveler,” a 
new color motion picture portray- 
ing petroleum transportation, is 
ready for distribution, Shell Oil has 
announced. 


The 20-minute, 16- millimeter 
sound movie is available free for 
showings. It was prepared especi- 
ally for schools, social and fraternal 
groups and civic organizations, says 
company, 50 W. 50th St., New York 
20, N. Y. 


The film is the fourth in a series 
entitled “This Is Oil,” which Shell 
has produced to demonstrate the 
basic operations of the oil industry. 
The most recent movie tells how 
the oil industry performs the task 
of moving more than 300 million 


POSITIVE REAR DOOR 


SAFETY LOCKS 


ee eo SUGGESTED 
= Rt 
Per PAIR 


100% EFFECTIVE—Cannot Fall 
The perfect door lock for all Plym- 
outh, Dodge, DeSoto and Chrysler 
cars— All General Motors cars and 
Ford and Mercury. 
Quickly Installed or Removed. Re- 
places Inside Door Handle. Rear 
Doors are Always Locked From In- 
side, but can be opened from out- 
side as usual. No Mechanica) 
Changes To Make. Handle can be 
replaced if desired. No Delicate 
Parts to Break and Cause Failure. 
Mounted on Attractive Display Card. 
IMMEDIATE DELIVERY 
cannot furnish order 


it vest jobber 
direct. Write for free cataleg 
of over 20@ HO service items. 


| gallons of petroleum a day from oil 


well to consumer. 
- a 


* 

Larger N. Y. Unit for RR 

Ross Roy, president of Ross Roy, 
Inc., ad agency, has announced 
that the New York offices of the 
agency have been moved to larger 
quarters in the Chanin Bldg., 122 
E. Forty-second St. 


* * * 


Wight Heads Philco PR 


Appointment of William Wight 
as director of public relations of 
Philco has been announced by Wil- 
liam Balderston, president. 


Wight, formerly Washington vice- 
president of Carl Byoir & Associ- 
ates, had been in charge of that 
firm’s Capital activities for 14 years. 

Prior to that time, he was a 
member of the Washington bureau 
of the Associated Press, having 
joined that agency in 1927 and 
transferred to Washington in 1929 
to inaugurate a regional reporting 
service for AP member newspapers. 


por 





a L 


50% More Jobs 
e Per Drum 


Nokorode is concentrated—no excess 
solvent. You spray Nokorode to 1/16” 
thickness —and it dries to almost 
1/16”. It’s made entirely by Lion un- 
der U. S. Patent 2393774, assuring 


controlled uniformity, controlled qual- Nokorode is stable, made of highly Nas 
ity. Nokorode goes 50% farther, yet compatible materials—won’t separate 
costs no more than ordinary under- in storage, won’t clog guns or hoses. 
coatings. That means 50% more pro- You avoid unnecessary clean-up jobs Address 
fit for you. —you save man-hours and money. 
Made and Guaranteed By City 
Ve oat x State 


EL DORADO, 


GET 50% 
MORE 
PROFIT 


ON YOUR 
UNDERCOATING 
JOBS 
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Directs ATA Project 


Allman Co., Detroit, has been re- 
tained by the American Trucking 
Assns. for a special public relations 
project, according 
to John V. Law- 
rence, ATA man- 
aging director. 
Details of the 
project, which in- 
volves a new idea 
in the public re- 
lations field, will 
be announced 
soon, Lawrence 
said. 

L. C. Allman, 





L. ©. Allman head of the De- 
troit agency, is a veteran in the 
motor transportation field. His 


company is currently handling the 
public relations account of the 
Michigan Trucking Assn. 


* * * 


Names 

Norman Shigon, Philadelphia cor- 
respondent for AvuTOMOTIVE NEWS, 
has passed the Pennsylvania bar 
examination. Recently he was 
awarded first prize of $600 in a 
national essay contest conducted 
by the Robert S. Marx Foundation 
of Cincinnati in law schools and 
colleges throughout the nation on 


| compulsory auto compensation in- 


LOT, 


a re 





1, 1952 





Look Uses Model Car in Sales Pitch— 


David Gillespie (right), associate media director of Kenyon & Eckhardt, looks on as 
Phil DeBeaubien, Look magazine's Detroit ad manager, gives Look's new automotive 
presentation. The presentation uses a model car which comes apart and has a mockup 
engine that actually runs. The car is used to compare the production of autos with the 
production of magazines. 


headquarters in the publication’s 
New York office, which is man- 

Russell Holt has been named an| aged by Ed Pachuta. Holt formerly 
|ad sales representative for Farm|was with Promenade Magazine, 
|and Ranch, according to Ted Lord,| American Legion Magazine and 
| vice-president. Holt will make his| Country Home Magazine. 


surance. Shigon attended Temple 
Law School. 
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\0N Nokorode -~ 


UNDER-CAR SEALER AND SILENCER 


2. 


Lower Labor 





ARKANSAS 


Easier Application . . * 


Nokorode is uniform for smooth ap- 
plication— no troublesome “blobs” 
..- flows freely permitting steady pres- 
sure in the gun. There’s no lost time 
due to lost pressure. 


FREE! Details on how to increase 
undercoating profit. 


LION OIL COMPANY 
El Dorado, Arkansas 





Cost 


Please send information on higher 
profits with LION NOKORODE. 
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New Passenger Car Registrations, 21 States for October, 1952-1951 


Car registrations by states are 
released here weekly, as com- 


piled by R. L. Polk representa- 
tives In state capitals. 


Willys-Overland 
Miscellaneous 


CHRYSLER 
Oldsmobile 


TOTAL 
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New Commercial Car Registrations, 26 States for October, 1952-1951 


Truck registrations by states are 
released here weekly, as compiled 
by R. L. Polk representatives in 
state capitals. 


Truck registrations by states ere 
released here weekly, as compiled 
by R. L. Polk representatives in 
state capitals. 


International 
Kenworth 
Peterbilt 
Studebaker 
Willys-Overland 
Miscellaneous 


- 
° 
2 
° 
- 
> 
° 
«= 
0 


Sterling 


White- 






































Three States Freviously "b2) I | 1694) "| 35 19 567) 1; 885; | 491) 546) | 28) 3) 10; 144 5, | 117 15) 4616, 52 Three States Freviousiy 
Reported for October St) 2044 54 33 642| 4) 1663| 5| 551} 862} 1] 13 9) 16} ‘183! 73 5 143] 26| 6330 ‘5! Reported for October 
Arizona "52 | 227 | 4 | 67I | 116! 77; 83 1 1| | 3 15 4 21 2; 621; '52 Arizona 
‘BI 5) 200} 1 | 65} 2| 168 64) 69 2| 4| | 2 2 13 6 | 24 3) 4631'S! 

Connecticut ‘52 5 9 254 7| 9 123) 5; 137, | 69 126 | 29! | 19 29 21, | 24, 2 868 ‘52 Connecticut 
‘51 4 8] 306! 9 7} % 9) 182 | 66] 131 37| | 10; 24 12 3 16 2) 9235! 

Delaware 52 I 1 77 | 41| | 58 a = | | ‘ | | -228)'52 Del 
51 2} 493| 23 | 9! 21143 | 4] } 4 | 12 en ee ee a oe 
ie 2 eid ee ee Te ae eS ee — 
4 6 | 2190)'5! 
Georgia "52 | 2 752 2 I 155) 1) i | 170 179 | 10 | 2) 97 12 10 | 1723 | "52 Georgia 
rr 912| z| | 262] 30/ | 213] 205| | 20 3} |} iat] | 96) ot] 2480 °51 
Massachusetts "52 15 8! 352) | 13} 12; 162) 3) sal | 2) 137 | 30 | 22 5! 40 6 37 2; 1285; "52 Massachusetts 
‘BI 14) 11] 386) 1 6} ott} «tS! 3} 320 It] 164 | 37} 3 12; 46! 30 2| 22 4) 1338 )'5! 
Michigan "52 3} 1214) | 13} 27) 419; 2} 923) | 367; 198 | 5| | 27) 7% 17) | 57 5| 3373 |'52 Michigan 
51 / 10| 1} 1028} 11} 27) 405) 2) 1075) | 274) 238 | 12I 5} 23] 7! 25 a 2) 3280'S! 
Nebraska ‘52 1 527) | 16 4, 89) | 288) | 141} 223; 4) 5| 2| 1; 56) 10 43) 1) 141t'52 Nebraska 
‘51 538) | 7 i} 116} 502| | 194] 298 3) 5| 2| 6| 77 2 71| 1853 |'5! 
a 7 | | § ee ee en 
| | | | ' | | ! | | 
ean Ss} UB | oa Bo] Bo Re Pp a ob Bs mes 
New Jersey "52 | 4, 31; 682 | 4; S| 222 3; 513) | 165, 205) 5| 3} 69, 38 2; 47 3; 2044 ‘52 New Jersey 
| | 
‘51 7) 29) «741 1 ii] tt} 224] 6| 556! 1} 200) 241 ia! é| 5} 671 29 2) 45 1) 2231 |"5! 
North Carolina "52 4 | 820 4) 3} 261) 372| 1} 267) 245 | 62) | 1 4, 87) #39 1; 34 2; 2207,'52 North Carolina 
‘SI 1| | 937 2| 9} 314] 735 | 280) 328 42 3 i| 166] 29 52 2) 2901 |'5! 
North Dakota ‘52 | | 207| | 48 | 144 2; 47,136 | | | 2 17| 1 18 623 |'52 North Dakota 
5 | 196 1| | 52} | 221 } 75} 212 26 29 1 813) '5! 
Ohio "52 10| | 1287 } Ut} 23) 457; 3} 664) 1 291; 446 | 26| 5) 28: i28 81 74 10; 3545, '52 Ohio 
‘5 5 2) 1183 3; 28] ~—-36| 479) 3 = 285! 29 | 24} 16 17/186) 129 109 2) 4166! "5! 
Oklahoma 52 fl | 736 | 1| 4, 171| 349; 10,232) 214 1 6 | 9° 56) 16 | 31 4, 1841 |'52 Oklahoma 
‘51 650 1| 3) 3} 186) 1} 473 2) 206) 254 13) | 2; 63S | 23] | 1906 |'5 
South Carolina "52 412) | | 144) | 99) 79 5| | 45 10 l 7 1} 935)'52 South Caroli 
‘51 \ | f| | 1) tat 283) | 106) 116 | @oeft| | a @on | 3) th 4249'S : = 
South Dakota 52 | 120 1 , 39 65) | 37) 71 1 32 1 21 388 |'52 South Dakot 
‘51 | | | te | 2 | 71 I71 | 6g! 132 five 4 3 02} | fol | ni ne 
Tennessee ‘52, | | 755) | 7 ‘| 173 290| | 199) 214 | 14} | | 4; 53)—=«*1:3) | 25) 2| 1753, '52 Tennessee 
: st 6} 517 ! 2 4] 165 3] 405) | 168} 179 8 4| | 70! 30) 23) 1585 | 5! 
Uta 52 | 218 2 | 28} 75 1} 48; 59) 3| 1 2 11 4 25) 4, 481 ‘52 tah 
‘51 | | il af Hf oat Fl | al | | 89 | 4 | 4} ol | 3 | 520!°51 " 
Washington ‘52| | | 345 | | 5| 141 | 183} | 135) 131 7| 6 | | 2| 50) 9| | 51) 1073 |'52 Washington 
a 5 30! 6 4) 156 323/ 1} 146] 168 7 6 |} 10l 647] 12 69) 1} 1257 )"5) 
West Virginia ‘S2 | | 263 | | 2| 128 2) 132| 9 89) | | | 27] 2| | 43} I 785 | ‘52 West Virginia 
a 51 1 4) 303 2} 118 3} 235) 107] 75) 4| 3 ‘|. mn. 7 | 6 951 |'5! 
a a wee 
| 1] 1 | | 4) 1 | 12} : 
Wyoming *52| 135 25 i 70 | Si) 54 1 | 12) 1 | 38 387 |'52 Wyomi 
51 | | 189 | | | & 122| | 751 99 | | | | ol | = 567 |S! ee 
26 States Reported "52 | 54) 12316) 144) 148! 3880) 42) 6670 19| 3458| 3816 14) 298 1 21; 162) 1222) 439 11} 856) 72) 33691 ‘52 26 States Reported 
To Date for October ‘Si | ee 63) 12762! i3| 189! 170! 4188! 37} 10483! 20! 3691| 5060 13] 337 1} 66! ~—«139] «1507! $31 13! 1009} 52! 40371/ "5! To Date for October 
Year ‘52; -1198| 1273|205467| 229, 2758! 2322) 81173| 678/137911| 389) 61642; 74514; 562; 5775| 185) 400) z591| 22819| 8735) 187 15280, 1836) 627924 ‘52 Year 
To Date ‘51| 1656] + 1821|287861| 355] 3766) 3164) 85209) —831/202536! —372/ 81402| 75310/ 530) 8024) 231) 707] 2860! 2563!| 9989| 280] 19220| 1072| 812827 ‘5! To Date 


$1,674.75; Suburban, $2,095.25. Cranbrook 
—4-dr. sed., $1,928.50; cl. cpe., $1,898.25; 
Belvedere, $2,147.25; conv., $2,303.25; 
Savoy, $2,236.50. (Wire-spoke wheels op 
tional on all models at $290.25.) 


The following advertised-delivered prices 
are based on factory retail prices sug- 
gested by the factories under authority 
of the Office of Price Stabilization. These 
prices include federal excise taxes and 





Current Prices on New Cars 


factory handling charges, plus dealer de- Cc—C ieanllie 

livery and handling charges. They do | sed., $2,826; Newport, $3,186.25; conv., | net models at $233.50. Wire-spoke wheels MERCURY — Custom — 4-dr. sed., $2,- alk te a = a 
NOT include transportation charges, state | $3,309.75. New Yorker—4-dr. sed., $3,- | optional on all models at $290.25.) 248.50; 2-dr. sed., $2,191; spt. cpe., §$2,- $2, 615.09. Chieftain 6-4. dr. sed., $2,089. Ss: 
and local taxes or optional equipment. 389.50 (8-pass., $4,388); cl. cpe., $3,360.50; FORD—Mainline 6—4-dr. sed., $1,689.47; | 313; 6-pass. stat. wag., $2,775 (8-pass., | 9_qr sed., $2,031.45; stat. wag.. $2,772. 46. 


ALLSTATE — Four — 2-dr. sed., $1,499. | Newport, $3,806.75; stat. wag., $4,102.25. | 2-dr. sed., $1,640.59; bus. cpe., $1,536.33; | $2,823.50). Monterey—4-dr. sed., $2,330; | Cnieftain’6 Deluxe——4-dr. sed... $2,118.53: 
Six—$1,686.18. (Sold only by Sears, Roe- | New Yorker Deluxe—4-dr. sed., $3,550.75; | stat. wag., $2,018.40. Mainline 8—4-dr. | spt. cpe., $2,449; conv., $2,605.50. (Mere- | 9_ar, sed., $2,060.28; conv., $2, 444 21: Cat. 
buck and Co. stores in certain areas.) cl. cpe., price to be announced; Newport, | sed., $1,766.09; 2-dr. sed., $1,716.20; bus. | O-Matic optional at $189.81 on all models.) | ajing $2 304 30 (super deluxe $2, 370 43): 

AUSTIN—Somerset — 4-dr. sed., $1,795; | $3,968; conv., $4,049.50. Custom Imperial | cpe., $1,612.53; stat. wag., $2,094.07. Cus-| MORRIS and MG—Minor — 4-dr. sed., | stat.’ wag., $2,689. Chieftain’ 8 Deluxe 
stat. wag., $1,895; conv., $1,945; A-40| —4-dr. sed., $4,249.50; lim., $4,787. Crown | tomline 8—4-dr. sed., $1,857.85; 2-dr. sed., | $1,595; 2-dr. sed., $1,445; conv., $1,475. |4-dr. sed.. $2,193.51; 2-dr. sed $2,136.32: 
sports conv., $2,295; A-90 sports sed., $3,- | Imperial—4-dr. sed., price to be announced; | $1,808.95; cl. cpe., $1,818.50; country sed., | 4wG-TD conv.—standard $2 115; "Mark II conv $2,517 66; Catalina, $2 379 99 (su er 
395. (Delivered at U. S. ports.) lim., price to be announced. (Fluid-Matic | $2,264.74. Crestline 8—Victoria, $2,119.73; | Deluxe, $2,360 ee deluxe, $2,446); stat, wag., $2 172.46 

BUICK—Special — 4-dr. sed., $2,208.76| optional at $130.10 on Windsor, standard|conv., $2,229.42; stat. wag., $2,401.24. a ae > . | (Hydra-Matie optional at Siis 50 on all 
(Deluxe, $2,255.32); 2-dr. Deluxe sed., | cn other models. Fluid-Torque standard on | (Ford-O-Matic optional at $184 on all NASH—Rambler Super — suburban, $2,- models.) ° on a 


° x . : - 2.60. Rambler Custom—Country club 
$2,196.88; cl. cpe., $2,114.65; Riviera, $2,- | Custom Imperial and Crown Imperial; op- | models.) 00 L " " 
295.43; conv., $2,634.17. Super—4-dr. sed., | tional at $139.75 on other eight-cylinder FORD OF BRITAIN—Prefect 4-dr. sed., ie Eee dine ae. ae 32 aan; coon, weet, — = “ a 


$2,563.17; Riviera, $2,477.56; conv., $2,-| models, at $106.40 on Windsor Deluxe and $1,344; Anglia 2-dr. sed., $1,183; Consul | j7< , »938 
868.59; stat. wag., $3,295.73. Roadmaster | at $236.50 on Windsor. Power steering | 4_j, sed., $1,693; Zephyr six 4-dr. sed., a = ie. a a aa Rats — ieee cok 


—4-dr. sed., $3,200.36; Riviera, $3,300.05; | standard on Crown Imperial, optional at| 1 999 (Delivered at U. S. ports.) dg, ' 
conv., $3,452.56; stat. wag., $3,976.73. | $198.90 on “s modem. hyn mar wheels HENRY J—Corsair Four—-2-dr, sed., $1,- Sistas. ——_—". gg sa _—- mre ~~. Oe eee 
re See 6S Rees, ae. | Seeae Ot Ee. oe Oe eet.) 499. Corsair Deluxe Six—2-dr. sed., $1,-| Gor Gustom—i-dr. ‘sed.. $2,716.45; 2-dr. | $2,685; conv., $2,911. Rover 75—sed., $2... 
ae “ae Cptional at $196.00 on DeSOTO — Powermaster 6 — 4-dr. sed., | 686.18. sed., $2,695. (Hydra-Matic optional at | 697. (Delivered at U. S. ports. ) er: 
Super and Roadmaster. —*. oe. Oe ek tes ak cl. cpe.,| HUDSON—Pacemaker Six — 4-dr. sed., | $178.85 on Statesman and Ambassador.) STUDEBAKER—Champion Custom — 4- 

CADILLAC—Series 62—4-dr. sed., $3,- | $2/494i, Sportsman, $2,800.75; stat. wag., | $2,310.87; 2-dr. sed., $2,264.13; cl. cpe.,| OLDSMOBILE—Deluxe 88 — 4-dr. sed.,|dr. sed., $1,768.70; 2-dr. sed., $1,734.90; 


: ; $3,112.50. Fire Dome V-8—4-dr. sed., $2,- | $2,310.87; bus. cpe., $2,115.72. Wasp Six— wae 
$3,904.51; conv., $4 14072, Series 60 Spe-| {5015 RARE, ted, $00 70) cl, Ber | dr. sed. $2400.84; Par. ved, $2.418-28; |r. aed... $2401.71, ear. sed $2 |sed., $1,801.10; Zar sed. $1827 01; el 
Chalo d e e itm $5,620.08, | 191-50; stat. wag., $3,386. (Tip-Toe Shift | conv., $3,047.50. Commodore Six — 4-dr. | 673.39; conv. $2,852.59, Classic BB _-4edr. [$1 b4648. S-dy nea Se TOL Leet: 


pass. sed., $5,407.54; lim., $5,620.93. . ; : .39; a 
re Male Standard on ies 7, "GM | moins ape Sit with Pita Foraue | Sa 90 8: on SS 200 77 Mort | Sin tl Hay, 08 Ts conv, | $040.78, Siang. $220.0, ont, 
power steering optional at A on a ; E ’ ;. ee “9 . os $3, .84. (Hydra-Matic optional at $178.35 | 272.84. Commander Regal—4- ar. sed., $2,- 

Drive optional at $236.50 on V-8s only. | Six and Commodore Eight—4-dr. sed., $2,- | and GM power steering at $198.90 on all| 120.82; 2-dr. sed., $2,085.60; cl. cpe., 


models.) Power steering optional at $198.90, power | 7 . . wi 
oe ae 90, 68.86; cl. cpe., $2,741.99; Hollywood. §$3,- ae ee 
a= HSL 670. 43; ea Soe e1s. 62, a1, | brakes at $36.55 and wire-spoke wheels at | 095.15; conv., $3,342.05. (Hydra-Matie op- mi ACRARD—CUpper—4-dr. sed., $2,588; $2,114.06. ar sander Stas as a 
$290.25 on all models.) tional at $175.71 on all models.) club sed., $2,534; Deluxe 4-dr. sed., $2,- | $2,201.67; Stariiner, $2,487.52; conv., §2.- 


cpe., st. 620.26; bus. cpe., $1,529.55. Style- 
line Deluxe—4-dr. sed., $1,761.21; 2-dr. DODGE — Meadowbrook Special — 4-dr. JAGUAR—XK-120—Super Sports, $4,039; | 735; Deluxe club sed., $2,681; Sportster, | 547.92. Land Cruiser—4-dr. sed., $2,364.91. 


sed., $1,707.32; cl. cpe., 's1, 726.26; Bel- Air, | sed., $2,088.25; cl. cpe., $2,046.50. Mea-/| hardtop, $4,065. Mark VII—4-dr., $4,170. | $2,795. Cavalier—4-dr. sed., $3,234; May- | (Automatic optional at $231.24 on Cham- 


$2,006.05; conv., $2, 128; stat. wag., $2,- | dowbrook—4-dr. sed., $2,181; cl. cpe., $2,- | (Delivered at U. S. ports.) fair, $3,268; conv., $3,476; Patrician 4-dr. | pion and $243.08 on Commander and Land 

297.12. Fleetline Deluxe—2-dr. sed., $1,-| 151.75; stat. wag., $2,250.75. Coronet— KAISER—Deluxe—4-dr. sed., $2,512.79; | sed., $3,735. (Ultramatic standard on Pa- | Cruiser.) 

707.32. (Powerglide optional at $178.35 on | 4-dr. sed., $2,365; cl. cpe., $2,336; Diplo-| club sed., $2,459; 4-dr. Traveler, $2,618.55. | trician, optional at $199 on other models. WILLYS-OVERLAND—Aero—Lark 2-dr. 

Deluxe models.) mat, $2,577; conv., $2,710.50; stat. wag., | Manhattan-—4-dr. sed., $2,649.63; club sed., | Power steering optional at $195 on all|sed., $1,740.67; Wing 2-dr. sed., $1,989.33; 
CHRYSLER—Windsor—4-dr. sed., $2,597 | $2,648. (Gyro-Matic optional on all models | $2,596.76; 4-dr. Traveler, $2,755.36. (Hy-| models; Power brakes at $39.45.) Ace 2- dr. sed., $2,074.34; Eagle, $2,155.04. 


(8-pass., $3,441.25); cl. cpe., $2,574.50; | except Meadowbrook station wagon at/dra-Matic optional at $178.55 on all PLYMOUTH — Cambridge — 4-dr. sed., | Four—stat. wag., $1, 862. 22 (four-whee!- 
stat. wag., $3,299. Windsor Deluxe—4-dr. | $130.10. Gyro-Torque optional on all Coro- | models.) $1,836.50; club sed., $1,798.75; bus. cpe., | drive, $2,304.03). Six—stat. wag., $1,948.75. 
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Fell Drivers to Rely on Brain, Not Horn... 





Tokyo Dailies Seek Doom of Din 


Epiror’s Note: The following 
story was written by Corp. Tom 
Hewitt, former Automotive News 
staff writer who is now working 
on the Army’s Stars and Stripes 
in Tokyo. 


By Corp. Tom Hewitt 


TOKYO.—This great and modern 
oriental city—a nightmare for 
drivers and pedestrians alike —is 
striving “to get out of the din.” 

Not only must a person drive on 
the left side of the street, but he 
is constantly harassed by what 
seems to be millions of horns, 
pedestrians darting in front of him 
at all points along streets and city 
drivers using their bright lights at 
night. 

But the din of horns is gener- 
ally conceded to be the worst fac- 
tor. Japanese drivers, especially 
cabbies, find great pleasure in hit- 
ting the horn button, even though 


j 
| 


the nearest vehicle or pedestrian is 
half a block away. 

All vistors to Tokyo complain 
about the horn noise. They write 
many letters to newspapers, and 
people important enough to be 
interviewed for a newspaper al- 
most always mention the traffic 
din. 


The city’s dailies have opened an | 


editorial campaign to reduce the 
noise. One editorial said: “We urge 
that it be made illegal to equip an 


automobile with any device cap-| 
able of making any noise louder | 


than the love-call of an amoeba.” 
It added that “any driver who 
relies on his horn, rather than on 
his eyes and brain, should be sum- 
marily relieved of his license .. . 
before the population of Tokyo suf- 


fers a mass nervous collapse.” 
* * + 


‘Face-Lifted’ Cabs 


A taxicab company in Osaka has 
a fleet of more than 40 cabs which 








* SAVE FUEL 
* REDUCE WEAR 
* PREVENT LUGGING! 


with Save 


ELECTRIC 


TACHOMETERS 





Every engine has a speed range where 
horsepower and fuel consumption are most 
efficient and economical. Leading-fleet 


operators report a substantial savings in 
maintenance costs and increased 
safety by having drivers operate in this 
R.P.M. economy range. Sun Electric Tach- 
ometers are simple to install, they have no 
drive cables or rotating parts. Models are 
available for gasoline engines in any speed 
range up to 7,000 R.P.M. Write for name 
of your local distributor and complete data 


fuel, 


sheet TODAY! 
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FOR CARS, TRUCKS, 
TRACTORS & BOATS 


NO DRIVE CABLES 
EASY TO INSTALL 
ILLUMINATED DIAL 
SENSITIVE 
ACCURATE 

EASY TO READ 


*»>.ye es * © 
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Manufactured and Guaranteed by 





SUN ELECTRIC CORPORATION 


INSTRUMENT-TACHOMETER DIVISION 
6327 Avondale Avenue 


09 


Chicago 31, Illinoiss 


el! a OF GAS FUMES 


wayne A TESTED AND APPROVED 





SYSTEM 


6 “NATIONAL” SYSTEMS TO SUIT YOUR NEEDS... 





tien ... 
your exact requirements. 
are priced from $206.25 depending on the 
number of inlets. 


dence when you select a 


Both Overhead and Underfloor Systems for 
use in present buildings or in new construc- 


designed and engineered to meet 
Overhead systems 


A COMPLETE SYSTEM... 

NOTHING ELSE TO BUY! 

Every “NATIONAL” System is complete with 
motor and blower unit, necessary ducts, tubes 
and car service extensions to carry exhaust 
gases from car tailpipe to outside of building. 


GUARANTEED, TOO! 
Every ‘“‘NATIONAL” System carries a written 
guarantee of satisfaction. You buy with confi- 


“NATIONAL.” 


There is a qualified "NATIONAL" man near you. Learn about all six 
“NATIONAL” Systems. There is no obligation. Write for literature. 





OF 


Tae NATIONAL SYSTEM 
GARAGE VENTILATION INC. 


World's Largest Manufacturer of Exclusive Garage Ventilating Equipment 






Dept. M2, 330 North Church Street, Decatur, Illinois 





to work to modernize, glamorize 


|} and lengthen them 


They hammered steel plates 
into place and came up with re- 
markable facsimilies of new 
American autos. Their “blue- 


look like Kaisers and Dodges but ee were photographs of the 

actually are “face-lifted” bantam = — 

| cars. Cost of the face-lifted cabs 
The firm originally had only amounted to approximately one 

home-made midget engines and | Million yen ($2,800) each, just about 








chassis, , but its me schanics were put | 


Leader Fight 
Threatens Rift 
Within the CIO 


(Continued from Page 2) 


pointed by Secretary of Labor Mau- 
rice J. Tobin to represent business 
on the advisory council to the Bu- 
reau of Employment Security. 

In the meantime, Malcolm L. 
Denise, associate counsel for 
Ford Motor Co., resigned yester- 
day (Nov. 30) as chairman of the 
industry section of the Wage 
Stabilization Board. He will de- 
vote his full time to private busi- 
ness, he said. 

The CIO is carrying a _ fight 
against state enforcement of Taft- 








| Hartley Act provisions to the U. S. 


Supreme Court. It specifically ob- 
jects to an Alabama state court 
injunction against picketing of an 
Alabama building project, on 
grounds such picketing violated the 
Taft-Hartley Act. Congress, says 
the CIO, did not intend to entrust 
Taft-Hartley enforcement to the 48 
states. 


+ * * 
STRIKE, which has idled 5,000 
a Akron employes of Goodyear 


Aircraft Corp. for nine weeks, is 
over. Terms include a 10-cent hour- 
ly wage hike, plus fringe benefits. 

The one-cent hourly drop in auto 
workers’ wages—paralleled by a $5 
to $5.25 quarterly cut in office 
workers’ salaries—met with an ex- 
pected cool reception in auto-work- 
er circles. 

* * * 

il WAS followed in September by 

a three-cent hike. Today’s cut 

will take about $1.75 per month 
from each worker’s check. 
General Motors is scheduled to 
save more than $2 million in 
wages and salaries during the 
coming quarter 
In the three-month period ending 
Oct. 15, the BLS “old” consumer 
price index, on which the contracts 
are still based, declined from 192.4 
to 191.5—down .9 of a point—the 
same as the dip recorded under the 
“new” index. 

The last 30 days of the quarter, 
however, showed a .1 point climb. 


Old-Timers Elect 
Officers; Near 
5,000 Members 


NEW YORK.—The Automobile 
Old-Timers has elected J. E. Henry 
as president. William L. Hughson 
was named honorary president. 
Frederick H. Elliott, William E. 
Holler, Alfred Reeves, R. A. Strana- 
han, John J. Schumann jr. and Wil- 
bur Shaw were elected vice-presi- 

ents. 

Clifford M. Bishop is secretary, 
and C. Ray Palmer, treasurer. 

Reports indicated that the club’s 
membership is nearing the 5,000 fig- 
ure. The organization is active in 
31 states. 

The following were elected to the 
board of directors: 

Earle C. Anthony, Clifford M. 
Bishop, Ernest Burwell, Edward L. 
Cleary, Reginald M. Cleveland, L. 
L. Colbert, Frederick C. Crawford, 
Earle C. Dahlem, J. Frank Duryea, 
Frederick H. Elliott, Harvey S. 
Firestone jr., Henry Ford II, Clell 
Forsythe, Tom Frost, Herbert M. 
Gould, Paul T. Graves, Sam P. Hale, 
J. E. Henry, Lloyd W. Hoagland, 
William E. Holler and J. Conrad 
Johnson. 

Also, Charles F. Kettering, A. A. 
Lally, J. Saxton Lloyd, William L. 


| Mallon, George A. Martin, George 


W. Mason, R. M. Nelson, C. Ray 
Palmer, William A. Plunkett, Al- 
fred Reeves, Willard F. Rockwell, 
John J. Schumann jr., Henry R. 
Selden, Wilbur Shaw, A. B. Smith, 
J. Maxwell Smith, W. R. Stephens, 
Frank G. Stewart, R. A. Stranahan, 
Leon E. Titus, John Van Benscho- 
ten, Thomas J. Watson, John E. 
Wilks, Birkett L. Williams and 
Charles E. Wilson. 


| cabs, 





half the price of the authentic 
model. 
Customers evidently like the new 
for earnings of these cabs 


were 50 percent higher than the 


| prewar-model cabs. 


* * * 


Curb on Imports 
Japan has decided to halt the 
rapid advance of foreign capital 
into its auto industry. 
Under the Ministry of Interna- 


43 


tional Trade and Industry’s pro- 
gram, foreign exchange for import 
of engines, chassis and other ve- 
hicle parts will be allocated pre- 
ferentially to Japanese manufac- 
turers allied with foreign auto 
makers only if the Japanese mak- 
ers have clear-cut plans for future 
domestic production of such parts. 


* * * 


Barter with Reich 
Japan is contemplating bartering 
whale oil for West German auto- 
mobiles, ministry of international 
trade and industry sources report. 


Schloss Opens New Shop 

Ansel J. Schloss, San Francisco 
Studebaker dealer, has opened a 
new bump and paint shop across 
the street from his sales and serv- 
ice location on Van Ness Ave. 








TURNTABLES! 


DIRECT FROM THE MANUFACTURER TO YOU 





Set up your own 
oo ® Costs 


®@ Drive 


$495 


F.O.B. Port Chester 
Write for catalog No. 9 


MACTON MACHINERY CO., 


217 LOCUST AVENUE 


NEW CAR SHOW! 


about 1 cent per hour to operate 


® Collector rings for interior lighting 


on runway ® 4500 Ib. Capacity 


® Unconditionally Guaranteed for 1 year 


INC. 
e PORT CHESTER, N. Y. 





ONE OF THE NATION'S 


H 


LARGEST AND 


MOST MODERN 


PRODUCTION FOUNDRIES 


\FOUNDRY DIVISION 


MAIN OFFICE AND M 


ANUFACTURING PLAN 


CHATTANOOGA 2, TENNESSEE 
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Ford Dedicates Merchandising School— 


Thirty-eight years after Thomas A. Edison laid the cornerstone of Henry Ford's 
residence-laboratory at Fair Lane in Dearborn, Henry Ford II, president of Ford Motor 
Co., rededicated it as the home of the Ford division's merchandising school. Ford 
presented a dedicatory bronze plaque to the school at ceremonies in the new quarters. 
From left are L. W. Smead, general sales manager; Frank J. McGinnis, manager of 
advertising, sales promotion and training; L. D. Crusoe, general manager of the Ford 


division; Ford, and John F. Heflin, school manager. 





West Virginian 
Elected President 
Of Motor Officials 


CHICAGO. — Don McClaugherty, 
West Virginia commissioner of 
motor vehicles, was elected presi- 
dent by the American Assn. of 
Motor Vehicle Administrators at its 
20th annual convention here last 
week. 


He succeeds Earl W. Merritt, di- 
rector of the Illinois automobile 
department. 

Other officers elected were Albert 
J. Veglia, California registrar of 
vehicles, first vice-president; Har- 
old I. Goss, Maine secretary of 
state, second vice-president, and R. 
B. Baillie, commissioner of taxation 
and registrar of motor vehicles, 
Manitoba, Canada, national secre- 
tary. 


The organization took its cue 


from recommendations of K. B. El- 
liott, Studebaker vice-president, and 
other speakers by pledging to work 
for driver-training programs in 
every secondary school of the Unit- 
ed States and Canada. 


Hood Named Head 
Of U.S. Steel 


NEW YORK.—Clifford F. Hood, 
58, has been chosen president of 
U. S. Steel Corp. to succeed Ben- 
jamin F. Fairless. 


Hood will become president Jan. 
1. Fairless, who held that post since 
1938, was elected chairman of the 
board last May to succeed Irving 
S. Olds, who retired to resume his 
law practice. 

Hood has been executive vice- 
president in charge of operations 
for U. S. Steel Co., a subsidiary of 
the corporation. 








Hudson Prices New Jet 


Compact Car Put in Big-Three Range; 
°53 Lincolns Hold Line 





(Continued from Page 1) 


$3,453. The boost, Ford explained,| would provide “exceptional” gaso- 


resulted from restyling of the se- 
dan’s interior to conform with spe- 


line economy while delivering more 
horsepower in proportion to weight 


cifications previously available only | than any other car in the low-price 


in Lincoln’s “hardtop” coupe. 
+ * * 


THER Lincoln factory list prices, 
excluding Federal tax and all 
additional charges, are: Cosmopoli- 
tan—four-door sedan, $3,226; sport 


coupe, $3,322. Capri — “hardtop” 
coupe, $3,549; convertible coupe, 
$3,699. 


Hudson’s long-awaited invasion 
of the low-price field got under 
way officially as 1,900 members of 
the company’s dealer organiza- 
tion gathered in Detroit to get 
their first look at the new light- 
weight models. 

Meeting at the Masonic Temple, 
representatives of Hudson’s entire 
dealer body also previewed the 
1953 Wasp and Hornet lines. Prices 
of these were not publicly an- 
nounced. 

* . + 

OST of the talk, however, 

centered around the new Jet. 
President Barit told the dealers 
that Hudson was in the process of 
beginning production on the new 
ear and that shipments to dealers 
would start shortly. 

Described as ruggedly con- 
structed, the Jet weighs only 
2,800 pounds and has an engine 
that develops “considerably” 
more than 100 horsepower, fac- 
tory officials said. With a cast- 
iron head, the engine has a com- 
pression of 7.5 to 1, it was said, 
and with an aluminum head, 8 
to 1. 


Hudson officials said the car 








Automobile Distributor 
Opportunities 


Manufacturer of complete line of passenger cars 
and trucks, enjoying growing acceptance, has dis- 
tributor sales agreements available in certain key 
mid-western markets. 


Our present distributor organization is enjoying 
an impressive profit from invested capital. 


A generous override on both cars and parts gives 
earnings under this franchise a remarkable char- 
acter of stability. Distributor retailing operations 
have grown profit-wise with the increasing public 
acceptance of our product line. 


Requirements are sensible. An equitable sales 
agreement gives the distributor protection of in- 
vestment as well as a remarkable opportunity for 
outstanding profit. 


We like to hear from reputable individuals or 
organizations capable of producing a strong retail 


and wholesale 


operation. 


Reply in confidence to Box AN-330, c/o Auto- 
motive News, Detroit 26. 





field. They said the name “Jet” was 
decided upon as a result of the 
car’s performance in engineering 
and road tests. 
* * * 

a THE two-day dealer meeting, 

plans for marketing Hudson’s 
1953 models were discussed by 
Barit; W. K. VanDerzee, sales 
vice-president, C. A. J. Hadley, 
sales manager, and George R. 
Browder, director of advertising 
and merchandising. 


Tiedemann Heads 


New Willys Zone 


TOLEDO.—Willys has opened a 
new zone office in Chicago, it is an- 
nounced by Howard P. Grove, sales 
vice-president. 

Serving as a 
wholesale outlet 
for Willys deal- 
ers, the new zone 
office, Willys- 
Overland Distrib- 
utors, Inc., will 
launch an expan- 
sion of the com- 
pany’s dealer 
organi zation 
throughout the 
Chicago area, 
which embraces 35 northern Illinois 
counties, six in Indiana and three 
in Michigan, Grove said. 

Appointed manager of the Chi- 
cago office at 2029 S. State St., is A. 
Carl Tiedemann. He joined Willys 
following four years with Hudson 
Sales Corp. 


A. C. Tiedemann 


Dodge Region Gets 


New Manager 


DETROIT.—Appointment of Vic- 
tor E. Van Audenhove as regional 
manager for Dodge’s Pittsburgh re- 
gion has been an- 
nounced by E. C. 
Dock, general 
sales manager. 

Van Audenhove 
has been with 
Dodge since 1949, 
when he joined 
the Pittsburgh 
region field staff 
as a district man- 
ager. He was pro- 
moted to regional 
business manager 





Van Audenhove 
in 1950. His business background 
prior to 1949 includes work in ac- 
counting and managerial capacities 
with other companies in the auto- 
motive field. 


Obituaries 


Paul Gaeth, 79, Built 


First Car in ’98 


CLEVELAND. — Auto pioneer 
Paul Gaeth died here Nov. 24 at 
the age of 79. A native of Staffen- 
hagen, Germany, he began work on 
an automobile in 1896, producing 
most of the parts himself. One of 
the first cars to run, it was com- 
pleted in 1898 and was sold for $500. 


Gaeth organized the Gaeth Motor 
Car Co. in 1902 and stayed in busi- 
ness for 10 years. One of his cars 
finished the first Glidden Tour with 
a score of 997. From 1912 until his 
death, Gaeth operated a machine 
shop. 


* = * 


Mark L. Burrell 


DETROIT.—Mark L. Burrell, 66, direc- 
tor of purchases for Federal Motor Truck 
Co., died here Nov. 24. Mr. Burrell had 
been with Federal since 1918, and its pur- 
chasing director since 1928. 

~ * * 


G. N. Hughes 


LUFKIN, Tex. — Funeral services were 
held here Nov. 17 for G. N. Hughes, 54, 
an employe of Angelina Chevrolet Co. Mr. 
Hughes had lived in Lufkin for 26 years. 

io * * 


Edward C. Anderton 


RICHMOND, Va.—Edward C. Anderton, 
73, retired auto dealer, died Nov. 18 at 
his home. In 1920, Mr. Anderton formed 
the Anderton Motor Co. (Hupmobile), 
bg he operated until his retirement in 





ns 


Packard's Newest— 


M. A. DuPont, district manager for the 
Detroit zone of Packard, watches as 
George H. Thatcher (left) signs up as De- 
troit’s newest Packard dealer. Partner 
Francis McHugh waits beside Thatcher to 
add his name to the agreement. 


Flock Pulls Closer 
To NASCAR Title 


ATLANTA. —Tim Flock all but 
clinched the National Assn. for 
Stock Car Auto Racing champion- 
ship here when he drove his Hud- 
son Hornet to fourth place in a 
100-mile contest at Lakewood 
Speedway. 

Herb Thomas, however, won the 
race after abandoning his own 
Hornet with 12 laps to go and 
finishing in a Hudson previously 
driven by his brother Don. Lee 
Petty placed second in a Plym- 
outh; Joe Eubanks’ (Hudson), 
third; Flock, fourth, and Gober 
Sosebee (Chrysler), fifth. 





38 ARTICLES —$3.80 


“How To Profitably 
Operate Your Business" 


J. B. Van Tassel 


332 S. Michigan, Chicago 4, Ill. 









who reads ’em? 


—now nearly two million 
car minded men 


what's in’em? 
—top technical ond photo 
features on the tops in cars— 
sports cars, startling customs, 
spectacular hot rods, new 
domestic and foreign car road 
tests—famed how-to-do-it 
stories on everything from 
engine conversions to 

styling changes 

here, for subscriptions to 

- the magazines all America’s 
as talking about, are 


SPECIAL CHRISTMAS GIFT RATES 


One 1-year gift $3, 

two full year orders for $5, 
three for $7, etc. 

until December 31st 
eeeeveveeee eee ee eeee @ 
Trend, Inc. Subscription Dept. A 

5959 Hollywood Bivd., Los Angeles 28, Calif. 
Enclosed is my payment of $3; please send 

(0 HOTROD [] MOTOR TREND (check one) 

as my Christmas gift for one year 











| 








send gift 
OO 
CO Enclosed are additional gift orders 

at $2 each. 
eeeeeneveeeeesee7nre#eeeee @# 


why order now? 


—bulk subscription orders 
solve gift shopping problems 
with ease. And they mean 
solid reading enjoyment plus 
Christmas all year long for 
those special friends and 
customers. SEND YOUR ORD&R 
NOW FOR THE MAN-SIZED 
GIFTS YOU'RE SURE 

THEY‘Lt LIKE! 
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Doings 





At Chrysler Dealer Confab in Detroit— 


Attending the 34th dealer personnel meeting at the Chrysler conference of business 


management in Detroit are (from left) Robert Valenti, Valenti Auto Sales, Wallingford, | 
Conn.; Robert E. Wells, Wells Auto Co., Greeley, Colo., and Thomas A. Lillico, Lillico | 


Motor Co., Peterboro, Ont. 





New Slate Takes Over in Orlando— 


Members of the Orlando Automobile & Truck Dealers Assn., Orlando, Fla., elected 
new officers at a luncheon meeting recently. Scanning the bylaws of the association 
are (from left) J. M. Collins, president; R. W. Simpson, vice-president; W. D. Ray, 
treasurer; Frank Wright, outgoing president, and Lewis W. Zoller, executive secretary. 





Stevenson, Kling Win 
Mexican Road Race 


JUAREZ, Mexico. — “Chuck” 
Stevenson, 1952 AAA dirt track 
champion, and Karl Kling, veteran 
European road-racing figure, won 
the big money as the Third Pan- 
American Road Race ended here 
Nov. 23. 

More than half of the cars 
originally entered were casual- 
ties of one sort or another. Of 
92 cars starting the race at Tuxt- 
la Gutierrez, in southern Mexico 
on Nov. 19, only 39 crossed the 
finish line here—1,933 miles away. 


New records were set for almost 
every leg as the powerful European 
sports cars roared over the course. 


The race saw the emergence of 
two new cars on the sports and 
stock-car racing scene—the 1953 
Lincoln and the 1952 German Mer- 
cedes-Benz. The Hudson Hornet 
has long dominated the U. S. stock 
car competition, and the Italian 
Ferrari has recorded remarkable 
success in international road racing 
events. 

Stevenson’s time for the race 
was 21 hours, 15 minutes, and 38 
seconds. He was followed by 
Johnny Mantz, in another ’53 Lin- 
coln, (21.16:09); Walt Faulkner, 
53 Lincoln (21.20:27); and Capt. 
Bob Korf, U. S. Air Force, ’53 
Lincoln (21.25.09). 

In fifth place was Reginald 
McFee, driving a 1951 Chrysler 
(21.43:00); C. D. Evans, ’53 Chrys- 
ler (21.54:55); Marshall Teague, ’52 
Hudson Hornet (22.08:00); Murr 
Dean Kirby, ’52 Cadillac (22.17:50), 
and a tie for 9th and 10th place 
between Jean Trevoux, ’52 Packard, 
and Allen Heath, ’53 Chrysler, each 
at 22.35:00). 


_ Following the race, the three 


Kiwanis Select Dealers 

Cecil Morrison, manager of 
Farmer Motor Sales (Chevrolet), 
Rochester, N. H., has been nomi- 
nated to serve for the coming year 
as treasurer of the Rochester Ki- 
wanis Club. Robert Beaupre, pro- 
Prietor of Beaupre Motors, was 
nominated as a member of the 
club’s board of directors. 


winning cars were impounded by 
authorities for a check of stock 
requirements. While there was no 
formal protest of the cars made, 
the check was made on the basis 
of “comments” of E. C. Kiekafer, 
of Fond du Lac, Wis., who spon- 
sored the fourth Lincoln and the 
Chrysler driven by McFee. 


It was reported that the cars 
were found to meet the race re- 
quirements, and the cars were re- 
leased from custody. 


In the sports class, Kling made 
the trip in 18 hours, 51 minutes, 
and 19 seconds. During the final 
231-mile leg from Chihuahua to 
Juarez, he averaged better than 133 
miles an hour. Stevenson’s time for 
the final lap was almost 95 miles 
an hour, and average speed for the 
entire distance of just over 90 miles 
an hour. Last year’s winner, Piero 
Taruffi, averaged 88.09 miles an 
hour to win the 1951 race in a 
closed Ferrari model. 


Following Kling was country- 
man Hermann Lang in another 
Mercedes-Benz. His time for the 
race was 19 hours, 26 minutes 
and 30 seconds. In third spot was 
Luigi Chinetti in an Italian Fer- 
rari. 

Another Italian, Umberto Magli- 
oli, driving a 1952 Lancia, took 
fourth spot; Jack McAfee, Ferrari; 
fifth; Phil Hill, Ferrari, sixth; Paco 
Ibarra, Ferrari, seventh; Furst 
Metternich, Porsche, eighth; En- 
rique Peredo, Lancia, ninth, and 
Douglas Ehlinger, Jaguar, tenth. 


Taruffi, winner of last year’s 
race, ran in the stock car division 
this year, and placed 11th in a 1952 
Super 88 Oldsmobile. 

One driver, Santos Letona, was 
killed during the third leg of the 
race, when his Jaguar rammed a 
bridge near Mexico City. 


Winning the race was worth $17,- | 


sion, and $11,628 to Stevenson in 
the stock car division. The winning 
cars were sponsored by Daimler- 
Benz, German auto company, and 
Ruppert Motors (Lincoln-Mercury), 
Pomona, Calif, 


| As Stiffer Auto Competition Develops . . . 





(Continued from Page 1) 

On the more hopeful side, some 
dealers reported more general con- 
cern and effort to keep credit with- 
in reason than they had ever seen 
| before. 
| It is obvious, they said, that 
the major finance institutions are 
clamping down in an effort to keep 
credit under control. 


Bearing light on the postwar 
credit trend, figures were released 
recently by Thomas W. Rogers, ex- 
ecutive vice-president of the Amer- 
ican Finance Conference, showing 
an almost uninterrupted growth in 
percentage of new cars bought on 
credit since the abnormally low 42 
percent recorded in 1946. 

In successive years since, the 
figure has been 48.1 percent, 48.5 
| percent, 54.3 percent, 51.8 percent, 

and in 1951, 63.6 percent. 

Used cars show the same trend, 
with credit sales over the 60 per- 
cent mark for the past three years 
—60.6 in 1949, 63.9 in 1950, and 63.8 
in 1951. 

Here are the reports from some 
representative cities, as gleaned by 
AvuToMoTIVE News correspondents 
last week: 





* * * 


Hartford, Conn. 

Bee is easy to obtain here, 

vith most dealers selling good 
used vehicles for as little as $10 
down and up to 36 months to pay 
the balance. One dealer is offering 
a new car in the low-price range 
for about $300 down and $39 
monthly. 


Although many cars are being 
repossessed, motorists are trying 
to stay on the roads by renewing 
their loans or trading for less ex- 
pensive automobiles. Many mo- 
torists assumed too steep obliga- 
tions—trying to meet payments 
as high as $80 or $90 a month 
while earning about $65 weekly. 

Dealers say demand is good for 
1946 or 1947 models, ranging from 

$500 to $1,000 in price. Practically 
all dealers point out that many 
likely purchasers are waiting for 
the new cars before even doing any 
looking, let alone buying. 

State Motor Vehicles Commis- 
sioner Charles F. Kelley told AuTo- 
MOTIVE News that Connecticut this 
year can expect an approximate 4 
percent increase in passenger car 
registrations, a 1.5 percent increase 
in truck registrations and a 5 per- 
cent increase in drivers’ licenses, 


compared with 1951. 
The state last year had 812,874 
registered vehicles and 890,252 li- 





'Sam's All Ears— 


So Sam is going to repay Elliott by help- 
ing the dealer introduce the new V-8 Red 
Ram engine. Sam's horns are red. Plan- 
ning the promotion stunt are (from left) 
Elliott; Frank Nero, sales manager, and 
Harvey Swisher, Dodge city manager. 


Frank Elliott (Dodge-Plymouth), Bedford, | 
§ é 1/,-| ©., saved Sam the Ram from the butcher's | 
422 to Kling in the sports car divi- | knife at the Cleveland Union Stockyards. | 


| ecensed drivers for a population 
| Of 2,097,000. 
| However, there appears to be a 
|general tightening of the purse 
strings here, with a possible lack 
of ready money. Real estate oper- 
ators now say, for example, “Ask- 
ing $14,000,” rather than setting a 
flat, take-it-or-leave-it price.— 
(Thomas Marks.) 
ir + + 


Buffalo 


a? credit terms are becoming 
+% more liberal in Buffalo as deal- 
ers seek to lure customers. 


However, the trend is by no 
means universal. Dealers enjoy- 
ing a steady demand are sticking 
pretty closely to terms adopted 
with the end of Regulation W. 
They are extending terms in cer- 
tain cases where the risk is small, 
but each deal is_ scrutinized 
closely. 

At the other extreme, some deal- 
ers in less popular used cars are 
overallowing or advertising “no 
money down and 36 months to 
pay.” However, a third down is 
common, and most dealers’ abso- 
lute minimum is 25 percent. 

Several conservative dealerships 
in lower and medium-priced cars 
here said their transactions aver- 
age 24 months. In rare cases they 
will go to 30 months, but never to 
36. 

Most Buffalo banks won’t take 
paper for more than 24 months. 


Reo Spruced Up 
New Paint Process Provides 
‘Luxury’ Finish 
LANSING.—Reo Motors has an- 
nounced a new painting process for 
its trucks. A. L. Struble, sales vice- 
president, stated that the new fin- 
ish “has the quality and appear- 
ance of an automobile in the luxury 

class.” 


Reo has replaced its former “cold 
spray” process with a “hot spray” 
method and invested $50,000 in 
painting equipment, Struble said. 

“The hot spray applies about 40 
percent more paint to the metal 
per single application,” he _ said, 
“and results in a smooth finish. The 
paint is heated to approximately 
160 degrees Fahrenheit. This tem- 
perature allows a larger volume of 
solids to be used and insures a 
heavier and more uniform layer of 
paint.” 

A coat of primer and two finish 
coats are applied. Vivid new colors, 
including Reo red, Reo green and 
Reo Omaha orange, are being used 
in addition to the conventional Reo 
gray. 


> Oi eee 





no extra cost. 
five ‘‘extras’’, including: 


tay 


6% FT. WIDE BEDS 


Developed and tested under actual working 


conditions, CONVERTO’s powerful, 


signed hoists elevate extreme loads to the 


maximum dumping angle in seconds 
engine speeds, 





That's the big news from CONVERTO today 
— extra features as standard equipment —at 
Manvfacturers of hoists and 
bodies for every purpose, CONVERTO presents 
the most wanted line for ‘53. Over twenty- 


8 GAUGE STEEL FLOORING 


FULL 60° DUMPING ANGLE 
FULL LENGTH CROSS MEMBERS 
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Finance Firms Tighten Credit 


| However, at least one finance 

company has been soliciting 36- 
month paper. The average dealer 
isn’t taking these offers. 

Dealers: said they don’t like to 
get into time-payment deals much 
beyond the 21-month level. They 
point out that on a 21-month basis 
a car owner becomes a new-car 
prospect every other year. Beyond 
this credit period, the driver is out 
of the market for three years or 
more and before he is finished is 
actually “paying for a dead horse.” 
—(George E. Toles.) 

+ = s 


Boston 


oo is very little soft financ- 
ing being offered in this market. 
(Continued on Page 46, Col. 3) 


Tex. Dealer Sells 
Ist Chrysler with 


Air Conditioner 


DETROIT.—The first car equip- 
ped with Chrysler’s new air-condi- 
tioning unit has been delivered to 
a Houston buyer, according to J. A. 
O’Malley, general sales manager of 
the Chrysler division. 


Judd-Monroe Motors (Chrysler- 
Plymouth), Houston, delivered the 
car to Mrs. Arden B. Judd. 


“The new unit, available on 1953 
Chryslers, is the highest-capacity 
air-conditioning system yet devel- 
oped for use in automobiles and 
the first in the industry to be quan- 
tity-produced,” O’Malley said. 

Freshened, cooled and dehumidi- 
fied air is forced into the car 
through a grille located on the shelf 
behind the rear seat, he said. 
Streamlined, screened fresh-air in- 
takes are mounted on both sides of 
the body. The unit is operated from 
a single control on the dashboard. 


Chicago Orders 
More LP Buses 


CHICAGO.—The Chicago Transit 
Authority has ordered 100 liquid- 
propane-fueled buses, with a 51- 
passenger capacity, from Twin 
Coach Co., Kent, O. Purchase price 
is $1,828,500. 

The authority bought 500 such 
vehicles from Twin Coach in 1950. 

The new order will be filled by 
Twin Coach and Flxible Co., Lou- 
donville, O., under terms of a coop- 
erative sales and manufacturing 
program recently adopted by the 
two firms, according to L. J. Fa- 
geol, Twin Coach president. 


EXTRA FEATURES 
NO” EXTRA COST! 


@ Be ao CONVERTO 
dealer. You'll be backed 
up by demand creating 
ad campaigns and free 
dealer helps. Write to- 
day for additional infor- 
mation and nome of 
distributor nearest you. 


job de- 


CONVERTO 


at lower 


manufacturing co 


y 
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* 
Car, Truck Output Estimates 
* 
By Automotive News 
PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week dan, 1 Jan, 1 
Ended Same Ended Total to to 
Nov. 29, Week, Nov. 22, Nov., Dec. 1, Nov. 29, 
1952 1951 1952* 1952 1951* 1952* 
CHRYSLER 22,622 19,731 27,526 95,139 1,164,097 818,961 
Chrysler ... 2,988 2,924 3,493 10,593 154,864 102,778 
DeSoto . 2,314 2,221 2,778 10,306 113,610 $4,588 
Dodge ..... 5,853 5,429 7,342 27,081 304,228 220,972 
Plymouth .... . 11,467 9,157 13,913 47,159 591,395 410,623 
FORD ........ 15,896 24,143 13,123 88,761 1,112,329 885,534 
Ford ........ 10,448 18,577 6,740 63,903 856,600 684,205 
ee 636 4 548 2,145 24,515 28,856 
Mercury ....... . 4,812 5,562 5,835 22,713 231,214 172,473 
GENERAL MOTORS.... 30,325 38,027 40,326 154,536 2,125,992 1,680,719 
Buick . saudsbeuneted 4,752 6,935 7,550 27,991 378,706 300,743 
ear 1,907 1,403 6,017 98,159 90,709 
CHROVEONCE 4.0 00005.00020:. 17,931 18,618 22,610 87,027 1,053,251 827,602 
Oldsmobile _.................. 3,124 4,722 5,186 19,480 271,475 213,402 
Pontiac ............. .. 4,518 5,845 3,577 14,021 324,401 248,263 
KAISER-FRAZER ..... 1,560 1,122 2,021 7,354 95,609 67,112 
SEE, Sbetesvekevcassovsesesenvess ; ; el ; snes Fevcuse pees 
eee 1,560 1,122 2,021 7,354 95,609 67,112 
CROSLEY ............ ; : me teria 4,634 1,491 
HUDSON ....... 1,256 623 1,363 5,157 88,812 69,838 
EE Ptcncrekysvcocasdesctevossesueus 3,488 3,360 4,456 16,791 149,086 137,402 
PACKARD ................ 1,202 1,454 1,502 4,787 71,734 §2,531 
STUDEBAKER. ....... .. 98,264 ; ‘ 5,484 20,254 208,011 152,422 
WILLYS-OVERLAND? 1,166 807 1,371 5,049 25,451 51,067 
Total Cars, U. S.. ........ 80,779 89,294 97,172 397,828 5,045,755 3,917,077 
tIncludes station wagons. *Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total to to 
Nov. 29, Week, Nov. 22, Nov., Dec. 1, Nov. 29, 
1952 1951 1952* 1952 1951* 1952* 
CHEVROLET ................. 7,292 6,546 9,018 34,488 404,865 298,053 
| _* _) gaa prrersrorirorr rrr _ ; Seimeas 705 208 
DIAMOND T ............ 140 153 179 647 7,168 7,275 
REET a sacoksaseunsseanernapituesees 48 94 60 135 4,097 2,687 
RED, sscescnsestenssasicerece 2,854 3,022 $3,569 13,853 155,250 150,506 
FEDERAL. ..................... 30 61 45 148 2,422 1,528 
FORD ...... 4,933 5,738 3,710 23,083 302,041 207,598 
ME: | -shidéclssaniasssbaoveseseaventeds 2,267 2,744 2,869 11,105 119,129 106,869 
INTERNATIONAL 2,063 12 2,555 9,383 142,797 115,856 
SIE cvdivsondigianscaysckbinassssesess 201 266 206 665 13,356 9,424 
adidas yidatass oo<eanseiseveane 172 257 272 1,144 13,520 15,616 
STUDEBAKER 804 823 1,339 4,806 47,543 53,176 
Sihcinnenaze ee 198 411 261 972 15,414 11,126 
WILLYS-OVERLAND _ 2,223 2,048 2,776 10,611 89,216 97,507 
MISCELLANEOUS 228 286 331 1,221 14,965 13,713 
Total Trucks, U. S..... 23,453 22,482 27,190 112,211 1,332,488 1,091,142 


Total Cars, Trucks, 





CMD Slinocarccstnccyehaneaveoncused 104,282 111,776 124,362 510,039 6,378,243 5,008,219 
Total Cars, Trucks, 

PIII: :sdinssnsnsnncscsesseeee 7,426 7,881 8,912 34,213 379,798 382,217 
Grand Total 


Cars and Trucks, 
U. S. and Canada 


eatey 111,658 119,657 133,274 


544,252 6,758,041 5,390,436 


er 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: 


All U. S. totals include cars and trucks for military orders. 





"52 Output Tops 5 Million; 
Week’s Total Declines 


(Continued from Page 1) 


cluding 359,682 cars and 94,405 
trucks. ree 


[-peeae December last year U. 
S. plants produced 284,837 cars 
and 84,699 trucks for a total of 
369,536 vehicles. This year’s De- 
cember output should easily top 
that, possibly by as many as 65,000 
cars and 20,000 trucks. 

Production hopes of the fac- 
tories are buoyed for the first 
quarter of next year and there- 
While complete abandonment of 

the Controlled Materials Plan is not 
rated an immediate possibility, 
there are indications that the Gov- 
ernment is moving rapidly toward 
steel decontrol. 

A three-part schedule for decon- 
trolling steel has been recommend- 
ed to the Government by industry 
people. The plan is about the same 
as one which was put before the 
Government prior to the recent 
steel strike. 

a s os 

HAT the Government is coming 

around more to the view that 
steel is going to be plentiful in the 
months ahead was evident in its 
action last week of hiking the auto 
industry’s first-quarter steel allot- 
ment to the equivalent of 1,150,000 
cars. It was the third time in the 
past several weeks that the defense 
planners have taken a look at fu- 
ture supplies and found more steel. 

More so than several weeks ago, 

when government people were be- 


ing pessimistic about 1953 steel 
supplies, auto industry people are 
taking a very optimistic view. 

The latest plan to decontrol 
steel, possibly by next March 31, 
is based on the assumption that 
there will be 31 percent more 
steel available for production of 
civilian goods in 1953 than in 
1952. 

It would involve “open-ending” 
of the Controlled Materials Plan. 
That is, priorities would be kept 
for the needs of defense production, 
while civilian users would scramble 
in a free market for what was left 


over. 


* * * 


Tos danger in such a plan is 

that military procurement peo- 
ple might overstate their needs. 
That, auto people say, has been 
past experience. 

This month (December) will 
see most of remaining model 
changeovers made. Oldsmobile 
went down for that reason last 
Wednesday night, and probably 
will be out of the production line- 
up for about a week. 


Cadillac, down for model change 


since Nov. 20, is scheduled to re- | 


sume production Dec. 8. Pontiac 
has completed its change, and is 
getting volume output again. 

Buick and Chevrolet will probably 
wind up the GM changeovers some- 
time this month. 

After that, the only car makers 
left to switch to 1953 models are 
Nash and Studebaker. 
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Auto Credit Tightened 


Finance Firms Act as Stiffer Competition 
Develops Among Dealers 








(Continued from Page 45) 


About the lowest terms available 
are 25 percent down and 24 months, 
or one-third and 36 months. Both 
dealers and finance companies are 
cautious about the customer's 
background in such cases. 

With the exception of a few 
instances involving an overstock 
of 1952 models, discounting has 
not been widespread. 

Most car financing in the Boston 
area is in strong hands, with na- 
tional companies and a few large 
banks handling the lion’s share of 
the paper. This factor tends to keep 
a healthy brake on overeager deal- 
ers who otherwise might take long 
chances for sales.—(Harry Stan- 


ton.) 
a. 


Atlanta 


f pve credit picture in Atlanta is 
good, according to dealers and 
finance company sources. Many re- 
called periods in which car “own- 
ers” did not have enough invested 
in their cars and said they intended 
to see that there was no recurrence. 


“There is more general concern 
and effort at control than ever 
before,” said one dealer. “While 
it is inevitable that some finance 
companies and lightweight deal- 
ers will stretch terms and do 
anything else under the sun to 
make a deal, all of the major 
finance outlets here are holding 
tight lines.” 


“I think credit here is well under 
control,” said another. “Ninety-five 
percent of our new-car deals have 
downpayments of one-third or 
more. There is often cash in addi- 
tion to a traded car. 


A finance company representa- 
tive said his firm was more con- 
cerned than most dealers, and 
knew that some made overallow- 
ances of around $100 on cars 
older than ’51 models. “Things 
are going well now,” he said, “but 
if we should hit a soft spot, the 
finance companies would be 
alarmed.” 

Most companies in this area allow 
24 months to pay for new cars and 
used ’52 and ’51 models. They 
allow 21 months on ’50s, 18 months 
on ’49s and 15 months on those 
older than ’49.— (Frances Satter- 
field.) 


* * 


* 


Montgomery, Ala. 


REDIT for both new and used 

4 cars is reported by dealers and 
finance companies to be in a gen- 
erally sound position here. 


Some overallowances are doubt- 
less being made, but not enough 
to present a serious financial or 
competitive problem yet, accord- 
ing to dealers. One even said the 
situation in this respect was im- 
proved over a few months ago. 


Franchised dealers in particular 
are careful to hold downpayments 
at one-third. A 24-month maximum 
is the rule on new and late-model 
used cars (1950 or later), but terms 
are 12 to 18 months on older mod- 
els. Overallowances are being avoid- 
ed carefully in almost all cases.— 
(William R. Lynn.) 

* + 
New York 
HE trend here is to clean house 
and keep terms as tight as pos- 
sible—with a quarter down and 24 
months prevailing. 

Finance companies— which had 
been complaining that banks, with 
“loose” credit over the past 12 to 
15 months, were breaking the back 
of the credit picture—are watching 


* * 


* 





Here's Scoreboard 


On Autos 

NPA Car Car 

Quota Output Sales* 
Ist Qtr. 1,006,000 994,515 914,132 
2nd Qtr. 1,050,000 81,204,694 1,212,702 
3rd Qtr. 1,150,000 840,245 866,252 
4th Qtr. 1,150,000 877,625 $113,384 


Note: Output at end of third quarter 
was 166,546 units behind quotas. 
*U. S. domestic sales only. 
*Production through Nov. 29, 1952. 
§Makers may carry over and borrow 
on quotas from quarter to quarter. 
tIncludes 21 states reported for 
October. 
Tn nSp RRR 


with a certain amount of satisfac- 
tion the retrenchment of these 
banks in the past few weeks. 


Repossessions are double those 
of last year, and with a far higher 
outstanding debt, finance men 
say. One reported a warehouse 
containing 70 cars repossessed 
with debts at or near the point 
of original financing. 

Many dealers, especially used-car 
dealers, are finding it difficult to 
get wholesale financing in the man- 
ner they have grown accustomed 
to. One used-car dealer whose bank 
had to repossess four cars out of 80 
deals found the financial institution 
did not like being in the car busi- 
ness. 

The bank, unaccustomed _ to 
normal automobile business risks, 
has seriously reduced this dealer’s 
volume by restricting his wholesale 
financing so that he is no longer 
able to give long terms. — (Ed 
Brown.) 


* + 
Chicago 
1 greece are admittedly being 
given here by some dealers on 
new-car purchases, principally in 
the form of overallowances on used 
cars, but the condition has not at- 
tained serious proportions from the 
standpoint of credit risks. 

Finance company and new-car 
dealership executives said they 
are watching the situation care- 
fully and acting to prevent undue 
hazards, 

One prominent dealer declared 
that trades of used cars on later- 
model used cars are being most 
closely scrutinized to insure, as far 
as possible, that payments can be 
met. He said the problem does not 
exist to the same extent when late- 
model used cars are traded in on 
new autcs. 

It was agreed that dealers have 
done an excellent job in most cases 
in clearing their decks for 1953 
models, without distress selling.— 
(Mel Adams.) 

* 


* 


* * 


New Orleans 


Lo credit is nothing new here, 

but it is more prevalent among 
independent used-car dealers than 
new-car outlets. Finance men say 
that it is a serious problem but 
that they are forced to take a few 
bad deals in order to get the good 
ones. 


One dealer answered the ques- 
tion with a question. He asked: 
“If you had 50 new cars in stock 
and the new models were being 
introduced next week, what would 
you do?” 


Another dealer said credit is de- 


Auto Stocks 











Nov. Nov. 1952 

25 19 High Low 
Chrysler 8534 85% 86% 68% 
Crosley 1% 1% 3% 1% 
GM 63% 63% 64% 50 
Hudson 15% 15% 16% 12% 
K-F 3% 3% 7 3% 
Nash 22% 21% 22% 11% 
Packard 5 5 5% 334 
Stude. 36% 35% 39% 31% 
Willys 11% =10% 11% 85% 
Average 27.16 27.00 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 





termined by supply and demand. 
When merchandise is_ plentiful, 
credit is loose, but it tightens up 
when cars are scarce, he said. 


Dealers and finance men agree 
that loose credit is harmful, but 
they say the risk has to be taken 
today.—(Gordon Hebert.) 

* * - 


Wamego, Kans. 
ALF of the dealers contacted 
in this northeastern Kansas 
area say auto financing now is 
sometimes pretty loose—but one of 
the largest says he sees no differ- 
ence in the picture. 


Some dealers have been complain- 
ing of overallowances (by others), 
but this major dealer says his busi- 
ness has been better in the past six 
weeks and his customers have plen- 
ty of money to put into downpay- 
ments. 

Another dealer, however, blam- 
ed his own conservative tradein 
policy for a slackening in busi- 
ness. But he said he would rath- 
er lose some trades than take on 
deals headed for repossession 
later. 

One dealer called for abolition of 
ceiling prices, reporting some cars 
selling for as much as $300 under 
ceiling. 

A dealer who said he is watching 
his tradeins closely reported that 
customers are beginning to shop 
around more and are not so free 
about parting with their money. 
Because he doesn’t want to repos- 
sess later, he is making sure of his 
customers’ financial backing now, 
he said.—(George M. Hunholz.) 


* * * 


Detroit 


| pes hard to find agreement among 
new and used-car dealers on the 
credit picture here. Some say it is 
good, while others say credit is 
pretty easy, with plenty of over- 
allowing. 

Many blame the confusion on 
complications of new-model time, 
a time which has now dragged out 
to six weeks and still has some 
time to go. 

One new-car dealer with ’53s to 
sell says he is apparently caught 
in a@ squeeze, with buyers still 
waiting for the rest of the new 

models to come out. 

“Things are certainly the tough- 
est I’ve seen them since the war,” 
he said, “maybe the toughest ever, 
to make a profit. If we high-pres- 
sure customers into buying now, 
we've got to make a terrifically 
long deal to do it. 

A dealer association official asks: 
“What can they do to meet the 
situation but give their profit away 
to induce people to buy?” 

He asked for a return to the 
practice of introducing new models 
over a comparatively short period, 
possibly 30 days. 

Used-car dealers were generally 
more optimistic than their fran- 
chised brethren. They reported the 
picture “pretty good,” with volume 
close to expectations and reposses- 
sions low. 

However, one admitted there was 
“a little bit” of overallowing going 


,| on. How much? 


“Well, we’re still making a nice 
profit. Of course, overallowances 
cut the gross by maybe a third, 
and the net by a half.” 

In general, new-car dealers seem 
to be in this position: They are 
working hard, against increasing 
pressure, to hold credit and over- 
allowances within bounds. A third 
down is still the rule, but there are 
more exceptions than there were a 
short time back. The time limit is 
still generally 24 months, and 12 
and 18 months aren’t unusual. 
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Re enggpppe itech anenerremeren 4; 


Wheel Alignment Safety Stressed— 


John Jones, Inc. (Dodge-Plymouth), Miami, Fla., operates one of the nation's largest 
wheel alignment stations, with eight racks which can accommodate all sizes of motor 
vehicles from the smallest foreign car to 30-ton vans and tractors. To dramatize th 
department, Ben C. McGahey, president, had the wheel alignment building painted 3 
striking red, white and blue, and large signs designate it the “Safety Center." 
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coast. Nothing to equal it for washing 
the car and for dozens of uses in the 
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With U. S. Rubber... 





GM Tire Deal Traced 
At duPont Trial 


(Continued from Page 2) 


tected markets for its paints and 
other chemicals. 
* * * 

i Government charges drew a 

caustic rebuke from John M. 
Harlan, of New York, attorney for 
the defense. He declared that the 
Government's “vehicle” of antitrust 
theories was in reality a camou- 
flaged attack on bigness in busi- 
ness. 


Harlan said that the Govern- 
ment’s true intentions were dis- 
closed in a press release issued 
June 30, 1949, when the antitrust 
action was filed. The release was 
attributed to Tom C. Clark, then 
attorney general and now a Su- 
preme Court justice. 

According to Harlan, the re- 
lease said the purpose of the 
suit was to break up “the largest 
single concentration of industrial 
power in the United States.” 

Bigness, said Harlan, is not yet 
an antitrust violation, and it will 
be a “sorry day” if it does become 
one. 

(It has been pointed out that a 
later Government statement quali- 
fied the original release by con- 
tending that the case was not re- 
lated to size and efficiency but 
rather to abuse of stock ownership 
in GM and U. S. Rubber.) 

Harlan traced acquisition of GM 
stock by duPont starting in 1917, 
and insisted that duPont activities 
since then were directed toward 
protecting the duPont investment 
rather than grabbing control of the 
auto company. 

* * x 

N WORLD WAR I, Harlan said, 

the duPont company was reap- 
ing great profits from munitions 
sales and was looking around for 
an investment. At the reeommenda- 
tion of John J. Raskob, financial 
genius who started out as secretary 





A proved sales success—coast to 




































to Pierre duPont, the company 
bought approximately 20 percent of 
GM's stock for $25 million, Harlan 





said. 

The attorney said Raskob him- 
self was a “nut” about the future 
of the auto industry and in 1913 
had bought stock in GM, which 
was organized by William C. 
Durant in 1908. 

In 1920 and 1921, Harlan said, 
duPont made two “emergency” pur- | 
chases of GM stock and resold it 
The first of these occasions, he 
said, was when GM needed apie | 
sion capital, and the second pur-| 
chase was intended to save GM | 
from what Harlan called the “Du-| 
rant crisis.” 

Durant had become “heavily in- 
volved” in buying GM stock, Har-| 
lan said, “borrowing and pledging | 
as collateral the General Motors) 
stock he had bought.” Durant’s in- | 
debtedness, Harlan said, reached | 
$27 million. 


* * * 


“(.\ENERAL MOTORS had then 
outstanding bank loans of $80 
million on short-term paper,” he 
related, “and failure of its credit) 
would force it into receivership | 
and some of the banks and broker- | 
age houses heavily involved might | 
likewise fail.” 
Harlan read from a letter writ- | 
ten in 1920 by Pierre duPont to | 
his brother Irenee. It told of a 
“desperate all-night session” at- 
tended by Banker J. P. Morgan, | 
and referred to “fears of a Wall 
Street panic.” 

A new holding company was 
formed, Harlan said, and it raised 
cash and paid off Durant’s credi- 
tors, “preserving for him a 40 per- 
cent equity in the securities he had 
pledged with the bank brokers.” 

Pierre duPont took over the GM 
presidency in 1920 “with reluc- 
tance,” said Harlan, and only be- 
cause he was urged to do so as a 
means of restoring GM’s credit. 

The Government’s contention is 





that the duPonts “wrecked” Du- 


nounced a Government attorney’s 


characterization of Sloan as “a 


duPont lackey.” 
It was under Sloan, Harlan said, 


that GM underwent a reorganiza- 
tion aimed at achieving greater 


decentralization and autonomy for 
divisional managers. 

Harlan said the defense would 
disprove “charges of commercial 
bribery” on the part of the du- 
Ponts in distributing to GM 
executives stock once held by 
Durant. 

Sloan in 1923 bought 3,200 shares 


of “B” stock for $40,000, the Gov- 
ernment contends. This holding is 
equivalent today to 600,000 shares 


of common stock, worth $32 million, 
it is said. 


home. Made of lintless, extra-tough 
Chenille, bleached snowy white. 
Nicely made with elastic cuff and 
put up in a clear plastic bag. Dozen 
to a carton. Eye-catching display 
rack furnished free. 


Order now— 
* from your 
— jobber. 


* * * 


RARLAN emphasized that in its 
charges against duPont, the 
Government had made no mention 
of the years since 1946, during 
which the corporation has been 
headed by Charles E. Wilson. 
The Government couldn’t even 
put the Wilson period in a “foot- 
note,” Harlan said, although the 
monopoly and conspiracy charges 
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A Year-Round Salesman For You 
In These Two Big Markets . . . 





tipo 


AUTOMOTIVE NEWS ALMANAC—will go to the 40,000 


subscribers of AUTOMOTIVE NEWS—the only weekly news- 
paper in the industry. 


Here's a hand-picked group of your key prospects—the Decision 
Men of the automotive manufacturing plants and car dealer- 
ships. These are the men who buy, sell, service, design and 
specify your type of product. 


for the authoritative information they need—new product and 
new model data, statistics, charts, graphs, historical data. 


Your advertisement in the 1953 Almanac will be a persistent 
year-round salesman in your two biggest markets. It's an 
advertising value that's a must for your 1953 schedule. 


J They refer to AUTOMOTIVE NEWS ALMANAC alll year long 
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presumably apply to the present as i kOh yf 
well as the past. 

A major issue in the trial is 
the trade relations between GM 
and U. S. Rubber. The Govern- 
ment makes it a point that GM 
has shifted “much business” to 
the rubber company, but duPont 
lawyers argue that antitrust laws 
carry no prohibition against the 
normal sale of goods to a firm in 
which the seller has an interest. 

Harlan said that members of the 
duPont family made their first 
syndicate purchase of U. S. Rubber 
stock in June, 1927. At that time, he 
said, the stock had dropped from 
$65 a share to $27 in two months. 
There were rumors of misman- 
agement, Harlan said, and Irenee 
duPont felt that “a correction of 
the management faults might en- 
hance the value of the stock.” 
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Hamilton, Ohio 
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CAR DIAPERS 


Protects Floors 








PENOBSCOT BUILDING e 


DETROIT 26, MICHIGAN 


REPRESENTATIVES 
New York — Edward Kruspak, Advertising Manager, 51 E. 42nd St., Murray Hill 7-6871 
Chicago — J. Goldstein, Western Manager, 360 N. Michigan Ave., State 2-6273 
Los Angeles—R. H. Deibler, 2506 West Eighth Street, Dunkirk 3-0303 
Detroit — Dick Webber, 2666 Penobscot Bidg., Woodward 3-0495 


Does away with mess on show room floor. 
“its snug under car—catches all Grease 
nd Oil Drippings. Snap on easy, made 
of Grease-Proof Material, Guaranteed. 
Price only $13.50 each —2 for $25.00. 4 for 
$48.00. State make of Car. Order Today 
FRANK D. JACKSON 
: JACK-BILT CORPORATION 
706 Central Street Kansas City 6, Mo. 
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Over Buyer Resistance . . . 
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New-Car Sales Rise 


In Some Sections 


(Continued from Page 1) 


“attractive 
long - term 


model used cars at 
downpayment and 
rates.” 


A brighter aspect of the situation 
is said to be the shortage of labor 
in the area. Scores of higher-paid, 
skilled and semi-skilled laborers are 
needed there, and the auto market 
may pick up some as workers be- 
gin to arrive. 

* ¢ ¢# 


A SLIGHT drop in sales was re- 

ported from Akron for the 
week ended Nov. 15, as 306 new 
cars were titled there as compared 
with 351 a week earlier. 


At Cleveland, a slight drop in 
new-car business was reported 
for the week ended Nov. 22, but 
the total of 1,067 units was still 
better than the similar week last 
year. Used-car turnover, in addi- 
tion, was reported high, and gen- 
eral business conditions are said 
to be good. 

Business continues to be poor in 





Munn 


(Continued from Page 3) 


pride in their work and a sincere 
interest in the satisfaction of 
those whom we serve. 

Good service maintains the 
highest resale or trade-in value in 
your car. It gives you new-car 
motoring pleasure no matter how 
old your car may be. 

By all means have your car 
checked now, especially if you 
will do much winter driving. 
Make sure of safety and economy. 

Drive in whenever your car 
needs any attention. Try us and 
you will make this your car's 
home as so many others have 
done. 

Sincerely yours, 


CAR DEALER & COMPANY 


em AXIAL A 


Kindly Acknowledge 






departmer enjoys 


AUTOMOTIVE NEWS 


HELP WANTED 


SALESMEN: Covering new car dealers for 
an established line of high grade custom 
seat covers. New, 1953 line ready in Jan- 
uary which will also include a popular 
price custom and universal line, priced 
right for volume and repeat business. 
Liberal commission arrangement. Write, 
giving full details as to territory covered. 
All correspondence strictly confidential. 


Box 2071, c/o Automotive News, De- 
troit 26. 
SALESMEN. Wonderful opportunity for 


ambitious men selling ‘‘Precision-Fit’’ 
seat covers to new car dealers, Known, 
advertised for over 30 years. Fabric seat 
covers offer steady income, very liberal 
commission. For information, write giv- 
ing territory desired, qualifications, etc. 
Fabric Mfg. Co., Inc., Box 1259, New- 
ark, N. J. 


SERVICE MANAGER, 32 to 40, free to 
travel as service representative for large 
manufacturer of trucks and cars. Must 
be able to make accurate diagnosis and 
have ability to use scientific Jarage 
equipment. Box 2069, c/o Automotive 
News, Detroit 26. 





Equipment Salesman 


Opportunity to increase your earnings for 
those who are now calling on auto deal- 
ers by selling repeat business items. No 
competition, liberal commissions and pro- 
tected territories for those selected. In- 
clude with reply, territory covered and 
references. 
Box 2058 


c/o Automotive News, Detroit 26 








AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 








( N THE more 


YOUNG 


St. Louis, according to dealers 
there. Sales floor traffic is at a 
postwar low, and the cleanup prob- 
lem is “proceeding in a manner not 
too orderly, and without hope of 


much profit for dealers.” 


+ + * 
optimistic side, 
New Orleans reported the third 


biggest month this year there for 





°53 DeSoto V-8 Sales 


Show Big Increase 


DETROIT.—Public acceptance 
of the 1953 DeSoto has resulted 
in a new weekly sales record for 
Fire Dome V-8 models even 
though the new car has been 
on the market only since Nov. 
13, it was revealed last week 
by J. B. Wagstaff, DeSoto sales 
chief. 

Wagstaff said that retail de- 
liveries of the 1953 DeSoto Fire 
Dome V-8 models in the week 
ended Nov. 22 were up 55 per- 
cent over the best previous 
weekly peak, established June 
16-21, 1952. 

Sales of DeSoto Powermaster 
Six models were also strong in 
the first week after the 1953 
model announcement, Wagstaff 
said. 





October, and well above the same 
month a year ago. 


In Cincinnati, the sale of 509 
new cars during the week of Nov. 
8 represented the biggest month 
since June. Total sales of both 
new and used cars are said to be 
up 10 percent over September, 
with most of the increases noted 
in new car and truck sales. 


Total sales of 4,430 new cars in 
New York for the week ended Nov. 
15 is more than 4 percent better 
than last year, it is reported. 


Want Ads - - 


HELP WANTED 


MAN experienced in anti-friction 
bearing line. Must have extensive knowl- 
edge of various types of anti-friction 
bearings, especially automotive and in- 
dustrial applications; experience in inter- 
preting technical and dimensional data 
on anti-friction bearings; experience in, 
or aptitude for compiling anti-friction 
data to be used in application or service 
manuals and related publications; also 
experience in dealing with the automo- 
tive replacement parts trade. Liberal 
employe benefits and good salary. State 
full qualifications and experience, age, 
marital status and salary expected. 
Write in detail to Box 2070, c/o Auto- 
motive News, Detroit 26. 








senile eeereaceaiiap nde ieicrairdinonaoari eet ectieeeceiasiaetaiam 
ZONE MANAGER WANTED for southern 


part United States. Must have experience 
with foreign car automobile wholesale 
sales or American independent. Send 
complete resume. Box 2068, c/o Auto- 
motive News, Detroit 26. 


SERVICE SUPERVISOR. Complete super- 


vision of Cadillac-Oldsmobile dual serv- 
ice shop and parts department. Must be 
able to move or live in central New Jer- 
sey area. Excellent base pay plus incen- 
tive commission, Paid vacation and holi- 
days. Hospitalization, group insurance 
and pension plan. References necessary. 
Give full details in letter to Post Of- 
fice Box 1187, Plainfield, N. J. 


SERVICE MANAGER for Buick dealership 


—-Frankfort, Indiana, Buick experience 
necessary. Good pay and working condi- 
tions. Write, giving details. Kimble 
Auto Company, 355 E. Washington St., 
Frankfort, Ind. 


COMBINATION OFFICE MANAGER and 


bookkeeper for Chrysler Corp. and Inter- 
national truck dealer, 500 car dealer. 
Brand new establishment and bookkeep- 
ing machine. Will help to obtain living 
quarters. Gettysburg Motors, Inc., 6th 
and York Sts., Gettysburg, Pa. 


POSITION WANTED 





MANAGER or SALES MANAGER, south- 


west preferably. Twenty-five years pre- 
war and postwar experience as salesman, 
salesmanager and dealer. Perfect health, 
excellent references. Box 2074, c/o Au- 
tomotive News, Detroit 26. 





AUTOMOBILE EXECUTIVE, Pre-war and 


Can co- 
volume 
General 


post-war ‘‘Big 3’' experience. 
ordinate departments and have 
operation with big net profit. 


manager of Ford deal in post-war era. 

Available immediately. Can relieve dealer 

of responsibility. aa Lynch, 8306 8. 
' qt. 


Throop, Chicago 





CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 
California. Low Rates: TWENTY CENTS (20c) PER WORD for each insertion. Cash in advance. Position 
Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing 


readers. Count initials and groups of numbers as one word. Ads may be signed with your full name and 
address at regular rates, but if signed "Box No. ....... , in care of Automotive News, Detroit 26, Mich."' add 
One Dollar ($1), per insertion for address and extra service as replies are forwarded, unopened, the 
TTC ( hae ho 1k ae ee 2d ee 

WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


POSITION WANTED 





ACCOUNTANT-OFFICE-BUSINESS 


FORMER FORD 


MARRIED MAN, 33, 


WELL ESTABLISHED, going, 


DEALERSHIP, 


THE WEST IS CALLING! 


| GENERAL MANAGER and sales manager 


Both available for immediate instaliation 
in any of the ‘‘Big 3’’ dealerships. Both 
schooled and experienced in all phases 
of the automotive trade including trucks. 
Now employed with a 1,000 unit dealer- 
ship, but desire transfer in or near 
greater Miami area due to permanent 
residence established there. Both mar- 
ried and under 40 years of age. Write 
Box 2072, c/o Automotive News, De- 
troit 26. 


MANAGER MOTOR TRUCK SALES, avail- 


able December 15th, wishes to better 
position with major truck organization. 
1. Proven sales record wholesale and re- 
tail. 2. Years of technical and educa- 
tional background in selling all sizes and 
types of motor truck and school buses. 
3. Experience in establishing new dealers 
and training their sales organizations. 
4. Sales promotion and field engineering 
work with national and fleet accounts. 


Prefer Ohio, Indiana or Michigan dis- 
trict. Box 2073, c/o Automotive News, 
Detroit 26. 


POSITION AS SALES MANAGER or 


manager. Eighteen years’ experience in 
the auto business with well known deal- 
er. Five years as salesman; thirteen 
years as sales manager. Good reason for 
wanting change. Good habits, good clos- 
er. Best of references. Box 2035, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER. Capable executive, 


nineteen years’ experience with General 
Motors. Have good technical knowledge, 
broad experience in handling customers 
and employes. Knowledge of paper work 
and sales promotion. Family man. Excel- 
lent references. Box 2053, c/o Automo- 
tive News, Detroit 26. 


SALES MANAGER. Five years wholesale, 


2% years retail management experience. 
Top performance and profit record in 
150 car dealership. Southerner, age 29, 
can accept responsibility. Investigation 
invited. Box 2051, c/o Automotive News, 
Detroit 26. 


MAN- 
AGER seeks change in Los Angeles 
area. Seasoned background includes pub- 
lic accounting, factory and dealership. 
Experienced in operating controls, fi- 
nance, income tax, etc. Replies confiden- 
tial. Box 2075, c/o Automotive News, 
Detroit 26. 


DEALER midwest de- 
sires position with factory or retail on 
west coast. Sold 100 car deal, success- 
fully operated three years; nine years 
automobile financing and three years 
transport trailer experience. Married, no 
children, 43 years old. References. Box 
2076, c/o Automotive News, Detroit 26. 


USED CAR MANAGER availabie January 


1st. Sober, energetic and a hard hitting 
producer with 20 years’ experience in the 
automobile field. Any location consid- 
ered; all replies confidential. Box 2033, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER with ability to 


build and maintain a quality and profit- 
able organization. Have obtained thor- 
ough knowledge in every phase of retail 
operation over a period of 24 years with 
General Motors dealers. Age 40. Married. 
Excellent references. If you are inter- 
ested in obtaining the services of a gen- 
eral manager with a proven record of 


exceptional competence in retail man- 
agement, please write to Box 2061, c/o 
Automotive News, Detroit 26. 


NEW OR USED CAR MANAGER. Four 


years’ experience with ‘‘Big Three’’ and 
Buick as buyer, appraiser and salesman. 
Twenty-four years old, veteran. Box 
2085, c/o Automotive News, Detroit 26. 


now employed as 
Six 
Box 


used car manager and appraiser. 
year’s experience. Desires change. 


2049, c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


top inde- 
pendent dealership available in one of 
Texas’ largest and fastest growing cities. 
Facilities complete and up-to-date in 
every detail. Ultra modern building de- 
signed and built for the business. Best 
location in city. Good sales volume and 
profits past eight years. Well trained 
staff on job. Due to owner’s health, 
dealership is offered at a very reasonable 
price. Must be seen to appreciate. Sale 
subject to factory approval. All replies 
strictly confidential. Write Box 2016, c/o 
Automotive News, Detroit 26. 


handling Packard since 
1937, with tire store, retreading plant, 
body shop and super service station. 
Occupies one story brick building, 150’x- 
140’. Used car lot across street. Choice 
location in city of 15,000 population in 
Texas richest agricultural irrigated area. 
With several counties included in car 
franchise, 150 car quota. Everything to 
go but the building. It can be leased for 
five years or more. Box 2078, c/o Auto- 
motive News, Detroit 26. 


Unrivaled op- 
portunity to acquire John Deere imple- 
ment; Chrysler cars; GM truck business, 
grossing $500,000 year. Situated city 
1,000, center grain-cattle ranches, near 
richest oil development United States, 
furnish prosperous. clientele. Modern 
buildings, equipment. Complete informa- 
tion on request. Grinde, New Rockford, 
as, 


DEALERSHIP, handling Dodge-Plymouth, 


in north Texas. Lease building and used 
car lot at inventory—$27,000. Details on 
request. Box 2043, o/e Automotive News, 
Detreit 36. 


| WELL 


150 Montague = 


DEALERSHIP 


411 Curtis Bidg. 


WANT FORD, GM or 





DEALERSHIPS AVAILABLE 
ESTABLISHED DEALERSHIP, 


handling Oldsmobile, Missouri county 
seat town. Approximately 12,000 popu- 
lation. Gross sales in 1951 better than 


$350,000. Lease building, Large used car 
lot. Sale subject to factory approval. 
All repiies confidential. Box 2079, c/o 


Automotive News, Detroit 26. 





AUTO AGENCIES 


Large, medium and small ‘Big Three auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 


Established Over 29 Years 
Brooklyn 2, N. Y. 
Lster 2-5600 





AVAILABLE in south cen- 
tral Michigan, now handling Nash ‘‘Ten 
Point.’’ Two hundred car contract. Same 
location since 1934. This October was 
largest month in history. Can be pur- 
chased at parts and equipment inven- 
tory. Building and adjoining used car lot 
leased. Box 2080, c/o Automotive News, 
Detroit 26. 


OWING TO ILLNESS, will sell all or part 


of one of the best agencies in midwest 
city of quarter million. Contract 325 
new cars and exclusive service for 2,000 
owners. Willing to turn over active man- 
agement and will work out deal whereby 
full ownership can be acquired in rea- 
sonable time. This is high grade propo- 
sition. Box 2081, c/o Automotive News, 
Detroit 26. 





WHEN BUYING or SELLING 


an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


Detroit 2, Mich. 





DEALERSHIP, handling Dodge-Plymouth, 


in fast growing Tennessee city. 1951 
gross business over $800.000. New build- 
ing containing 15,000 square feet with 
large used car lot adjoining. No real 
estate to buy. Will sell parts and equip- 
ment at substantial discount. Box 2044, 
c/o Automotive News, Detroit 26. 





DEALERSHIP AVAILABLE: Agency, han- 


dling Ford, Missouri town, 150 car con- 
tract, showing an excellent net profit 
owing to small operating cost. Building 
can be leased, Price $13,000 plus inven- 
tory. McHugh Inc., R. A. Long Bidg., 
Kansas City, Mo. 


DEALERSHIP WANTED 





Chicago Area or L. A. Area 


Ford, GM or Mercury, 150 to 350 units. Have 
cash and several years’ experience as prin- 
cipal owner and operator of 700 unit Ford 
agency. Have many fleet contacts. Will con- 
sider part interest. Age 4l. 


Box 2083, c/o Automotive News, Detroit 26 





DODGE-PLYM- 
OUTH dealership in city of not less 
than 20,000 and preferably west or north- 
west location. Will pay all cash. Box 
2063, c/o Automotive News, Detroit 26. 


FORD-MERCURY, 150-350 new units. Pre- 





fer south, west or midwest. Write or 
wire in absolute confidence if you are 
contemplating any kind of sellout. Box 
2077, c/o Automotive News, Detroit 26. 
FORD or GM. California, Oregon popula- 
tion 10,000 up. Ex-Ford dealer. Confi- 
dential. Reply quickly. Box 2082, c/o 
Automotive News, Detroit 26. 
| HAVE CASH 
DO YOU HAVE 


FORD or GM AGENCY 


400 OR MORE UNITS 
AND WANT TO SELL? 


IF SO, WRITE 
Box 2059, c/o Automotive News, Detroit 26 








WANTED TOP FLIGHT REPRESENTATIVE 


If you would be interested in a dignified service for franchised 
automobile dealers, we have a few desirable territories avail- 
able. Earnings unlimited. Automotive background preferred but 


not essential. 
Write, 


Giving Experience, 
Replies Confidential 


DEALERSHIP WANTED 


CHEVROLET IN TEXAS ONLY. Qualified, 
financially responsible business man 
wants to buy Chevrolet dealership. Al- 
ready factory approved. Absolute confi- 
dence is guaranteed. I am prepared to 
act immediately upon receipt of your 
answer. Write or wire today. Williams, 
Box 1938, Abilene, Texas. 


GM DEAL 


Approximately 200 car contract. Prefer 

southwest location. Well financed. Expe- 

rienced. All replies in strict confidence. 
Box 2084 


c/o Automotive News, Detroit 26 











BUSINESS OPPORTUNITIES 


THREE STALL CONCRETE block garage, 
filling station with new tools and equip- 
ment situated in northern New York’s 
most popular resort regions. Four acres 
beautifully wooded land, ideal site for 
cabins, New and used car sales, doing 
good business. Illness reason for selling 
at sacrifice. Rex Motor Sales, Salem, 
N. ¥. 


DEALER SERVICES 





Should You Lease Cars 
To Hold Your Market? 


An expert in the field is available to 
dealers only on a daily fee basis for con- 
sultation on all phases of car leasing as 
regards your operation. 


Write Mr. L. R. Hall 
AUTOLEASE 


522—5th Ave. New York 18, N. Y. 





{NVENTORY SERVICE, Parts and acces- 
sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 
Complete parts and accessories inventories 
for all dealers by qualified, full time em- 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


The Geo. E. Kinney Inventory Service Co. 
1731 Candler Bidg. Atlanta 3, Ga. 
Alpine 1140 








INVENTORY SERVICE 

Parts and Accessories Depts. 
Full-time experts. No pickup, part-time heip; 
confidential and unbiased, tified reports. 
Also special buy-sell service. 
organization —in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-64497 








INVENTORY SERVICE 
Accessories 


confidential. Inventories accepted by 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
Chicago, 








SHOPPING SERVICE 
We locate genuine parts for all makes of 
cars and trucks (fenders, bumpers, grilles, 
etc.). Parts are billed and shipped same day 
from authorized dealers, at garage prices. 
Our fee 5% from invoice, no results, no 
charge. We also delete your overstock. 
DISPATCHERS PARTS SERVICE 
5050 Joy Rd. Detroit 4, Mich. 
TExas 47450 








Age, Etc. 


THE CARLIFE GUARANTY COMPANY 


16501 Wyoming Avenue 


Detroit 21, Michigan 
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CARS FOR SALE CARS FOR SALE PARTS FOR SALE 


1, 1952 


BUSES WANTED 


MISCELLANEOUS 
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USED CAR BUYERS—Clean, 1951 Fords 
and Chevrolets for sale. Here is your 
opportunity to buy some late model used | 
ears, 2-door and 4-door sedans. They can | 


—AUTO— 
AUCTION 


GENUINE | 
FORD 
PARTS 


$50,000 


be seen at Capital Fleets, Inc., 160 
Daingerfield Rd., Alexandria, Va. E. B. 
Skotta, General Telephone 
OVerlook 1106. 


Manager. 





—AT— 


KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of Americe 





HORSEHEADS, NEW YORK 
EVERY FRIDAY 






—AT— 





INDIANAPOLIS, INDIANA SURPLUS 
Art Grandi, Auctioneer ‘ 
DANVILLE, PENNA. CORNER C*PITAL’ AND MORRIS STS. Fast Moving Parts 
EVERY WEDNESDAY IN THE HEART OF iiwDIANAPOLIS 
25% 








You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 
Tex Rickard 


CARS WANTED 


WE WILL BUY 


New Untitled 
Chevrolet Cars 


and 
One-Half Ton Pickups 


“We guarantee that these cars will not 
be re-sold above OPS ceiling prices.” 
Wire—Write—Phone 
Bob Jackson 
Jackson Chevrolet Co. 
Pueblo, Colorado 


Off of Ford Dealers Cost 
Slow Moving Parts 


75% 
Off of Ford List 


Orders of $200 or More Shipped 
PRE-PAID 


Send at Once for List 


SOUTHWESTERN 
MOTOR SALES 


Authorized Ford Dealer 




















Jos. E. Johnson 
Auctioneers 


Ben Fishel 
Auto Auction 


SALE EVERY TUESDAY 
Rain or Shine 


DEALERS ONLY 


Hube Elliot? and 
Hugh James 
Auctioneers 


TONEY LEVILL, MANAGER 
Phones 222-223 





PARTS FOR SALE 


7033 W. Fort S. Detroit 9, Mich. 


BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Quantity Shippers—All GM Parts 
Shipped Same Day 








Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middie 
west, Shipments made promptly. 


2nd and Ohio = Cairo, Illinois WRITE—WIRE—PHONE se eee 
All Shipments C.O.D. z 
Flanders 0800 St. Louis 9, Mo. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WaAbash 2-1030 


BODY PARTS Our Specialty 
WIRE - WRITE or PHONE — ME4460 


NORWOOD AUTO SALES 


FORD DEALER SINCE 1923 
5050 Montgomery Road, Norwood, Ohio 


ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 
BUY NOW AT LOW PRICES 


1949 - 1950 
Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


S4TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 


Morris Freedman, Mgr. 
SARATOGA 7-2300 SHERWOOD 7-1700 





TRUCKS FOR SALE 
1946 


GAR WOOD GARBAGE TRUCK, 
Ford with Gar Wood body—$695. Michi- 
gan Forwarding Co., 15334 W. 
Dearborn, Mich. Lu. 1-9542. 


PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 
new unit. 
Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. 

Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 
Ace Automotive Products 


5416 N. Broadway Citeone, 40, Illinois 
Phone: Longbeach I-! 


Warren, 





Two New 1952 Ford 
F-8 147" C&C Green 


1000x20 Tires 
Air Brakes 








ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 1951 and 1952 Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 


Eaton double reduction single speed rear 
axle ratio 9.03 to 1. 
Direct-In-Fifth Transmission 
Good For 





These cars can be seen at— 





ROBINSON AUTO RENTAL, INC. BUICK Dump truck, pit work, where power is 
Please note change of address WHOLESALE needed. 
229 S$. HANSON ST., PHILADELPHIA 39, PA. P A R T 4% Sacrifice at Deciers Cost 


|. E. Spatig, Used Car Manager 


Phone: Granite 2-3013 ONE OF THE EAST'S 


LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 
Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


SOUTHWESTERN MOTORS 
Authorized Ford Dealer 


AUTO AUCTION 7033 W. Fort St. Detroit 9, Michigan 


TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 
ALBANY, N. Y. 





TRUCKS WANTED 
WANTED TO BUY — Good late model 


(For Dealers Only) MONARCH BUICK CO., INC. wrecker. Send price, description in first 
EVERY MONDAY ... 12 NOON “Bulck’s Largest Dealership" letter. Rays Motor Co., Brainard, Neb. 
Member of N.U.C.D.A, and N.A.A.P.A. NEW YORK 19, NEW YORK BUSES FOR SALE 





1952 GMC SCHOOL BUS, 60 passenger— 
$4,950. Never registered. 1944 Ford tran- 
sit bus, 6 cylinder motor—$550. 1944 
Beck 35 passenger, parlor car seats— 
$1,950. 1942 Fixible. 25 passenger bus— 
$1,150. Photos available. Box 2067, c/o 
Automotive News, Detroit 26. 


DO YOU NEED A 
SALES ORGANIZATION 
To Sell Through Automotive Jobbers? 


During the past 5 years, we have built a real live-wire, national 

sales force and export organization. They are a group of young fellows 
who have a lot of enthusiasm for their jobs — and top-notch 

sales training has shown them how to organize their 

work and operate efficiently. 


School Buses 
NEW — Immediate Delivery 


3 Ford 2 errs 
2 GMC Aa? «5.0 
2 Dodge JS-212 .. 54 
1 Get $20 :...:. B34 
E-121 54 
6702 48 


These men are now doing a good job of selling an automotive 

equipment item that is the leader in its field — BUT, they need another 
product or two to increase sales efficiency. If you have a 

product that you sell through automotive jobbers — and need a sales 
organization, I'm sure we can get together. 


2 Reo 

1 Chev. sev 

TRANSIT SALES AND 
SERVICE, INC. 


F. T. Mee, Jr. 
Danbury, Conn. 


Reply, giving full facts — with copies of your catalog and promotional 
literature and price lists to Box 2087, c/o Automotive News, Detroit 26. 


Tel. 8-5645 
















----------- 4 
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NEW SCHOOL BUS WANTED 
1,000 miles New York City. Must be 
good buy for cash. Would also consider 
a late model. Box 2086, c/o Automotive 


News, Detroit 26. 


within 


WE HAVE A STOCK of brand new skid 


chains. Will dispose of same below cost. 
All popular sizes. Write for listing. 
Newman Chevrolet Co., Post Road, 


Wickford, R. I. 





SHOP EQUIPMENT FOR SALE 
DODGE-PLYMOUTH NEON SIGN. 4/’x6’ 
porcelain enamel made by Walker and 
Co. Used one year—$250. Two Dodge 
Plymouth service disc signs—$20 each. 
One Packard service disc—§$15. 





White 


truck sign—five foot neon—$195. Glenn 
Walraven Motors, Marion, Ohio. Phone 
2-4135. 








CLAYTON DYNAMOMETER, C-61, com- 
plete with instruments, water cooler, 
fly-wheel for automatic transmissions. In 
good condition. Cost—$4,000, yours for 
$1,500. Pete Pursell, Service Manager, 
W. oO. Strausbaugh Motor Co., 1097 
Wick Ave., Youngstown, Ohio. 

ONE SUN DISTRIBUTOR tester. Twenty 

Lyons parts tables. Some with risers and 

baskets. Good condition. Make offer. 

Guthery-Schreiber Chevrolet, Inc., 16303 

Detroit Ave., Lakewood 7, Ohio. 


SHOP EQUIPMENT WANTED 
WANTED—Hudson sign. Large horizontal. 
Also want Hudson tools and parts. Glenn 
Walraven Motors, Marion, Ohio. Phone 
2-4135. 


WANTED—Used turntable for auto show- 


room display. Give details and price. 
Must be in perfect condition. Boardman 
Motors, Inc., 1290 Broad St., Augusta, 
Ga. Phone 4-5533. 


MISCELLANEOUS 


8 out of 10 
DEALERS PREFER 


THE ENTIRELY NEW 
MOTO-MATIC 


TOW e GUIDE 


WITH 4 CONTOUR GRIP 
BUMPER COUPLERS 


NO ADAPTORS NECESSARY 
Meets 1.C.C. Strength Requirements 
FACTORY 


NET PRICE *44* 


LIBERAL QUANTITY DISCOUNTS 
TO AUTOMOTIVE JOBBERS 
AND DISTRIBUTORS 








Federal Tax 
Included 










Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


BRAND NEW 1952 FORD TRUCKS 
COMPLETE LINE 


IMMEDIATE DELIVERY BY 
PITTSBURGH'S LARGEST FORD TRUCK DEALER 


F-1 Panels 

F-1 Pickups 

F-1 Parcel Delivery 102 
F-2 Expresses 

F-3 Expresses 

F-3 Parcel Delivery 104 
F-4 Stakes 


5835 Baum Bivd. 





Automotive News 
bringing your wants to the attention of 


DUMPS — STAKES — EXPRESSES — PANELS 
1952 FORD CARS IN TRADE 


Call — Wire 
STEEL CITY MOTORS, INC. 
Phone Hiland 1-7720 
PITTSBURGH'S LARGEST FORD TRUCK DEALER 


ENGINE REBUILDING — Crankshatt 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce §8&t., 
Lynchburg, Virginia. 


AS NEAR AS YOUR PHONE 


Automatic BraKing 


WITH BRAKE HOOK-UP 
ONLY .. °51* six 
Compute atte ; 
Guide Cables and 


| 45 
BRAKE HOOK-UP 
Meets ALL 1.C.C. Requirements! 


Intra-State Tow Bar 
(Folding “'V' 


ALL MAKES TOWING 
EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 


—SPECIAL— 
Protecte Covers (Tailor Made) .... $6.93 


SAFETY CHAINS, set of 2, only .... $2.50 
WE STOCK ALL TYPE PARTS 


FOR IMMEDIATE DELIVERY 
All Prices Include 8% Fed. Excise Tax 
e e e 


TOW BAR SALES CO. 
Exclusive Factory Distributors 
vie vine 39 
40 So. Clinton St., Chicago 6, IN. 


ATTENTION, 
MANUFACTURERS REPS. 
DO YOU NEED NEW LINES? 


can help you by 


manufacturers. 


An advertisement in this section will do 
the trick at a nominal cost. 


AUTOMOTIVE NEWS 
Classified Want Ad Department 









F-5 Parcel Delivery 122-WB 

F-5 Stakes 

F-5 C.O.E. 

F-6 Cab & Chassis 134 to 176 

F-6 C.O.E. Chassis 147 to 195 
F-7 Cab & Chassis 147 to 195 

F-8 Cab & Chassis 147 to 195 











Pittsburgh 6, Pa. 









See eeee ew eeeseeeseee eee eeeeeeeses 
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Car Dealer () 


Jobber [1] insurance [) 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [J 
for which check is attached [[] or send bill [[] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 
Truck Dealer [) 






Manufacturer [) 


Financial [) Supplier [ 


12-1-52 
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International LP-Roadliner with famous Super Red Diamond Engine available in four- and six-wheel models. 42,000 to 65,000 Ibs. GCW. Also available with gasoline and diesel engines. 






INTERNATIONAL ROADLINERS 


-with factory-installed LPG fuel system : 


New International ‘’LP’’ four- and six-wheel Roadliners now offer the 
famous Super Red Diamond valve-in-head engine designed and built to take full 
advantage of the extra power and economy inherent in LP gas. 

Exhaustive laboratory and field tests demonstrate these remarkable extra 
operating advantages provided by the new International “LPG” units: 
Greater engine efficiency with low-cost fuel—Super Red Diamond Engine 
compression ratios have been increased—an engineering advancement made pos- 
sible by the high octane ratings of LP gas. The resulting greater engine efficiency 
represents an important factor in operating economy. 
Longer engine life with less maintenance—International’s new-type mani- 
folding and its special mixing and regulator valves increase the clean-burning 
quality of LP gas. Deposits on valves are almost entirely eliminated. Engine wear 


at 
rd International Harvester Builds McCormick Farm Equipment and Farmall Tractors . . . Motor Trucks... 


and cylinder erosion are reduced and there is less contamination of lubricating 
oil. Many fleet operators report exceptionally high, trouble-free mileage on their 
International “LPG” trucks. One owner, whose name is available on request, has 
driven an International Roadliner more than 240,000 miles without removing 
either the cylinder head or the pan. 


Along with improved engine economy and 
efficiency, these new International “LPG” Trucks 
offer you the characteristic stamina that has made 
International first in heavy-duty sales for 21 straight 
years. These are just a few of the many reasons why 
International Truck Dealers value their franchise 
so highly. 









Internationals are the 
first trucks to receive 
Underwriters’ Laboratories 
listing of an 
LPG Fuel System 


INTERNATIONAL HARVESTER COMPANY © CHICAGO 


we 
Industrial Power . . . Refrigerators and Freezers xe” 


Better roads mean a better America 


INTERNATIONAL ~> TRUCKS 





“Standard of the Highway” 


